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TO WEBSTER DEALERS — 


Why your Webster Franchise 


is more valuable than ever before 


New packaging. Our five leading brands of 
carbon papers are now packed in new colorful, 
modern boxes. All with new system of related 
numbers for easy identification. 








Witt TOUR TYPING 
MET TO-mMORROW'S 
DEMANDS? 


rt 7 Coca 
Hie : 


~~ 





2 Millions of sales messages appear regularly 4 Prompt deliveries on most regular lines. 
e in Saturday Evening Post, Time, Newsweek, e 

Business Week, and in purchasing, school, and 

insurance publications. 


5, YOUR WEBSTER SALESMAN 
Here’s Roy Clarke, Veteran Mid- 
West Sales Representative. He, and 
all other Webster salesmen are al- 
uttiKOPY Pit, le ; ways ready to cooperate with you. 
Carlen Lope Ree These Webster advantages will bring you 
many worthwhile rewards: *% MORE 
SALES % GOOD PROFITS »* SATISFIED 
CUSTOMERS y% MORE GOOD WILL FOR 
YOUR STORE 


F.S. WEBSTER CO. 
3 New window-display unit. A beautiful three- 
* 


piece display. Send for it now! 13 AMHERST STREET, CAMBRIDGE, MASS. 














{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. Tt 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


& 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
Secretary and Treasurer. 

Evan Johnson, Contributing Editor; John A. Gilbert, Business Manager; 

Walter S. Lennartson, Editor; Nevin I. Gage, Associate Editor; Harry E. Meason, 

Assistant Editor; Lawrence E. Eisele and Herbert L. Sime, Western Adver- 

tising Department; Ben C. Wallsten, Copy Department Manager. 

NEW YORK OFFICE: 

G. C. Wheeler, Eastern Manager, 418 Pershing Square Bldg., 

Phone Ashland 4-8319. 


Vol 75 — January, 1942 — Vo. 


J ea lures 


Latin American Market Opportunities for Office 


100 E. 42nd St. 








Pp pe rg Gs Oe Lee nee PRS ek 15 
Seventeenth Annual Office Specialties Section........ 16 
Defend Business Security With a Frequently 

Pa TEE IR od RT ee MEN OEE Eee Se ERR eet . 30 
How Dealers Evaluate Manufacturers Sales Literature... 32 
Photograph That Window Display............ “ calc oe 
To Stick or Not to Stick........ peered 5 ie ae 
Confidence—The Magic Worker......... . 36 


Demonstration Skills Needed by Typewriter Salesmen.... 37 
Analysis and Recommendation Lead to Furniture 
Sales Success ....... ae 
Tiered Chair Display Saves s Space, ‘Speeds ¢ ‘Customer 
Service : 
Business Builders _.. vcabuiies ia , .... 40 


4S the News 


Office Appliances Information Service Under the 


TOO is ioe a cienasicmdinittticasanates 12 
Previous Excise Tax Regulations Amended 13 
Stoppage of Stationery Rubber Products Looms 13 
Government Acts to Protect Office Furniture 

aS i 13 


Ben Lakow “Keeps ’Em Flying” as Unofficial Recruiter.. 46 
National Blank Book “At Home” in New Enlarged 


ROS 47 
Elliott Employees Receive 51 Per Cent of Stock 54 
Gunlocke Officials and Men Go “All Out’ for 

POUOUURE DOE ooo i cacacssndec sts oraleccecsnc . 80 
Newspaper Tells Old Town History ta ey 
Sengbusch Company Shares in Bill of Rights 

Anniversary Observance ....... 99 


Priorities Law Expands Rebuilt ‘Typewriter Market 108 
Educator Finds Poor Spellers Aided by Using 


ee LUNE een Ak ee 111 
Webster Plans Big Advertising Campaign for 1942.......... 122 
McNaught Now Sales Manager for American Writing 

STII AOE ios grin ne Ne 140 
Standard Mailing Machines Company ae Name......147 
Seen and Heard in Southern California... : snd OM 

c 

Departments and Classified (a 
Calendar of cansiestae Activities......162 Ol’ Doc Stork 143 
Editorial ial Ae st ce hae 
Excuse Us, Please. et ee 54 aot rete - —— 
oe Sancta 45 ossmahgledahd ate 
Here and There... EES. 43 Weddings .. 143 
Meetings, Dinners, Conventions... 56 Business Opportunities 8 
New Machines and Devices --- 48 Patents sw 9 
News and Miscellany 54 Stationery .. 169 


Office Furniture, Wood and Steel.. 38 Typewriters .. ..169 





3 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscrips will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 


covered by Copyright, 1942, 
by the 
Company. 
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ADVERTISEMENTS 





These adveriisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers 
A 

Acco Products, Inc 140 
Ace Fastener Corp 105 
Acme Staple Co. 17 
Acme Visible Records, Inc 149 
Aigner, G. J., Co 100 
Allen & Co. 169 
Allen-Wales Add. Mach. Corp. 172 
Allied Carbon & Ribbon Corp...173 
All-Steel-Equip Co., Ine 110 


Amer. Autmtc. Elec. Sales Co. 156 
Amer. Hair & Felt Co 9] 
Amer. Number. Machine Co. 173 
American Photo Laboratories 150 
Amer. Writing Machine Co 61 
Ames Supply Co ) 
Anderson-Hickey Co., Inc. 171 
Art Metal Construction Co 
Art Steel Co 126 
Automatic File & Index Co 154 
B 

Bankers Box Co 122, 123 
Barkley, C. L., & Co 75 
Bassick Company 138 
Bates Mfg Co., The 121 
Beach Publishing Co 174 
Bentson Mfg. Co 158 
Bickett, L. M., Co 112 
Bolens Products Co l 
Bright Chair Co 152 
Bristow, Stanley R 174 
British Stationery Exporter 

170, 1 
Browne-Morse Co 116 
Brush-Punnett, Ine 171 

( 

Clarotype Co., The 174 
Codo Mfg. Corp 171 
Cole Steel Equipment Co 101 
Collier-Keyworth Co 16 


Columbia Rib. & Car. Mfg. Co. 60 


Columbia Steel Equip. Co 15 
Consolidated Staple Co 150 
Continental Ink Co 17 
Cook, The H. C., Co 139 
Corona Typewriter 5 
Cotterman, I. D 172 
Cramer Posture Chair Co 172 
Cushman & Denison Mfg. Co. 146 
D 
Daco Card & Index Co l 
Darnell Corp., Ltd 99 
Dawn Mfg. Corp., The 95 
Dayton Stencil Works 175 
Dick, A. B., Co 19 
Ditto, Ine 133 
Domore Chair Co., Inc 86 
Doppelt, Charles, Co 139 
Downey, C. L., Co 136 
E 
Eaton Paper Corp 161 
Ehrlich Upholstery Works 166 
Elliott-Fisher Back Cover 
Esterbrook Pen Cx The 7 
Ezykept Co 17 
F 
Fair Furniture Co 168 
Fibroin Stencil Corp 167 


Grand Rapids L 
Guide 


Gunlocke, The W. H 





through the journal. 


Fox, George E., & Co. 16 

Friden Calculating Machine Co., 
Inc. 141 

Fritz-Cross Co 144 

G 
General Fireproofing Co., The 
64, 6 
Globe-Wernicke Co., The 7, 14 
Graff, Geo. B., Co 135 


L. Binder Co. 148 
System & Supply Co 106 


Chair Co. 11 


H 
Hall-Welter Co., The ’ 
Hanson Scale Co. 17 
Harding, Milo, Co 165 


Harriman-Welts Products Co 17 
Harter Corporation, The s 
Heyer Corporation, The 177 
Higgins Ink Co., Ine l 
High Point Bndg. & Chair Co. 135 
Hotchkiss Sales Co 140 
I 
Imperial Desk Co 62 
Imperial Mfg. Co 118 
Imperial Methods Co ys 
Indiana Desk Co 168 
Ink Specialties Co., Ine 104 
Internat’! Typewriter Exchange 10 
Inter-State Ribbon & Carbon 
Corp 174 
J 
Jasper Chair Co 114 
Jasper Desk Co 16 
Jasper Office Furn. Co 14 
Jasper Seating Co. ’ 
K 
Kahn, David, Ine 10 
Keen Mfg. Co., Inc 144 
Kerr, W. K., Pen Company 16 
Kilian Mfg. Corp 16 
Krueger Metal Products Co 136 


Leopold Co 


Little, A. P 


Inc 


M 
Manifold Supplies Co 
Markilo C« 
Masco 
Mashek, 
Meilicke 
Melind, 
Metal 
Metal Specialties Mfg. Co 


Corp 
Frank, & Co 
Systems, Ine 
Louis, Co 
Office Furniture Co 
Metalstand Co 

Meyer & Wenthe, Inc 
Miami Systems Corp., 


Michigan 


The 


Desk Co. 


Midwest Naturlite Co 
Mimeograph, The 
Mittag & Volger, Inc 
Mohawk Tablet Co 


Monroe Calculating 
Co 
Moore 
Mosler Safe Co., The 

Multipost Co 
Mutschler 


Push-Pin Co 


Bros. Co 


N 
National Blank Book Co 
Nat'l Brief Case Mfg. Co 
Neva-Clog Products, Ine 
New Indiana Chair Co 
Niemann, Ine 
Noreor Mfg. Co. 

oO 
Old Town Rib. & Car. Co 
Oxford Filing Supply Co. 

P 
Pacific Cb. & Ribbon Mfg. Co 


Peerless Key-Imperial Mfg. Co 


Peerless Steel Equip. Co 
Phillips Process Co., Ine 
Photo Materials Co 
Polar Mfg. Company 
Post, Frederick Co., The 


Machine 





THE SERVI(¢ 


use of subscribers and adve 
of its various commissions 
practically every member of 
personal letters all inquiries 


pares advertising fu 
agents and dealers in nearly 
eign dealers in securing U 

other ways performs useful s 


copy, 


tion of the field have evide 


other form of destruction, a1 


turer 


the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 


Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the 


tin which is mailed frequently to leading manufac- 


,E BUREAU 


of Office Appliances is maintained for the exclusive 
ortisers. 


In the execution 
this bureau calls upon 
the staff. It answers by 
upon matters germane to 


rnishes list of desirable 
every country, aids for- 
S. A. lines, and in many 
ervice, all without charge. 


of its proved value. 


nce 


file in case of fire o1 
e broadcasted in a bulle 




















They do, however, offer their services in resolving any disagreements which result from relations established 


Postindex, Div. Art Metal Con- 
struction Co. 77 
Pronto File Corp 101 
Q 
Quality Park Envelope Co. 130 
R 
Regal Typewriter Co., Inc. 73 
Reliable Typewriter & A. M. 
Corp. 2, 170 
Reuben Company 165 
Rex-O-Graph, Inc. 148 
Rite-Rite Mfg. Co. 173 
Rivet-O Mfg. Co 174 
Roberts Numbering Mach. Co...164 
Roberts, Weldon, Rubber Co.....171 
Rockwell-Barnes Co 119 
Ross Laboratories 174 
Royal Typewriter Co. ) 
s 
St. Johns Table Co. 147 
Sengbusch S. Cl. Inkstand Co... 71 
Service Industries, Inc. 174 
Shaw-Walker Co. 93 
Sheaffer, W. A., Pen Co. 84 
Sheppard, C. E., Co. 84 
Shipman-Ward Mfg. Co. 154 
Sikes Co., Inc., The 109 
Sloane, W. & J. 115 
Smith, L. C., & Corona Type- 
writers, Ine 5 
Speed Key Mfg. Co. 171 
Speed-O-Print Corp 159, 160 
Speed Products Co 87 
Standard Dupl. Machs. Corp.....134 
Standard Mailing Machines Co...134 
Standard Record Co 158 
Stationers Loose Leaf Co. 155 
Stein Bros. Mfg. Co 167 
Storms, H. M., Co 164 
Sturgis Posture Chair Co 143 
Sundstrand Back Covet 
Superior Table Co 173 
T 
rechnygraph, The 15 
Toledo Metal Furniture Co 72 
lriner Scale & Mfg. Co 128 
{ 
Underwood Elliott Fisher 
Back Cove 
U. S. Typewriter Ribbon Mfg 
Ce 151 
\ 
Vail Mfg. Co g 
Van Dyke Industries Tf 
Veit Mfg. Co 17 
Victor Adding Machine Co 79 
Victor Safe & Equipment Co... 94 
Ww 
Wabash Cabinet Co., Inc., The. 8 
Walz Mfg. Co 17 
Warshaw Mfg. Co 132 
Waters and Waters Branch 12 
Webster Fr. &S.. Go 
Weis Mfg. Co 67, 68, 69, 7 
Wholesale Typewriter Co 97 
Y 
Yawman and Erbe Mfg. Ce 145 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


























obligation. 
Adding Machine Parts Reuben ¢ 6 Clip Boards 
Amer, Writing Machir Co t SI pard, 7 ( Ek. Co 84 See Arch and Clip Board I 
Ames Supply Co ‘ Stationers Loose Leaf Co Ls Coin Bags, Trays and Wrappers 
Shipman-Ward Mfg. Co i Stein Br Mfg. ¢ 167 Art Steel ¢ 
Adding Machine Rolls & Paper Calculating Devices Downey, ¢ I ( 
Rockwell-Barnes (C Meilicke Systems In 174 Copyholders 
Adding Machines Shipman-Wa Mf Co Lod Acco Products, Ir 
Allen-Wales Add. Mach. Co Calculating Machines Amer. Autmtc. El Sa ( 
Amer Writing Machine Ce t Allen-Wale Add. Mach. ¢ 172 Dawn Mfg. Cort The 
Friden Calculating Mach. ¢ I 141 Friden Ca Mach. Co., Inc...141 Shipman-Ward Mfg 
Monroe Calculating Machine ¢ 29 Mo ( lating Machine C« 129 Costumers 
Sundstrand Back Cover Sundstrand Back Cover Fair Furniture ¢ 
Victor Addir Machine ¢ ’ Victor Addir Mact Co 79 Globe-Wernicke Co.. TI 
Adding Machines, Rebuilt & Used Calculating Machines, Used Peerless Steel Equip. ¢ 
Reliable Tw « Adding Mac Reliable Ty & Adding Mach Shaw-Walker Co 
Corp 2, 17 Cort 92, 170 Cushions and Pads, Chair 
Shipman-Ward Mfg ‘ Shipman-Ward Mfg. Co 154 tickett. L. M Co 
Adding Typewriters Calendar Pads & Stands Fair Furniture ¢ 
Underwood Eliott Fisher Back ¢ Fox, George E., & Co 162 Fox, George | & ( 
Adhesives Carbon Papers Polar Mf Co 
See Ink Adhesives, et See Ribbons and Carbons Shipman-Wa Mf ‘ 
Arch and Clip Board Files Card Index Boxes and Trays Cuspidor Mats 
Amer Autmte Elect. Sal ‘ j All-Steel-Eq Co 11 Polar Mfg. ¢ 
14 Art Metal Cor ar 77 
Cushman & Denison Mfg. ¢ 1 dwt Steel ? Dating Stamps 
Globe-Wernicke ¢ Tl 7, 14 : : <r Amer. Number. M ‘ 
P mn Mf 5 met u 
Rockwe nes Co ~ . vo Bates Mfg. ( 
. pikes oP Cole St ment oO 10] F 
Service Industri l Col bia & Equip. Ce 153 Melind, Louis, ¢ 
Shaw-Walker ¢ P | Fir eat The. 64. ¢ Meyer & Wenthe, 1 
Yawman and Erbe Mfg. ¢ peep oe ae ¥ . Rivet-O Mfg. 
Glot Wernicke (¢ rhe 142 
Autographic Registers Gu S m and Supply Co 106 Desk Bumpers 
Miami Systems Corp., The Imperial Methods Co 18 Fox, George E., & ¢ 
Ball Bearings for Drawer Slides, et M 1 Off Furt ire C¢ 17 Polar Mfg. ¢ 
Kilian Mfg. Corp P s Equip, C 82 Desk Lamps 
Banker's Note Cases I ; ie we Dawn Mf ( 
Art Stee ( Shaw-Walker  ¢ Id Midwest Naturlite ¢ 
Cole Steel Equipment ¢ Wa Mf ‘ > 132 Van Dyke Ir 
rene ra } ire ooting { Ir} We Mf . vs ve be 
' Yaw } Mi ( 14 Desk Pads & Tops 
Globe-Wernicke Co The a . , = . 
. Aigner, G ee 
Victor Safe & Equip. ¢ Cash Boxes Ames sehani Elect Sale 4 
Billing Machires \ be ‘ a Fair Furr Co 
Underwood Elliott Fisher....Back ¢ ‘ Steel I v Fox. Geor } & 
General Fi ng Co., The... Polar Mfg. ( 
Binders, Catalogue and Periocical : 51 : 
Sone Weednete fs ' Casters, Caster Bearings, Slides Desk Pending-Letters Holders 
Aigner, G. J a = Kk ¢ m4 Acco Products, Ir 
re 18 varnell Cory ’ 
Gr. Rapids L. L. Binder | Kilian Mfg. Cort Desk Pen & Ink Sets 
National Blank Book C¢ 5 ; D nn “a ‘ 
. Celluloid Envelopes Sengbusch Self-Cl. Inkstand Co 
Sheppard, The ©, BE, Co 84 Ausiotesa Sheaffer, W. A., Pen ¢ 
_ See f es llu j 
nders, rmanen ra 
age roa i " oanteus Chair trons Desk Trays 
bankers ar Dasatek. 1 32 Aigner G ' ( 
Sheppard he Co a4 
oF Pr r 0 Art Metal Construct ‘ 
Binders, String Collier-Ke h Co Art Ste ‘ 
tankers B ( Chair Mats \ i Fi & I ( 
Blank Books Amer. A | S ( Cole Steel Equipment ¢ 
National Blank Book ¢ 8 Bickett, L. M., ¢ 2 Fox, Geor E., & ¢ 
Rockwell-Barnes Co Polar Mfg. Co 27 General Firepre ( f 
Blue Print Papers Chairs, Folding Glot We : ke ( I 
Post, Frederick Co., The Krueger M PY Co Imperial Me ( 
Nor Mre 1 Peerless Steel Equip. ¢ 
Blue Print and Plan File Cabinets Shaw-Walker ¢ 
All-Ste Equip ¢ Chairs, Office Weis Mf ( 
erson- Hick ‘ iB I ‘ ‘ 152 Yawman and |} Mf ( 
\ Metal Cor m ¢ ‘ 5 ( air L772 
Art Steel ¢ Do ( ( Ir R6 Desk Work Distributors 
Br ne-Mor ‘ I Works 16¢ Art Steel ¢ 
( e St Eg . ( ] Cro ‘ j Br mw Ss R 
( Dia Stee I p ( ( i I wt Cr The (‘ol Stee } ( 
Gensel? Wicemadiine 4 , Gunlocke, The W. H., Chair ¢ Globe-Wernicke ¢ 
G We cke ¢ I 2 Ha ( TS Polar Mf ; 
Peerless S 1 Equ ( Q H P Be & C} ( 135 Viet Safe & |} ( 
ros File Cor ( hy, 114 Wei Me ( 
Shaw-Walker (¢ sé ( ae Desk 
Yawman and } Mfg. | M Office I re ( Art Metal ¢ 
M Desk ( 9 t Mt P 
Bond Boxes \ I ( ( 168 . a 
Art Stee ( , : 2 ic I & |! ( 
Niema | I Mfg. ( 
G lf ( r S Walker ( } 
G W ke ¢ r s ; Mor ( 
men ‘ ; v Columbia 8S I ( 
Book Cases Stur I ( ( 4 ri 1 | ( I 
Art Metal Cons iction ¢ | Me I ( 7 G Wer ke ( 
Brow! ; Mor . ¥ Chairs Posture) Ir rial Desk ¢ 
General Fireproo ec he....04, ¢ Amer. Autr I Sa ( Ir n x 
G Wernicke ¢ I BR ( ( 2 Ja K 
Mi in Desk ( } Chair ¢ 72 la I ‘ 
Peerless Ste I ‘ 5 > ( ( Ir s Leo 1 ¢ 
s W ‘ | ( ( Metal Of ] ( 
W Ca ( I i G I ‘ ( I Michi D 
1 ~ 
Weis M : Gunlock I W. H., Chair ¢ P ss St | ‘ 
) in and | Mfg. ¢ H ( . Shaw-Walker ¢ 
Bookkeeping Machines H P & ( = W. & 
Underwood |} tt I I ( sper ¢ ( y e Safe & 1 ( 
Box Letter Files > ( , Y ar I M ‘ 
s AN r 
by S ; ' Dictating Machines, Used 
‘ Steel Eq ‘ s ; I Phe ad Shipman-Ward Mf ‘ 
G W ke ( | 9 s I ( ( i . ae 
R , ( [ M | ( » Dictating Machine Records 
We Mfg. ¢ Cheek Signers, Writers and Protectors saacuicaes mecore 
H ( ents ¢ t 
Brief and Zipper Cases H W Wear eae & Equipm on 
Dopp Chas., & ¢ Checks, Stamped Metal ; 
Mashek, I nk, & (¢ j ) mS W ork 17 Duplicating Machines & Supplies 
N Brief ¢ Mi ( 13: MI & W | Amer, Wr M ( 





Columbia Ribbon & Carbon Mfg 
Co 60 
Dick ‘2. Ge 49 
Ditte Inc 133 
Fibroin Stencil Corp 167 
Harding, Milo, Co 165 
Heyer Corporation, The 177 
Ink Specialties Co 104 
Keen Mfg. Co., Inc 144 
Manifold Supplies Co 51 
Mimeograph, The 49 
Mittag & Volger, ine 74 
Rex-O-Graph, Inc 148 
Ross Laboratories 174 
Shipman-Ward Mfg. Co 154 
Smith, L. C., & Corona Typwr 53 
Speed-O-Print Corp 159, 160 
Standard Dupl. Machine Corp 134 
rechnygraph, The 52 
Victor Safe & Equipment Co 94 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co 154 
Envelope Openers 
See Letter Openers) 
Envelope Sealers 
Multipost Co., Ine 166 
Standard Dupl. Machines Corp 134 
Envelope Sealer-Cancellers 
Multipost Co. Inc 166 
Envelopes 
Globe-Wernicke Co., The 142 
Quality Park Envelope Co 130 
Envelopes, Celluloid 
Markilo Co 17 
Veit Mfg. Co 172 
Eradicators, Ink 
Heyer Corp The 177 
Erasers, Rubber 
Roberts, Weldon, Rubber Co 171 
Expense Books 
Beach Publishing Co. 174 
Eyelets & Eyelet Fasteners 
tates Mfg. Co 121 
Rivet-O Mfg. Co 174 
File Boxes, Collapsible Corrugated 
Bankers Box Co. 122, 12: 
sarkley Cc. kh, & Ca 75 
Globe-Wernicke Co., The 57, 142 
Guide System & Supply Co 106 
Oxford Filing Supply Co. 113 
Pronto File Corp 101 
Weis Mfg. Co wan, Se) oe 
File Boxes, Metal 
All-Steel-Equip. Co 110 
Art Metal Construction Co. 7 
Art Steel Co . 126 
Cole Steel Equipment Co 101 
Globe-Wernicke Co., The 7, 142 
Peerless Steel Equip. Co a2 
Pronto File Corp 161 
Rockwell-Barnes Co 119 
Shaw-Walker Co 93 
Victor Safe & Equip. Co u4 
W Mfg. Co 67, 68, 69, 70 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 162 
Filing Cabinets, Insulated 
Mosler Safe Co The SS 
Shaw-Walker Co 9 
\ r Safe & Equip. Co 4 
Filing Cabinets, Metal 
\ Steel-Equip. Co 110 
Anderson-Hickey Co 171 
Art Metal Construction C« 7 
Art Steel Co 12¢ 
Automatic File & Index Co 154 
Bentson Mfg. Co 158 
Browne-Morse ¢ lt 
( Steel Equipment Co. 101 
( mbia Steel Equip. Co 153 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 7, 142 
Metal Office Furn. Co 176 
Peerless Steel Equip, Co 82 
Pronto File Corp 101 
Shaw-Walker Co 93 
Victor Safe & Equip. Co 94 
Yawman and Erbe Mfg. Co 14 
Filing Cabinets, Wood 
Gil Wernicke Co., The 7, 142 
Imperial Methods Co 98 
We Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 145 
Filing Supplies 
\ Products, Inc 140 
Aigner | Co 100 
Art Me Construction (Ce 77 
Barkl Cc. L & ( 


THE CLASSIFICATIONS 


(Continued on page 6 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Browne-Morse Co 116 
Daco Card & Index Co 175 
General Fireproofing Co., The..64, 65 
Globe-Wernicke Co., The 57, 142 
Guide System & Supply Co 106 
Imperial Methods Co 98 
Metal Office Furn. Co 176 
Oxford Filing Supply Co 113 
Pronto File Corp 101 
Quality Park Envelope Co 130 
Rockwell-Barnes Co 119 
Shaw-Walker Co 93 
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WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


STATIONER who has operated his own business but for a year has been 
out of the industry is open for position of sales promotion or executive 


paper and goods, ribbons, 


nature. Particularly well grounded in paper 
carbons, stencils, as well as general stationery lines. Top references. 


personally and can help develop 


sell. Can sell 
particulars to A-1l4, care Office 


Send 


Can write letters that 
other salesmen. A good producer. 
Appliances, Chicago. 

OFFICE FURNITURE SALESMAN, out of field temporarily, is open 
for new connection either as representative of manufacturer of furniture, 
filing equipment or supplies, or with an established dealer. Has success 
fully sold dealers in all sections of the United States except far West, 


and has worked with dealers’ salesmen in direct selling. Four years in 
retail merchandising Not subject to military service. Phoroughly 
equipped to do a first-class sales job. Address A-13, care Office Appli- 


ances, Chicago. 


ATTENTION MIMEOGRAPH DEALERS: I am interested in a sales con- 
nection. Selling A. B. Dick products. I am at present a service Manager. 
Would consider connection in any part of U. S. Can furnish best of 
references Address A-ll, care Office Appliances, Chicago 


: “SALESMEN WANTED 
ARE NOW selling to offices, we have a product that will prove 


sideline. It quickly becomes a major line. Exclu- 
care Office Appliances, Chicago. 


IF YOI 
to be a very profitable 
sive territories are available tox N-135, 


== 


MECHANICS WANTED 


with general knowledge of 


sir ible 


MECHANIC All around man 
machines. Selling ability de Must be of good 
Permanent position with long established 
supply store. Southeastern Mich- 
experience and salary expected. 
Office Appliances, Chicago. 


rYPEWRITER 
adding and_ office 
personal habits and industrious 
L. C. Smith dealer, typewriter and office 
igan Answer fully stating references, 
Applications confidential. Address N-131, care 


WANTED. EXPERIENCED typewriter and adding machine mechanic. 
Excellent opportunity for the right man. State references, experience and 
salary expected. C. C. Ball Typewriter Co., Phoenix, Arizona. 
EXPERIENCED ADDRESSOGRAPH, Dictating, Typewriter, Adding and 
Bookkeeping Machine mechanics State experience and salary wanted 
Young Office Machines Co., 210 W. Adams St., Chicago 


Addressograph, Multi- 


Chicago. 


ADDING MACHINE MECHANIC also 


r'ypewriter, 
graph Mechanic. Good salary Pruitt, 425 N. LaSalle, 


= = = ——=s 


FACTORY HELP WANTED 


machine operator—by long estab- 


WANTED Experienced carbon coating : 
lished carbon paper factory, located on Pacifie Coast. Excellent chance 
Apply N-132, Office Appliances, ¢ hicago. 


for advancement 


REPRESENTATIVES AVAILABLE 


SALESMAN COVERING TEXAS for one manufacturer has ample time to 
handle one additional major line Knows territory thoroughly. Best of 
references from present and former employers. Age 41. College graduate. 


Married Equipped to do first-class sales job Address A-15, care Office 
Appliance s, Chicago. 

ESTABLISHED CONCERN will entertain correspondence from Manufac- 
turers of Office Supplies or Equipment Selling, warehousing and some 
financing facilities available in exchange for exclusive West Coast terri- 
tory Address A-12, care Office Appliances, Chicago 

SALESMAN calling on offices, could handle good sideline, give details, 
prices F. M., 3317 So. 18th St., St. Louis, Mo 


sd REEDRESENTATIVES WANTED 


MANUFACTURER of 3 widely known office units required in conjunction 
with typing, seeks Representatives in various open territories coast to 
coast. Prefer men now established and selling n-conflicting office equip- 





ment, or allied item, and having time to handle one additional meritorious 
line. Box N-136 care Office Appliances, Chicago 


NEW PATENTED ITEM with metal rings in, it’s a ring binder; with 
rings out, it’s a portfolio. Sells on sight! Most territories open. Straight 
57 W. Jackson, Chicago. 


commission basis. Write: Reuben Co 
Illinois covering 12 
pliances, Chicago 


Machine Agent for Central 
Address N-134, care Office Ay 


Calculating 
Commission, 


WANTED 
ounties 


RETAIL BUSINESS FOR SALE 


FOR SALE: Office Supply and Equipment Store ocated in Kentucky 
College Town. Only store in towr Located within 25 miles of 200 mil 
lion dollar Government building activity Business established $4200. 
Write N-133, care Office Appliances, Chicago 

BOOKS—-MAGAZINES 
FOR SALE—BOOKS and magazines of ALL publisher at tremendous 
savings. FREE list. WINETTE COMPANY, Dept. O, 3135 Edgar-Maple 


wood, St. Louis, M 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices. We especially feature ““CONKLIN’ 
SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, 
etc., but can repair all other makes We feature Gold Pen Points and 
Repairing Mail all makes to ONE place for better service. (Est. 1904) 


Welty Pen and Repair Co., 38 S. State St., Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 

ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1648 10ist Ave., Oakland, Calif. 








KEY TOPS for Adding Machines, new. Will fit Burroughs high models 
ind some other makes. Cheap. Adding Machine Sales & Service Co., 
1100 Prospect Ave., Cleveland, Ohio. 





DUPLICATING MACHINE PARTS 


NEW PRICE LIST of parts for the Mimeograph machine now available. 
Special attractive prices on all rubber parts for the Mimeograph. Write 
for dealer's price list. Mimeo Repair Co., 395 Broadway, New York City. 








_ DUPLICATOR SUPPLIES 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and typewriter 
ribbons. Established over ten years. Write us, save money. Lewis Co., 
413 W. State St., Milwaukee, Wis. 








DUPLICATOR INKS—three grades, all colors. Write for attractive 
prices. Pengad Mfg. Co., Inc., 884 Pengad Bldg., Bayonne, N. J. 











FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, 
chines, Dictaphones, Ediphones, bought and sold. 
ance Co., 529 8. Wells St., Chicago. 


Adding-Calculating Ma- 
Chicago Office Appli- 





BURROUGHS, ELLIOTT-FISHER, MOON HOPKINS Bookkeeping Ma- 
chines, ADDING MACHINES, COMPTOMETERS, Calculators—Bought, 
Sold and Rebuilt. State model and serial number. Southern California 
Adding Machine Co., 947 South Broadway, Los Angeles, Calif. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 8rd Street, Milwaukee, Wis. 








BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 
644 Liberty Avenue, Pittsburgh, Pa. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will qnote highest cash prices. International Office 
Appliances, Inc., 326 Broadway, New York City. 














BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 

ELLIOTT-FISHER machines 
office equipment, bought and sold. 
Bldg., Milwaukee, Wis. 





calculating machines, adding machines—all 
’. J. Crowley Company, 4384 Caswell 








WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Machines, 
SUNDSTRAND Bookkeeping and Adding Machines. L. I. Hadden, Stand- 
ard Office Equipment Co., 542 8. Dearborn, Chicago. 





WANTED TO BUY FOR CASH, adding and calculating machines, all 
makes and models—typewriters, wide carriages 14 inches and larger— 
Burros 13-13-02—23-13-02—Moon Hopkins 72A-71A-78A-50M and _ higher- 
Remington Accounting Machines Models 121-123-126—Elliott-Fishers Direct 
Subtractions and cross footers—Hand Addessographs—“B” frames long 
clip and late style, also “E” frames. Shipman-Ward Mfg. Co., 325 N. 
Wells St., Chicago. 


DICTAPHONES—EDIPHONES—Largest stock and lowest prices—write for 
information and catalogs. American Dictating Machine Co., 235 Fifth 
Ave., New York, N. Y. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt. 527 Pruitt Bldg., Chicago 





KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. 8. 
Nathan, Inc., 548 Broadway, New York. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as 
other makes. We can supply new improved brass shift rods (that will 
not break), for International cabinets, also cards and card holders. Have 
available credit authorization equipment in one line tube panels, and 5x1% 
pocket panels, for reasonable prices. Write and tell us what Visible Equip- 
ment you need or have for sale. Special prices to Dealers. E. H. Heine- 
man, 4 North Eighth Street, St. Louis, Mo 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York City. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 








priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co. 561 Broadway, New York, N. Y. 
SHAW WALKER 1261 Sectional File and 1358R Transfer Case. Want to 


jeltz & Co., Stationers, Faribault, Minn. 


hines, Address 





buy Used or New units. Jos. T. 


WANTED TO BUY FOR CASH—International Payroll Machines, 
N-137 care Office Appliances, Chicago. 








OFFICE APPLIANCES 








NEW TRADE LITERATURE BUSINESS OPPORTUNITIES 


(Catalogues, pamphlets, broadsides, folders and other publicity 
Wanted Abroad 


materiala recently released) 
Addo Machine Company, tnc.—A new price list covering its lin: f Agencies Wanted for Bolivia. Horizontes Organizacion Comercial, 
Casilla Correo No. 908, LaPaz, Bolivia, established for the purpose of repre 


rade by 








Addo-X (series “‘80°') adding machines, has been issued to the tr ; 
the Addo Machine Company, Inc., 145 West Fifty-seventh street, New enting United States manufacturers of goods exportable to South America, 
York, N. Y. At the time of issuing the list the company announced that is particularly interested in office equipment and commercial stationery 
effective immediately machines will be supplied directly to dealers ft ine Manufacturers desiring to establish distribution in Bolivia should 
‘ iddress correspondence to the attention of P. I Sanchez Lamo 


the home office address given above where an efficient workshop and 


maintenance department are installed Addo-X adding machines will no Lines Wanted for Brazil.—A. Neufeld, whose address is P. 0. Box 424, 


nmunieate with manufacturers of com- 


longer be sold through agents. The company also had available a list Rio de Janeiro, would like to cor 
of prices covering its line of series ‘20’ machines nercial stationery articles with a view of representing them throughout 
Brazil Through his organization he reports that he now represents a 

G. J. Aigner Company...The first three sections of its new catalogu : FE . ete ‘ 
titled “indexing “4 ane distributed by the G. J, Aigner Company, 50 o snufacturer of metal index tabs, “gr . sapeee ae mane, ee re = 
South Jefferson street, Chicago. In addition to describing the entire line “6 He states further that he will be interested in any good article In 

of Aico indexes, index tabbing and other Aigner products, the book con paper or st rtionery for office use 

ise of indexing materia Agencies Sought for Hawaii. Office Necessities Company, located at 


tains comprehensive information on the sale and 1 
{ Alakea street, Honolulu, would like to hear from manufacturers of 








and has been designed as an easy-to-use sales help for dealers in giving , 
their customers thorougt rdvice ind service on the effective use of tlice machines, supplies, wood furniture, carbon papers, inked ribbons 
indexing. In construction it is of the sectional loose leaf type for use ir ind general office equipment Interested particularly in exclusive distri 
a ring binder. Contents are divided for easy reference into twelve separate bution for all of Hawaii 
sections—general information, ledger and post binder indexes, ring binder 
indexes, special indexes. Aico grip insertable index tabbing, visual display Wanted Here at Home 
binders, celluloid specialties, guide indexes, desk pads, shop ticket holder 
book binders’ supply items and other Aigner services. Sections being di Catalogues Requested by New Stationer.—The Allen Office Supply Com 
tributed now are the first three named above. pany, recently opened for business at 11 South Ninth street, Terre Haute, 
ind., has expressed a desire to receive catalogues and price information 
The Dawn Manufacturing Corporation, division of the Hall-Weiter Com- from manuf hae e co ioc saler Mailings neat "aeinaebed to the 
pany..-A new, four-page dealer promotional folder featuring the firm's ttention of Jim Allen, manager 
line of Error-No copyholder ha recently been released for distribu . : 
tion by the Dawn forsee elon afl Corporation, division of the Hall Manufacturer Representation Offered for Southwest. I. ass, whose 
Welter Company, Inc., Rochester, N. Y. Designed to demonstrate the gg segs #431 Emerson avenue, Dallas has been Stving all his besenenon 
abilities of the copyholder, the folder includes a comparison chart o the products of one manufacturer, consisting of magazine pencils. He 
which gives a clear picture of the Error-No unit’s twelve selling points, eports that he has ample time for an additional line to be sold to 
while the balance of the folder contains information upon which a tationers In Texas ind perhaps two or three nearby states. For his best 
dealer may build his copyholder sales endeavors. The folder is beau eference he will give his present employer Age 41. College graduate 
tifully finished in color and contains a series of interesting illustratior Married 
al e ess je Oo “ g a 
with which a salesman may str his selling point Current Corporation Reports 
it ae os ry oo or eae ae ot be i: io, “4 ee The National Cash Register Company and subsidiaries re ported net profit 
-page catalogue has recently beet distributed to the trade by Charl Mf $1,224,043, or (5 cents a share on the capital stock for the quarter 
Dappelt Company, 412 North Orleans street, Chicago. Listed as cata ended September 30, after depreciation and federal and foreign income 
PI “ "? : Lane In the June quarter, profit was $828,618, or 51 cents a share, and 
logue No. 21. the book measures nine by twelve inches, is beautifull : Pe > 
+ . in the September quarter last year it was $392,554, or 24 cents a share 
finished in three colors and features Doppelt’s zipper envelopes and Net saw Sian Rantemniies tor wake eis 3830. against $12,113,439 
hinder catalogue sample and brief cases, travel clock sets, brush set : “y 7” se CPVeIver Guarve: - £ hel ead salgpeis = “Ne - 
. in the June quarter and $8,597,246 in the 1940 September quarter. Provi 
necktie cases and toilet kit Copies may be obtained by writing to thi : P . : . : : ‘ : 
es Tien edt ialidden ates ) for di mestic and foreign income taxes for the September quarter 
wnpeny st the acd: si alaplcn ul inted to $737,559, against $126,548 in the same period last year.—-Ak 
The Heyer Corporation.—Describing, picturing and pricing the firn Net income of Wilson-Jones Company, manufacturers of loose leaf 
line of stencil and gelatine duplicators, inks and supplies, a new six-page books, ledgers and similar equipment, for the first quarter of its fiscal 
mailing piece has been made available to dealers by The Heyer Corpora ear which ended November 30, was $123,651, against $82,014 for the first 
tion, 901-011 West Jackson boulevard, Chicago The folder is done it urter of the previous year These earnings are equal to 46 cents per 
ittractive colors and in addition to the unusually large illustration hare on 268,500 shares of capital stock outstanding, against 30 cents 
carries sufficient text matter to thoroughly explain the ability and fun¢ ne hare on 272.200 shares in the omparable quarter last year. Net 
tions of the many Heyer duplicator models shown. It also feature i les in the first quarter showed an increase of 32 per cent over those 
(Turn to page 165, pledse) f the first quarter last year (C} " Sun, December 19, 1041.) 
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f 
Artic! Rimes Eight months ending " 
e y 4! August 1941 Articles August 1941 August 1981 
| } 7 - = = + — ——— 
| | Qwantity | ilars | euantity ] lar ] Quantity | 5 
ce Eee [::: seeeeeeees | 1W,205,10) MISCELLANEOUS OFFICE SUPPLIES...... & ee Ri) ee | 6,030,382 
Accounting, bookkeeping, and - Mechanical pencils: Py ao | 
calculating machines........se60. no. __ 3,463] 480,708 __ 23,618 3,989,000 or Plastic material HessdeeeeseeeeeOOEs | 10, 106 35,672 63,350 | 214,813 
Bookkeeping and accounting machines: . Cae Pe —_ | eae 7.008 52,878 | 35,258 
Non-descri ptive or nortext~riting..no.. | 46 45,454 379 408,11! 2 
Descriptive or text-writing....... no.. 99 59,766 1,022 681, 866 t aa oar "ae ae | oige~ 
Listing-adding machines............ no.. 2,222 158,303 16,091) 1,291,233 Pen 61816 \ "665 rend eon 
ween machines, non-iisting..no.. 919 155,275 5,386 978,442 Pen vb '. Hye 431,877 | pole 
rd-punching, sorting, and Cr Say sol Bebheed= hs 4 tzae yy Sh eenevess | 4 
tabulating machines...........++5 no. | 63| 53,558 | 579/ 495,538 Foun es, | a. Se, lore 
Other, including used and rebui/t...no.. L i 8,392 | 1,161} 113,810 ) 34.286 239.111 176.795} 1.250.573 
Parts for accounting, bookkeeping, i : 4,251 9, 188 33,849| ° 78/223 
and calculating machines...... TTS eer ere fk arr DR hai pleicefes hah cl hie ne BLL ES SEU a Seisasuade 78,411 
Addressing machines and parts, equio- | Quantity | liars | Quantity | Dollars a 19,308 | 18,009 159,954 } 121,596 
ment, accessories, and supplies.......]..... TTT 23,387 | wehdbaua ke 30! ,322 Wr eoitcs 34279 | ..-.seeee. | 21,062 
Duplicating machines, parts, and supplies... | .......... 45.329| ......... 385.635 p. ee 50,988 iaseeaies | 304,638 
Cash registers and parts: } “i , 184,386 256,104) 6,319,892) 1,280,823 
587 72,160 5.2 725.2 Ut senhes Ferre 64,678 
Hook yn Sasi tevme © 100,969 15,376] 468,489 76.522 
Seca 87,680] ........0. 430,088 7. 80,382 | = 58, 748 503, 336 341 ,239 
| “ve 12,900 | 36,035 84,760 223,444 
8.732 552,082; 49,281] 3,187,878 * seh $00;1804 s.5.55¢505 898,245 
5,912 167,790) 39,000] 1,117,527 Card cases, chanje purses, wa ! 
1,201 +1,857| 9,239 322,254 and similar articles: 
el aan 9,062 | 188,358 BORED Es n0i c0b50osstqacmetecssooens no.. 29,793 8,197 161,451 45,030 
a anentos SOULE? 1 ec caddacves 1, 0, 952 VENOF MALOTIAIS. ccccccgasevcece «eNO 33,604 J 2,517 
Staplers and staples (for office use).... | .......... sf |) ae 328,698 Luggage related art: cles. ....+...N0. 11,132 ; ns ee ae tes 
Other office appl iances........sssseseess Pees; We 2 eee 973,115 Pen eibas at ioe : i 
++ tellin Eastern red cedar...... ut | $62,291 96,665 
(OS oe ee no. | 6,592 22,325 39,419 | 136.56 PSS SPE Nin SUN ak haa “pode? (ioe ; | 4 s : 
Office furniture and store fixtures....... 72.621 | | 36, 802 Woodenware whi asaieioe is cerery pe | 3,856,478 313,053 
Other wood furniture, chief value of wood.. 88 RP | 559,293 PAR Blinpeak peal acca 26> eseee oh 28.052 | nnvcccscee 39,063 
Other wood furniture, chief value | REE OE wccchcincas entesac sae ae 365,077 | 47,378 | 2,052,218 269, 122 
Oe PORNO. ons bie ctcn0esya0s02s | 6,588 | 6.789 ' g folders, index card and other | 
Sits’ Tissiinte tad Fite | ; |} = ffice forms, pla printed....1b.. 131,765 | 35,559| .888,123| 252.062 
Sheet-metal storage cabinets, | Pe t ] ] lee 
medicine cabinets, and lockers...no.. | 2,626 21, 258 | 23,721 66.8% EAStOrh £Od CORT. ccc ccsiceseconee bis 7 ere 562,291 | 96 665 
Sheet-metal shelving and wal! bins.....| A 21.2161 96.95 ense cedar...... TTT TTTyY eoe Id 711,910} 57,128 | 3,856,474 313,053 
Sneet-metal filing cases with | Office appliances, printing and book- | | | 
Ml om pe irawers (not insulated) ...n 2,088 43,983 12, 386 260, 24 binding machinery, and parts......... isveeuedl ¢,263 | ereesees 12,016 
veet-metal filing cases with | | : halt mel aaah andi Lm | T . _—< im 
ee eens aes | 187 | inal 1,793 03,945 MGR t a Lea es See 134,897 | 13,830 | 1,071,471 | 105,340 
Joors (insulated) a r 303 | 7, 380 2,007 8, 9 WudOEr DANIS. 0... ce eseeeceeeeeeres sot. 8,124 3,682 | state 46 , 095 
Bork vaults, doors, and inter | | = ¢ ober — gino ping: ln atone yD. | -* 19,5 7,445 | 161008 o1,580 
@auioment...... oe - 5.418} 86.135 Rudder coments....... ibe tascusenn -gal.. 33, 246 32,697 | 213,956 | 206 ,539 
Otner office and store furniture, enve lone ee R as uacvasacenead iat 22,155 | 24,740} 906,366] 176,430 
ixtures and parts eaten 82,535 | 461.508 SRE OA ROTI ee 72,628 |s.0. | 136,802 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,262,818. Device for Pencils or the Like. Berthold 
J. Reese, New York, N. Y. Application October 2, 
1939, Serial No. 297,571. Granted November 18, 1941 

2,263,033. Calculating Machine. Arthur J. Fet- 
tig, Detroit, Mich., assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a corporation ot 
Michigan. Application October 31, 1936, Serial No. 
108,529. Granted November 18, 1941, 

2,263,154. Paper and Pencil Holder. William E 
Witting, Chicago, Ill. Application October 5, 1940, 
Serial No. 359,974. Granted November 18, 1941. 

2,263,299. Fountain Pen. Benjamin W. Hanle, 
New York, N. Y., assignor to Eagle Pencil Company, 
a corporation of Delaware. Application December 22, 
1939, Serial No. 310,534. Granted November 18, 1941. 

2,263,435. Manifolding. Carl W. Brenn, Montclair, 

. J., assignor to Autographic Register Company, 
Hoboken, N. J., a corporation of New Jersey. Ap- 
plication June 4, 1938, Serial No. 211,725. Granted 
November 18, 1941. 

2,263,479. Accounting Machine. Paul H. Williams, 
Dayton, Ohio, assignor to The National Cash Reg- 
ister Company, Dayton, Ohio, a corporation of Mary- 
land. Application August 24, 1936, Serial No. 97,547. 
Granted November 18, 1941. 

2,263,507. Calendar or Date Indicator. Erie Wil- 
liam Shaxson Lang, Church End, Finchley, England, 
assignor to George Abe Laughton, Birmingham, Eng- 
land. Application April 10, (940, Serial No. 328,948. 
7 ory Britain April (5, 1939. Granted November 

2,263,563. Typewriter Platen. Milton Blum, Man- 
kato, Minn. Application October 4, 1939, Serial 
No. 297,937. Granted November 25, 1941 

2,263,642. Justifying Typewriter. Charles W. Nor- 
ton, West Orange, N. J., assignor to Ralph C. 
Coxhead Corporation, New York, N. Y., a corporation 
of Delaware. Application October 5, 1938, Serial 
No. 233,365. Granted November 25, 1941. 

2,263,818. Check Writing, Adding, and Listing 
Machine. Walter B. Payne, Rochester, N. Y., as- 
signor to The Todd Company, Inc., Rochester, N. Y., 
a corporation of New York. Application August 24, 
1937, Serial No. 160,647. Granted November 25, 1941 

2,264,078. Continuous Interleaved Envelope Assem- 
bly. Louis F. Hageman, Niagara Falls, WN. Y., 
assignor to American Sales Book Company, Inc., 
Niagara Falls, N. Y., a corporation of Delaware. 
Application April 27, 1939, Serial No. 270,325 
Granted November 25, 1941. 

2,264,194. Advertising Pencil, Pen, or the Like 
Joseph V Wuestman, Union, WN 5. Application 
June 6, 1940, Serial No. 339,055. Granted November 
25, 1941. 

2,264,206 Typewriting Machine William F. Hel- 
mond, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware. Application June 22, 1939, 
Serial No. 280,545. Granted November 25, 1941 

2,264,386. Duplicating Machine. Willis A. Kropp, 
River Forest, Ill., assignor to Vietor Adding Ma- 
chine Company, Chicago, III, a corporation of 
Illinois. Application November 2, (939, Serial No 
302,489. Granted December 2, 1941. 

2,264,401 Furniture Top Construction, John H 
Page, Muskegon, and John S. Burdick, North Muske- 
gon, Mich., assignors to The Shaw-Walker Company, 
Muskegon, Mich., a corporation of Michigan Appli- 
cation October 19, 1938, Serial No. 235,840. Granted 
December 2, (941. 

2,264,419. Cabinet Paul O Unger, Elmhurst, 
and Fred D. Wedge, Lombard, lIil., assignors to 
Wilson-Jones Company, Chicago, III., a corporation of 
Massachusetts. Application January 20, 1936, Serial 
No. 59,826. Granted December 2, 1941. 

2,264,463 Mechanical Pencil. Ichiro Tomatsu, 
Adachi-ku, Tokyo, Japan, assignor to Kiyoshi Ichi- 
mura, Omori-ku, Tokyo, Japan. Application April 12 
1940, Serial No. 329,374 in Japan December 23, 
1939. Granted December 2, 1941. 

2,264,578. Moistening Apparatus Alfred Marchev, 
La Grange, III., assignor to Ditto, Incorporated, 
Chicago, I1l., a corporation of West Virginia Appli- 
cation March 9, 1940, Serial No. 323,165 Granted 
December 2, 1941. 

2,264,886. Phonograph Control System Leland 
D. Norton, Bridgeport, Conn., assignor to Dictaphone 
Corporation, New York, N. Y., a corporation of New 
York. Application April 21, 1939, Serial No. 269,087 
Granted December 2, 1941 

2,264,949. Motor Drive Mechanism for Adding 
Machines. Thomas 0 Mehan, Park Ridge Hl... 
assignor to Victor Adding Machine Company, Chicago, 
itl., a corporation of Illinois. Application January 5, 
1940, Serial No. 312.612. Granted December 2, 1941 

2,265,055 Fountain Pen for Pulpy Ink Laszl6 
Jozsef Biré, Budapest, Hungary, assignor to Louis 
Lang, Buenos Aires, Argentina. Application December 
27, 1938, Serial No. 247,969. In Hungary November 
23, 1938. Granted December 2, 1941 

2,265,085 Typewriting Machine. Jesse A B 
Smith, Stamford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Original application June 17, 1939, Serial 
No. 279,695 Divided and this application June 27 
1939, Serial No. 281,407. Granted December 2, 1941 

2,265,116 Eraser Mounting James P Owen 
Nashville, Tenn Application July 9, 1941, Serial 
No. 401,639. Granted December 2, 194! 

2,265,162 Mechanical Pencil. Paul §S Hauton, 
Atlanta, Ga. Application March 3, 1939, Serial No 
259.535 Granted December 9, 194! 

2,265,262 Paper Fastener Russell G. Bourdon 
Miskegon, Mich., assignor to The Shaw-Walker Com 
pany, Muskegon, Mich., a corporation of Michigan 
Application June 14, 1940, Serial No 340,416 
Granted December 9, 194! 

2,265,276. Binder Emil N. Farkas, Chicago, Ill 
Application September 18, 1940, Serial No. 357,277 
Granted December 9, 194 

2,265,423 Stapling Machine Walter Feas, South 
Orange, N. J.. assignor to The Bates Manufacturing 
Company, West Orarge, N. J., a corporation of New 
Jersey. Application July 30, 1940, Serial No. 348,354 
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Granted December 9, 1941. 16, 1941. 

2,265,429. Visible Index or Reeord Device. Harry 2,266,269. Pencil Sharpener. Ernest G. Romeiser, 
J. Hopkins, Chicago, IIl., assignor te Acme Visible Union City, tnd. Application October 21, 1938, 
Records, iIne., Chicago, IIl., a corporation of Iili- Serial No. 236,339. Granted December 16, 1941. 
rois. Application July 20, 1939, Serial No. 285,481 2,266,310. Loose-Leaf Binder. James Cooper, Sol- 
Granted December 9, 1941. vay, and Gerhard H. J. Baule, Syracuse, N. 


2,265,476. Typewriting Machine. William A assignors to Hall & McChesney, Inc., Syracuse, N. Y.. 


Gabrielson, Syracuse, N. Y., assignor to L. C. Smith a corporation of New York. Application February 8, 
& Corona Typewriters, Inc., Syracuse, N. Y., a cor- 1940, Serial No. 317,914. Granted December (6, 1941. 
poration of New York. Application June 24, (940, 2,266,393. Paper Drill. Harold J. Hoffmar, Hast- 
Serial No. 341,995 Granted December 9, 194! ings, Minn., assignor te The Smead Manufacturing 
2,265,597. Hinge for Changeable Exhibitors. Ray- Company, iIne., Hastings, Minn., a corporation 
mond C. Finch, Jamestown, WN. Y., assignor to Minnesota. Application October 14, 1940, Serial No. 
Art Metal Construction Company, Jamestown, N. Y., 361,041. Granted December (6, (941. 
a corporation of Massachusetts. Application April 18 2,266,429. Pencil Cap. Serafin G. Lopez, San 
1940, Serial No. 330.346. Granted December 9, {941 Franciseo, Calif. Application January I!, 1940, 
2,265,626. Calculating Machine. Thomas M. Butler, Serial No. 313,451. Granted December 16, 1{941. 
Detroit, Mich., assignor to Burroughs Adding Machine 2,266,472. Loose-Leaf Binder Clamp. Baldwin 
Company, Detroit, Mich., a corporation of Michigan Osborn, Clifton, N. J. Application May 28, 1940, 
Continuation of application Serial No. 742,218, August Serial No. 337,586 Granted December 1/6, 1{941. 
31, 1934 This application October |, 1937, Serial 


No. 166,779. Granted December 9, 1941. 


DESIGN PATENTS 


2,265,743. Combined Typewriting and Computing 130,401. Design for a Desk. Jack Barofsky, Los 
Machine. Henry L. Pitman, Hartford, Conn., assignor Angeles, Calif. Application August 25, 1941, Serial 
to Underwood Elliott Fisher Company, New York, No. 103,012. Granted November 18, 1941. 

N. Y., a corporation of Delaware. Application April 130,450. Design for a Memo Slip Tray. Bates 
20, 1938, Serial No. 203,118. Granted December 9, Brown, Memphis, Tenn. Application August 4, 1941, 
1941 Serial No. 102,674. Granted November 18, 1941. 

2,265,822 Loose-Leaf Binder John E. Spalding, 130,572. Design for a Fluorescent Desk Lamp. 
New Haven, Conn Application April 27, 1940 John F. Livers, Decatur, U1., assignor to Faries 
Serial No. 331.961. Granted December 9, 1941 Manufacturing Compary, Decatur, I11., a corporation 

2,266,048. Typewriter Desk Clarence W. Koch of Itinois. Application January 4, 1941, Serial 
St. Louis, Mo. Application August 14, 1939, Serial No. 97,815. Granted December 2, 1941. 

No. 290,122. Granted December 16, (941. 130,657. Design for a Typewriter Eraser. Ben- 

2,266,066. Carriage Shift for Typewriters. Colum- jamin W. Hanle, Elizabeth, N. J., assignor to Eagle 


bus €. Norton, Knoxville, Tenn. Application May Pencil Company 
22, 1939, Serial No. 275,086 Granted December Delaware 


16, 1941 100,486 

2,266 068. Sheet Feeding Mechanism Eric W 130,658. 
Peterson, Oak Park, and Hubert Jagger, Maywood, Chicago, 
Ill., assignors te Ditto, Incorporated, Chicago, Ill., a Chicago, 


corporation of West Virginia. Application November August I, 
41 


15 1940, Serial No. 365,792 Granted December 9, 19 


New York, N. Y., 


Application April 18, (941, Serial No. 
41 


Granted 


Design 


December 9, 1941. 
for a Caster. Carl J. Johnson, 


1l., assignor to The Nagel-Chase Mfg. Co., 


ilt., a corporation of Illinois. Application 


1941, Serial No. 102,617. Granted December 
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Monument to Simon Bolivar, “The Liberator,” in 


Caracas, Venezuela, His Birthplace.—A man of 
action, yet a deep, sound thinker, Simon Bolivar 


fought to give liberty to the nations of the “new 
world.” Recognition of his contribution to the cause 
of freedom was given him in the form of the title, 
“The Liberator,” conferred upon him after the cap- 
ture of Caracas in August, 1813. In his passion for 
freedom, disciplined by work and applied ethics, 
he exemplified the spirit of the Americas, which ties 


the Western Hemisphere together despite some dis- 
parities in customs, backgrounds and ideologies. 
(Phetograph Courtesy Pan American Union, Washington, D. C.) 


(See page 14) 
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GRATITUDE 

UT of the Christmas period just past, so rich with thoughts 
of joy and peace, yet so freighted with the knowledge of 
destruction throughout the world, comes the assurance of 
eventual attainment of the ultimate good. Your messages carry- 
ing the age old, yet ever new glad tidings of joy, strengthen the 
conviction that right shall prevail. In gratitude our hearts reach 
out to you for your kindly expressions of good will. And once 
again we renew our pledge to strive toward the goal of con- 
stantly increasing service to the industry and the individuals 

who compose it. 


AN OLD THOUGHT FOR A NEW YEAR 


Note: Certain events of the times may impel the thought that the spirit which inspired Mrs. 
Hegeman’s exalting lines has forever withdrawn from the habitation of man. But again we reprint 
them as a grand thought for a new year. The sentiment the words express was never more 
needed in the old world than in the year 1942. 


a. EXPECT to pass through this world but once. Any good 

thing, therefore, that I can do, or any good that I can show 
to any fellow being, let me do it now. Let me not neglect it or 
defer it for I shall not pass this way again.”—{Mrs. Hegeman.) 


SEVENTEENTH ANNUAL OFFICE SPECIALTIES SECTION 
THE pages from 16 to 29 inclusive carry the Seventeenth An- 

nual Office Specialties Section. Like its predecessors, this 
section is replete with ideas and suggestions from men who are 
qualified by experience to speak with authority. Their thoughts 
are offered with the assurance that they may be adapted to local 
situations everywhere with but little change. 


Concentrated, specialized sales effort has always been an 
avenue to substantial profit. Today, under the necessary restric- 
tions of an all-out war economy, it becomes all the more im- 
portant to select available lines and give them special emphasis 
in order to maintain a normal volume of total sales. For this 
particular reason, and other values, careful perusal of the sec- 


tion is urged. 
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ITHIN the past month participation in the 

Second World War has been imposed upon the 
people of the United States of America. As a united 
nation we face the new situation determined to over- 
come the forces attempting to destroy our priceless 
heritage of freedom in a peaceful land. We are con- 
fident that the dauntless Yankee spirit in battle and 
at home, aided by valiant allies and favored geo- 
graphic position, will ultimately win the victory; that 
our enormous natural resources, our inventive genius 
and organization abilities, our tremendous productive 
capacity in mines, fields, and factories will supply the 
necessities to effect its complete accomplishment. 


Never in the history of our country, therefore, has 
its commerce and industry been of greater importance 
to the national welfare. In fact, this the world’s great- 
est industrialized nation may in history’s perspective 
of future years be seen as the saviour of all free peo- 
ples. Not only have the lessons of the past two years 
taught that success in Machine Age war is dependent 
upon mass production of mechanized equipment and 
materials, but many other nations besides our own are 
looking to the United States for great quantities of 
the essentials. The task before us is stupendous, but 
we believe we are equal to it. 


The office equipment industry commendably met its 
responsibility in the great National Defense Program 
of the pre-war period. It enabled innumerable enter- 
prises to join in our country’s race against time with 
high-speed, large-scale operations efficiently co-ordi- 
nated and managed. Our manufacturers and dealers 
rendered yeoman service in providing the highly spe- 
cialized business machines, systems, equipment, and 
supplies required for the administrative and clerical 
functions of very greatly expanded office and govern- 
ment staffs. 

This industry now recognizes its increased im- 
portance and responsibility in the new situation. De- 
fense era efficiency must be stepped up to wartime 
efficiency. Domestic business must be served. Nor- 
malcy should be maintained as nearly as possible. The 
national security, however, must have first considera- 
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tion in governing the function and service of every 
company and every person. Each must do his daily 
task the best he can—do it intelligently and efficiently. 


The situation calls for understanding and co-opera- 
tion within the industry in the relations between 
manufacturer and distributor, as well as in delivery 
and service to the user. It calls for portioning limited 
stocks among customers, reducing operating costs, and 

especially important—keeping informed on develop- 
ments. It is inevitable that there will be more short- 
ages, substitutions, and possibly some suspension of 
certain lines “for the duration.” Everyone in the 
office equipment business will continually need to be 
alert to information affecting his operations. Condi- 
tions will change almost daily, ushering in require- 
ments for adaptation to the new situation. 


Recognizing the great importance to the industry’s 
executives of keeping abreast of the changing condi- 
tions—particularly in matters related to the govern- 
ment and the office equipment business—OFFIcE AP- 
PLIANCES has intensified its information services. 
Through its representation in Washington and its con- 
tacts with various departments and bureaus of the 
government, this journal will make every effort to 
obtain for publication in each issue the latest available 
information of interest to the industry. This will 
cover emergency measures, special rulings, priority 
and allocations announcements, tax regulations, wage 
and hour law provisions, and other subjects. Obvi- 
ously, it is important that executives in charge of 
management be informed on all these things. 


The insignia shown above was designed to identify 
such information on the printed page, making the 
new facts easily found and less apt to be missed by 
those who should read them. The emblem will appear 
with articles and news items in reduced size, like the 
one on the opposite page. The news material on these 
subjects, together with that on industry affairs bearing 
on wartime matters, will also be assembled and con- 
centrated in special news columns under the emblem 
with appropriate heading. On following page appears 
latest information on the subjects at press time. 
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PREVIOUS MANUFACTURERS’ EXCISE TAX Op t ee order from the Office of Production Manage- 

REGULATIONS AMENDED TO COVER NEW "MATION Sy." ment commanding them to cease consuming, 
Additional information relevant to the int using or processing raw rubber. 


manufacturers’ excise taxes on business and store ma- 
chines was released by the Bureau of Internal Revenue 
during the week of December 15 to 20 in a printed 23 
page pamphlet, T. D. 5099. It consists solely of the 
amendments to Regulation 46 (1940 edition) which 
set forth provisions applying to the excise taxes on 
sales of a number of manufactured products which 
were in effect the past year. 

Thus the amendments bring within the scope of 
Regulations 46 sales by the manufacturer of business 
and store machines, luggage, rubber articles, air con- 
ditioning units and several other classes of products 
already announced as covered by the Revenue ‘Act of 
1941, which became effective October 1. 

The pamphlet is limited to textual statements setting 
forth the amended provisions covering the new and 
previously existing manufacturers’ excise taxes. It con- 
tains very little explanatory information and does not 
include examples of the application of the taxes on the 
various items. This type of helpful information is 
expected to be included, however, in the new edition 
of Regulations 46 which will be printed shortly after the 
first of the new year. 

The articles which were published in the November 
and December issues of OFFICE APPLIANCES are therefore 
still the most complete presentations on the application 
of the new manufacturers’ excise taxes covering busi- 
ness and store machines. These articles were prepared 
with the aid of the Bureau of Internal Revenue in con- 
nection with the studies of these taxes made by this 
journal immediately upon passage of the law, so that 
members of the stationery and office equipment in- 
dustry might be informed as quickly and completely as 
possible. 

Dealers wishing to obtain copies of the government 
pamphlet (T. D. 5099) on the Amendments to Regula- 
tions 46 and also of the 1940 edition of Regulations 46 
may secure them from the office of the Collector of 
Internal Revenue in their respective districts or from 
the Government Printing Office at Washington, D. C. 
Those also wishing to obtain copies of the regulations 
covering the retailers’ excise taxes on fountain pens 
and other articles containing or ornamented with 
precious metals may ask for the recently printed Regu- 
lations 51 covering the Retailers’ Excise Taxes. 

As previously stated in OrricE APPLIANCES, the manu- 
facturers’ excise tax is imposed on the manufacturer 
at the rate of 10 percent of the manufacturer’s sale 
price. Only the manufacturer files the return. The 
dealer passes it on to the user terming it “manufac- 
turer’s excise tax” or “tax reimbursed to manufac- 
turer.” The retailer will not report this collection to 
the government, because he will have reimbursed the 
manufacturer for the tax when he purchased the mer- 
chandise. 

Concerning installment or contract purchases Para- 
graph 8 Sec. 316.9 is amended to provide as follows: 


“Where articles are leased by the manufacturer, or sold under an 
installment payment contract with title reserved, or under a conditional- 
sale contract with payments to be made in installments, a proportionate 
part of the total tax shall be paid upon each payment made with 
respect to the article. The tax must be returned and paid to the col- 
lector during the month following that which such payment is 
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STOPPAGE OF STATIONERY RUBBER PRODUCTS 
LOOMS 

A possibility that the manufacture of stationery 

trade rubber goods will be drastically curtailed if not 

entirely stopped within a short time loomed on the 

horizon last month when manufacturers received an 


At the same time OPM qualified the order by de- 
claring that the new ruling is in force “except for 
orders that had a priority rating of Al, A2 and A3.” 
It was also said that the manufacturers concerned 
may continue the use of rubber that had been pro- 
cessed or partially processed. 

While no definite: word was forthcoming from gov- 
ernmental agencies, it was reported that the new or- 
der may be somewhat modified to allow the consump- 
tion of raw rubber in the manufacture of erasers 
although it was not expected that companies will be 
permitted to use more than twenty per cent of their 
1940 output. 


*—-« 


GOVERNMENT ACTS TO PROTECT OFFICE 
FURNITURE MANUFACTURERS 

The United States government, through the Office 
of Production Management, has moved toward the 
adoption of a revised purchasing policy of office fur- 
niture as a means of spreading federal orders through- 
out the industry and thereby give all manufacturers a 
fair share of this type of business. 

This action was taken at a meeting called by officials 
of the purchasing division and the furniture branch 
of OPM at which representatives of twenty-seven gov- 
ernmental agencies were present to hear outlined a 
revised purchasing policy by Clifton E. Mack, director 
of procurement of the Treasury Department. Mr. 
Mack, whose department normally acts as purchasing 
agency for the various departments of government, 
said the plan as outlined will be followed during the 
period of the emergency to take care of greatly ex- 
panded needs. 

The principal results of the meeting are as follows: 

1. Purchases of office furniture will be channelized 
through the Treasury Department’s procurement di- 
vision and will solve many problems of the various 
agencies because all available information, both as to 
requirements and supply, will be centralized at one 
point. 

2. Specifications for wood office desks will be modi- 
fied to provide an article which can be made by all 
members of the industry, thereby making it possible 
to spread necessary purchasing throughout the entire 
field. 

3. Another step to broaden the sources of supply 
will take the form of allowing manufacturers to bid 
on only part of an order for a fixed quantity if they 
so desire. It is also proposed to provide for a moderate 
stock to be carried in warehouses for emergency needs. 

Decisions on the purchase of wood and steel furni- 
ture will be guided by the use to which the furniture 
is to be put, the location where it will be used, etc. 
Furniture for use on ships, in tropical climates or 
where fire hazard is serious, will be of steel. But, in 
order to conserve the supply of this material, espe- 
cially where the use is of a temporary nature, wood 
furniture of a very simple design will be specified. 

Coupled to the policy of modifying specifications for 
wood desks was a proposal that the procurement di- 
vision also modify the procedure under which needs 
are met solely by “open contracts.” This would cor- 
rect a method no longer feasible—that of allowing 
one manufacturer to contract to supply the entire 
needs of the government on one article for a year’s 
time—because the present situation demands greater 
quantities than any one manufacturer or small group 
of manufacturers can possibly supply. 
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N the recent development of the economic ties that bind the 
as resides the means to greater trade in office machines, 
equipment and supplies befween mayfufacturers in the United 
States and retailers in the twent~otherfrepublics of the Western 
Hemisphere. The new ties stem fyém the conference held in 
Paxama in October, 1939, where, gccording to Under Secretary 
of State Sumner Welles, “They approached this problem [of Inter- 
ramen economic cooperatfon| from the viewpoint that it is 
more ne Oe sary thai evér to eStablish the closest and sincerest 
cooperatioX ketween the American Republics in order to protect 
their economid and Xina bal Grose safeguard the stability of 
their currencies, prqemdte and sepentlaieir industries, intensify 
their agriculture, and deuelop their commerce.” 





That much has been achYsyad in- the dikection indicated at 
the Panama meeting is substantittted by the expdxt and import 
figures of 194] as compared to pfevious years. Lath American 
trade losses due to the closing »f European markets, hdve—keen 
almost entirely wiped out by the increase in exports to the Unitad 
States from about $450,000,000 annually to nearly $1,000,000,080. 


The office of Coordinator of Commercial and Cultural Fela- 
tions Between the American Republics|was set up in August,/1940, 
under the direction of Nelson A. Rockéfeller. It gave strefig im- 
petus to the movement to provide a substantial commércial foun- 
dation upon which to lay the cultural programs whicf have done 
so much to cement good relations amoxg Pan Ameyfan countries. 
With the advent of lend-lease agreements betWeen the United 
States and nations to the south, with exporty€ind imports begin- 
ning to strike a balance, and with the loan$fig of funds by the Ex- 
port-Import Bank to Latin Americayg natibns for the purpose of 
developing internal industries an@ buyjng supplies from the 
United States, the potentialities of tfade ¢dvance are exceptional. 
Opportunities for establishing busihess) relations of mutual ad- 
vantage to producers of office equipmentand supplies, and dis- 
tributors in Central and South America are now at a peak. 


PAN AMERICA 











Twenty-one nations of the Western. Hemisphere, joined by geography, 
and related under the name, “Pan American Union.” Through this instrumen- 
tality working in concert to achieve the advantages of social, educational, 
cultural and commercial harmony. By sponsoring activities of mutual benefit 
to the republics of the Americas, the Union has made substantial advance 
in its program of fostering international good will in the Western Hemisphere. 





15 


Latin American Market Opportunities 
FOR OFFICE EQUIPMENT AND SUPPLIES 


ITH manufacturers of office 
W equipment and supplies per- 
plexed as to how they are going 
to obtain sufficient raw material, 
and find enough hours in the day 
to produce what is required for 
their products for the domestic 
demand, it would seem ill-advised 
to be concerned about securing 
business from the Latin American 
market. 

However, the manufacturer who 
is entrenched in the export busi- 
ness has a back-log of inestimable 
and reasonably permanent value. 
One must not lose sight of this in 
the light of current domestic pros- 
perity, as all of us can recall in 
our own experiences the beneficial 
effect of export orders which more 
than once have arrived at most 
welcome and opportune times. 


It is within the realm of imagi- 
nation to conceive that the time 
may come when business may not 
be so good in this country and 
when a_ well-developed export 
business would more than justify 
all the time and effort spent in 
holding and expanding it. The 
wise manufacturer with foresight 
is the one who looks upon his ex- 
port business as a permanent 
source of profit and does not 
neglect his old export customers 
in these days of abundant domes- 
tic orders. 


Broadened Business Possibilities 


Conditions today afford United 
States manufacturers a golden op- 
portunity for broadening their 
business with old export cus- 
tomers, getting started with new 
accounts, and opening up new 
markets which they may have 
found difficult to break into in 
years past. With the elimination 
of Germany from these markets, 
formerly our strongest competitor, 
the United States has become the 
chief source of supply for office 
equipment and supplies. The large 
stock of German merchandise on 
the shelves of Latin American 
dealers up to now has, for the 
most part, been depleted and these 
dealers must now look to us for 
the replenishment of their stock. 


A further growth of business 
can be expected due to the natural 
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phenomena of the Latin American 
countries becoming more and 
more modernized in their office 
methods. This will result in an 
ever increasing demand for the 
office equipment and _ supplies 
manufactured in the United 
States. 


There are other factors and de- 
velopments helping to stimulate 
an increased volume of business 
from the Latin American coun- 
tries. The United States govern- 
ment is doing more today than 
ever before to foster the growth 
of the interchange of commodities 
and products among the countries 
of the Western Hemisphere. Re- 
ciprocal trade agreements have 
been consummated with most of 
the Latin American countries, and 
steps have been taken to conclude 
such treaties with nearly all of the 
others. The United States gov- 
ernment has gone on record as 





MR. LINN 


considering exports to friendly 
countries as deserving of priority 
consideration, being second only 
to our defense requirements. Loans 
are being made where considered 
warranted and desirable and this, 
together with our larger purchases 
from the Latin American coun- 
tries, is making more dollar ex- 
change available to pay for their 
importations from the United 
States. 


Pan American Countries 
Advancing 


Despite the loss of their Euro- 
pean markets, most of the coun- 
tries in Latin America are faring 
pretty well, this in a large meas- 
ure being due to the greater pur- 
chases from them by the United 
States. Brazil in particular has 
shown an especial growth, and 
from the writer’s personal obser- 
vation is one of the fastest devel- 
oping markets in South America. 
Argentina has always been a good 
customer of ours, and in time a 
further growth can be expected as 
a result of the recently concluded 
reciprocal trade agreement. Now 
that Mexico has settled its differ- 
ences with the United States, this 
country, which has always been a 
good customer of ours, will un- 
doubtedly do more business with 
us than ever before. Venezuela, 
Colombia, Chile, and Cuba, etc., 
have right along been large buyers 
of American office equipment and 
supplies, and present particular 
opportunities for larger sales by 
this country. 

As stated in the beginning of 
this article, most manufacturers 
of office equipment and supplies 
are not especially anxious for new 
customers, but for the manufac- 
turer who is looking far ahead the 
Latin American markets present 
an opportunity for building up a 
permanent and profitable business 
for the years to come. Further- 
more, it is the patriotic duty of the 
manufacturer in this country to 
follow the far-sighted policy of 
the United States government in 
taking care of our friends “below 
the border” who must now depend 
upon us for their essential re- 
quirements. 
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Adding Machines 


Adding and Calcu 
lating Machines, 
Used 


Adding Machine 
Rolls and Paper 


Adding Typewriters 


Addressing Ma- 
chines 


Air Conditioners 


Autographic Regis- 
ters 


Bookkeeping Ma- 
chines 


Bundling Machines 
Calculating Devices 
Cash Registers 


Calculating Ma- 
chines 


Check Endorsers 


Check Protectors 
and Writers 


Check Sorters 


Coin Changers 
Copy Holders (Me- 





chanical) 
Dating Stamps 
Desk Lamps 
Dictating Machines 


Folding Machines 
Gum Tape Machines 
Indexing Systems 
Inserting Machines 


Paper Cutters 


Paper Fastening 
Machines 


Pencil Sharpeners 


Stapling Machines 
Storage Boxes 


String and Cord 
Cutters 


Telephone Acces- 








sories 


Time Stamps and 
Recorders 


Trimming Boards, 
Paper and Card 


Typewriter Cleaning 
Brushes 


Typewriter Cleaning 
Material 


Typewriter Cushion 
Keys 








Duplicating Ma- 
chines and Sup- 
plies 

Envelope Sealers 

Envelope Openers 

Eyeletting Devices 

Fans (Electric) 

Filing Systems 


Intercommunicating 
Systems 


Letter Distributors 
Library Furniture 
Line Indicators 
Mailing Machines 


Numbering Ma- 
chines 


Perforating Ma- 
chines Knobs and Feet 


Postal Scales 
Posture Chairs 


Punches Ventilators, Office 
Seals Visible Record Sys- 
Sorting Devices tems 


Stamp Affixers 


Typewriter Cushion 


Typewriters, New 
Typewriters, Rebuilt 


Water Coolers 








Conducting a Sales Campaign 


“Forgotten Men’ 


‘ 


of Prospect Lists 
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CONDUCTING A SALES CAMPAIGN 


HE title above was assigned to 
me, not chosen, and unques- 


By GRIFF GLOVER 


tionably it was only intended that 
the writer should collect and an- 
notate those certain salient truths 
which have been asserting them- 
selves with ever increasing per- 
sistency in the history of the 
world’s business. 

For a number of years thinking 
men have been keenly cognizant 
of an awakening of the world’s 
conscience. This good old world 
of ours is growing better, not 
worse, as a few misanthropes 
would have us believe. 


i) 


The transmutation has asserted 
itself in many ways. The young- 
est of us can remember when the 
money king could do no wrong 
The possession of a_ sufficient 
amount of this world’s’ goods 
threw a mantle of immunity, if 
not forgiveness, over acts and 
deeds which would not have 
passed unchallenged in one of 
lesser means. But the Creesus of 
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today is, as it were, placed on the 
defensive and it is, so to speak, 
up to him to explain where and 
how he acquired his wealth. 

As the pirates of old were driven 
from the seas and the highway- 
men from the public roads so the 
business brigands are being forced 
from the marts of trade. The 
sandbagging days of business are 
over. Never in all the history of 
the world has there been such an 
instant demand for a square deal. 
The inexorable law of the survival 
of the fittest rules and dominates 
as always, but the definition of 








JANUARY, 1942 


SALES ARTICLE CLASSIC 


NoTE.—For new subscribers and 
also for old friends who may have 
read it, we print for the fourth 
time the selling article classic, 
“Conducting a Sales Campaign.” 


DETOUR 


This article was written at the 
request of the editor of OFFICE 
APPLIANCES by the late Griff Glover, 
at the time general sales manager 
of the Dalton Adding Machine 
Company then located at Poplar 
Bluff, Mo. It is our recollection 
that Mr. Glover’s first interest in 
the affairs of the Dalton company 
was as an attorney and that the 
late James L. Dalton was so im- 
pressed with Mr. Glover’s personal 
qualities and grasp of business 
that he prevailed upon him to take 
up a new profession. 

Our industry teems with ro- 
mance. It punctuates the story of 
the adding machine. There were 
many flashes of it in the launching 


the word fittest has been meta- 
morphosed. For brute force, actu- 
ated by greed znd avarice, the 
word is unfolding itself to mean 
merit, worth, ability and all that 
is worth while, enduring and last- 
ing. It is fully appreciated that 
one of the best assets a corpora- 
tion, concern or individual can 
have is a good, clean business 
name and a reputation for square, 
just, courteous and generous 
treatment of those with whom 
they have to do. The great cor- 
porations, concerns and men, as 
ever, want their full share of the 
world’s patronage, but they also 
want, and must have, to survive, 
the respect and approval of those 
whom they Sell or serve. A hun- 
dred factors indicate which way 
the current trends and all serve 
to mark an uplift in every branch 
of human endeavor. In the better 
class of magazines, objectionable 
advertisements can find no place; 
the press generally is following in 
the wake and many of the lead- 
ing dailies are safeguarding their 
readers with equal care. The 
attorney who yesterday was ac- 
corded entree everywhere and 
pointed out as a man of such 
rare legal ability and attainments 
that he could safely steer his 
clients to the very doors of the 
penitentiary and still leave them 
free to select their own tailors, is 
today ostracized by honest men. 





GRIFF GLOVER 
(As he appeared when the article was 
written.) 


of the Dalton, the first ten-key 
mechanism. The following quota- 
tion from a letter by Griff Glover 
in 1911 shows OFFICE APPLIANCES in 





The get-rich-quick gentry, the 
business gold-brick artists and 
the commercial and _ financial 
spellbinders are finding it an ex- 
ceedingly difficult undertaking to 
maintain a slippery footing on the 
outer edge of the business world. 
The public service corporations 
are frankly stating through the 
press that they must have the 
good will of the public they serve, 
and they are earnestly striving to 
deserve and maintain it. 

How a big selling campaign 
ought to be planned and con- 
ducted! Who would have the 
presumption to arrogate to him- 
self the ability to forge on the 
anvil of his mind this master 
key to business success? What is 
a successful business campaign? 
Certainly not the unloading upon 
the purchasing public a certain 
quantity, no matter how large, of 
unsalable goods at unfair profits 
through slick salesmen by ques- 
tionable means. Is it not prop- 
erly defined as a campaign so 
conducted in all things that the 
character of each month’s accom- 
plishment constitutes an asset to 
insure future achievements? Sev- 
eral things are of course needful 
and necessary to insure the suc- 
cess of such a selling campaign. 
An article, device, product or com- 
modity of superior merit or qual- 
ity or more attractive price, sound 
business principles and _ policy 





the bright light of one of the 
flashes. 

“Evan Johnson, we have over 
three thousand applications on file 
for territory in this and foreign 
countries which are directly trace- 
able to our pretty punk advertise- 
ments in your good paper, and I 
believe it would surprise even you 
to know from what out of the way 
corners of the globe, as well as 
from its great commercial and 
financial centers, these applica- 
tions have come.” 


END DETOUR 


So many requests followed first 
appearance of Mr. Glover’s article 
that five thousand copies in folder 
form were distributed. A second 
edition was exhausted. A trade 
group in one of the states took its 
“Ten Commandments of Selling” 
from the article. 

Every recommendation and sug- 
gestion made in the article is as 
good today as when it first ap- 
peared. 


strictly adhered to, salesmen of 
intelligence, and integrity and 
work, then work and finally 
WORK, of which, not an atom 
that is impregnated with pains- 
taking care and intelligence, is 
ever lost. Scientists tell us that 
nothing in the world is really lost 
or destroyed. This fundamental 
law of nature applies here with 
telling force. 

All progress, all, is resultant 
from the spirit of unrest inborn 
to every man with red blood in 
his veins. We all want to do 
things, big things, and worth the 
doing. No real man could be paid 
to turn an idle, non-producing 
wheel. No man wishes to engage 
in or witness an encounter which 
does not tax to the utmost the 
resources of those engaged. 
Knights of old cried out for ad- 
versaries worthy of their steel. 
Half the pleasure of living lies in 
past accomplishment and per- 
formance and the other half is 
pretty largely made up of ex- 
pectations yet to be realized. Men 
grow and develop in response to 
the very cares, burdens, difficul- 
ties and embarrassing situations 
which present themselves. Diffi- 
culty is the sire and trouble the 
dam of development. The giants 
produced during the revolutionary 
days of this country and the 
giants developed during the period 
of the Civil War were not because 
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the Lord was making a different 
character of man at those par- 
ticular times, but because life 
was rife with trouble; great cares 
and burdens were thrown upon 
the shoulders of the people. They 
were troublous, arduous times and 
men responded by developing to 
meet the tremendous obligations 
placed upon them. 


Work the Key to Happiness 

What is work? It is the key not 
only to achievement but, content- 
ment and happiness as_ well. 
Hard, hard, uncompromising, all 
absorbing work is joy and there 
is no compromise. A single mis- 
spent hour, properly allotted to 
work, will serve to poison the en- 
tire day and rob one of intense 
enjoyment of a day well spent. 
Addison, Steele, or was it Emer- 
son, has defined genius as a 
capacity for hard work. No man, 
none, can do the things worth 
while unless he really works, and 
few do. Many think they do and 
wonder at the lack of results, but 
few, very, very few, and I would 
even hazard the statement, none 
really thinks and works and fails 
to achieve his heart’s every desire; 
but the worker must have some- 
thing worth while upon which to 
bend his energy, and it rests with 
the management to bring it home 
to each and every man on the 
firing line that he is not engaged 
in dragging a dead horse around 
by the tail. A wise general seeks 
to bring it home to his men that 
the cause for which they fight is 
a worthy one. 

In place of endless rules and 
petty regulations, is it not better 
to substitute clearly defined, eas- 
ily understood policies and prin- 
ciples that can be ever so briefly 
summarized as plain old-fash- 
ioned courtesy and honesty, not to 
be boasted of and thrust in the 
face of the public, but to be put 
into practice and lived up to both 
in the letter and in the spirit? 
A good man does not have to 
proclaim his worth from the 
housetops. In a quiet, unassum- 
ing way he lives his life and lives 
it right, and soon he is known 
as one of the community’s best 
assets. Such is reputation. A 
business organization should be of 
such a character that any man 
is proud to be identified with and 
part of it. 


A Business Decalogue 


The world has little sympathy 
today with Dog Tray. He is rea- 
sonably supposed to have hunted 


up canines of a kindred spirit; 
and a man is justly judged by 
the company he keeps. The things 
to be avoided in a selling organ- 
ization are so obvious as to hardly 
call for enumeration. For in- 
stance, intelligent business men 
have come to know that the 
knocker only lives because the 
fool-killer either has a kind heart 
or is loafing on the job. The very 
children of the counting rooms 
fully appreciate that to adopt an 
India rubber price list is simply 
business harakiri, that to lead 
one’s customers to expect the im- 
possible is simply a bid for future 
trouble. A wise salesman will even 
lessen representations. The fault 
of misrepresentations generally 
lies more largely with the man- 
agement, not the salesman, and 
so, in turn, the salesman should 
never be misled. One price to 
anyone, anywhere, at any time 
and under all circumstances and 
conditions is held to be one of the 
soundest foundation stones upon 
which a business structure can 
rest. If the fundamental rules of 
good, sound, clean business could 
be formed into a decalogue, they 
would probably read somewhat as 
follows: 
I, 

Never use the name of a com- 

petitor if it can be avoided. 


II. 

Never say unfriendly, unkind 
or ungenerous things of a com- 
petitor, its representative or its 
device. 

Hil. 

Grant frankly any point of 
merit in the article, device, prod- 
uct or commodity of a competitor. 


IV. 

Never dignify abuse, slander or 
gross misrepresentation by either 
discussion or argument. Knock a 
man down if you must, but do 
not be drawn into controversy or 
touch the cat and dog business 
with a tenfoot pole. 

v 

Remember that your first ob- 
ligation lies to those who have 
favored you with their valued 
patronage, and see to it that you 
are entitled to enjoy a continu- 
ance of the confidence the pur- 
chase implies. 

VI. 

Admit frankly every just claim 
of a competitor, but state clearly 
and convincingly the points of 
superiority in your own article, 
device, product, commodity, serv- 
ice or other point of vantage. 
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Vil. 

Remember that the neglect of 
business is the gravest danger 
with which your company is con- 
fronted. 

VIII. 

Remember that you are one 
family and in each man’s custody 
is the honor of the family. 

IX. 

Remember that a man may 
have all the accomplishments and 
polish in the world and still fall 
short of being a gentleman unless 
he is ninety-odd per cent kind. 

 # 

Know your business; know 
every detail of it and know it 
thoroughly. 

A selling organization in its 
make-up as an army presents a 
paradox if the esprit de corps is 
to be a telling, effective, aggres- 
sive force and a reality, not a 
myth. Every private must also be 
general. The initiative for assault 
or retreat, parley or private 
treaty, must frequently rest with 
him. If he is gifted with genius, 
is what he should be or what 
he can be developed into, he will 
in time muster independent forces 
of his own, represented by a host 
of satisfied customers, which, as 
time passes, will be converted into 
staunch, loyal business friends. 
Everyone makes mistakes except 
the silk hat and high collar, and 
so long as they are not of the 
heart, the business stands in little 
jeopardy. Dishonesty, however, is 
entirely a different matter. The 
horticulturists have formulated 
various rules for certain pruning 
at stated periods, but they enun- 
ciate a sweeping rule governing 
the treatment of rotten wood. It 
is that it must be cut out the 
moment discovered, without re- 
gard to the state of the calendar. 
This rule should be as inflexibly 
enforced in any organization as 
regards the slightest infraction of 
strict integrity. No business can 
safely conduct a moral hospital. 

The success of the battle lies 
with officers and privates alike. 
In the battles of the business 
world, the officer in command is 
frequently too much considered, 
the man behind the gun too little. 
The silk hat and high collar is 
altogether too much in evidence 
for the good of the cause; too 
much dictatorship, too much cen- 
sure and too little commendation. 
The man in the mahogany box 
stall, comfortably seated in his 
cushion swivel chair, far from the 
smoke of battle, gives too little 
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and asks too much. If the man 
holding the outpost and meeting 
the brunt of the enemy’s attack 
is worthy of the position he oc- 
cupies, he is worthy of and en- 
titled to a vast number of other 
things which he must have if he 
is to prove a valiant, faithful, 
loyal, effective soldier. 

He is entitled to the confidence, 
sympathy, codperation and sup- 
port of the management. He is 
entitled to know the real purpose 
and character of the company. 
He is entitled to a place of his 
own in the hearts of those he 
represents and serves. 


Keeping Touch with 
Headquarters 


In any battle, every man in 
the engagement, no matter in 
what capacity he serves, wants 
reliable, authentic news from 
headquarters and the front. He 
hungers for real information of 
every nature, kind and descrip- 
tion. How fares the left wing? 
Are reinforcements at hand? 
What the reserve force and re- 
sources of the enemy? What our 
own? The nature of their wea- 
pons, ammunition and _ supplies. 
He fairly revels in accounts of 
achievement of battalion, com- 
pany or individual. The house 
publication should recognize and 
meet this want and need. It 
should in reality be the camp fire 
chat of the bivouac in which all 
can and should participate. It is 
a common cause and the narra- 


tives of veterans and raw recruit 
alike have a thrilling personal 
interest. The official reports of 
the commander-in-chief are but 
dull stuff compared to the actual 
experiences of comrades in arms, 
engaged in the heat and thick 
of the fight. On the eve of to- 
morrow’s engagement, each mess 
wants to hear from the lips or 
pen of the participants them- 
selves the occurrences and in- 
cidents of yesterday and today, 
not the opinions and views of 
statistician or theorist, but the 
actual happenings as narrated by 
the living actors. Whether the 
account recites achievement, vic- 
tory or failure, the sympathetic 
audience will never find it lack- 
ing in vital interest, nor will it be 
disposed to criticize the manner 
of the telling. And it is the inter- 
change of personal experience and 
the familiarity acquired thereby 
with each and every fact, detail 
and circumstance of the matter 
in hand, which offers a bond of 
union between men and manage- 
ment alike. This is the very 
essence of esprit de corps and 
must exist if the selling organiza- 
tion is to be what it should be. 

A selling campaign is simply a 
selling organization at work. A 
battle is simply armies in action. 
No armies, no battle; no organ- 
ization, no campaign. Properly 
organized, the campaign is always 
on. In an organization worthy 
of the name, every man feels the 
heart beat of his fellow; he shares 
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the confidence of his company’; 
he knows he is entitled to it and 
is determined to safeguard, main- 
tain and augment it. He knows 
that all eyes at headquarters and 
in the field alike are upon him. 
He is not a nonentity, not an 
isolated being, but a valued mem- 
ber of a great and good family. 
He is assured of the heartfelt, 
sympathetic interest of all in his 
affdirs, be they successful or 
otherwise. He has long been in 
full sympathy and accord with the 
plans and ambitions of the men 
whom chance or merit have 
placed in command. He will work 
with you shoulder to shoulder, 
through fair weather and foul. 
He will not only carry a message 
to Garcia, but his heart will be 
undisturbed, for he knows there 
is no treason in the document 
in his breast. It is being whispered 
from outpost to outpost that 
some important movement is 
about to be made, general field 
orders are on the eve of issue, a 
concerted onslaught is to be made 
upon the enemy, standards are to 
be advanced, records smashed and 
a forward stride made in the bat- 
tle for supremacy. The conscious- 
ness of coming conflict is in the 
air. At the first blast of the 
trumpet every man is in the sad- 
dle. He leans far out on the neck 
of his well-trained steed and 
whatever the especial need or de- 
mand, whatever the charge, such 
a force presents a solid, unwaver- 
ing, invincible tront. 


“FORGOTTEN MEN’ OF 
PROSPECT LISTS 


o 


4HERZ is a group of potential 

buyers of duplicators whose 
names seldom appear on prospect 
lists, solely because of a lack of 
realization of their needs. Appli- 
ance dealers might do well to 
check the following list against 
their own lists of prospects, to 
make sure they are present: 

Pastors, hospital superi:tend- 
ents, physicians, dance studios, 
private investigators (detective 
agencies), real estate dealers, in- 
surance agencies, superintendents 
of fraternal, charitable and vet- 
erans’ organizations, librarians 
(public and private), savings & 


loan associations, surgical supply 
dealers, chiropractors, brokers 
(merchandise and investment), 
school and college officials (pub- 
lic and private), private teachers, 
vocational guidance counsellors, 
radio broadcasting studios, beauty 
parlors and beauty schools, auc- 
tioneers, employment agencies, 
nurses’ registries, pest extermina- 
tors, charitable institutions, Chris- 
tian Science practitioners, dieti- 
tians, health departments, naturo- 
paths, osteopaths, physiotherap- 
ists, optometrists, chiropodists, at- 
torneys, architects, civil engineers, 
sheriffs, police chiefs. 





Office Specialties — 
SERVICE BROADENERS 
FOR STATIONERS 


An Outline of Development and 
Importance of Specialties 


HEN the term office specialty 

first came into use, its ap- 
plication was limited to machines 
or devices that were complicated 
and mechanical in nature. Many 
a commercial stationer looked 
askance when it was suggested 
that he stock and sell such items. 
He knew that he could stock them 
but he was skeptical about being 
able to sell them. Naturally, this 
defeatist attitude prevented him 
from achieving any notable de- 
gree of success. But some sensed 
the opportunity inherent in spe- 
cialties, tried them, and “went to 
town.” Their profitable experience 
gave impetus to the now prevalent 
idea that the commercial sta- 
tioner should handle “everything 
for the office,” centralizing the 
source of the utilities which aid 
in the efficient conduct of busi- 
ness. 

Today’s definition reveals a dis- 
tinct advance. Not the product 
but its usage is stressed. The 
scope has widened to _ include 
almost any office item, the deter- 
mining factor being selling tech- 
nique. From aé_ée merchandising 
angle, the office specialty may be 
described as a product on which 
special sales effort is made, result- 
ing in a special profit. The tech- 
nique involves intensive study of 
products as to applications and of 
customers as to needs. The sales- 
man becomes a business coun- 
sellor, to the benefit of the cus- 
tomer and the profit of himself. 


Business World Requires Efficient 
Equipment 
Engendered by aggressive mis- 
sionary work by office equipment 
dealers is the widespread desire 
for efficiency in handling the 
daily functions of business. Manu- 
facturers lead the way with pres- 
entations of new equipment, im- 
proved models, suggested systems; 


o 


the alert dealer serves as the dis- 
tributory medium. 

To the specialty should be given 
much credit for the development 
of the commercial stationer’s bus- 
iness. It has brought advantages 
of variety, of diversification. Cus- 
tomers who come to buy type- 
writer paper remain to look at 
adding machines—or_ envelope 
sealers or visible systems—if the 
dealer has them on display. It has 
brought sure-thing business: the 
supplying of materials and ac- 
cessories which are logically nec- 
essary to the customer who has 
made an initial investment in 
some new device. 

How the Specialty Serves Dealers 

It has provided ice-breakers: 
novelties by which salesmen find 
ways of gaining interviews with 
prospective buyers otherwise inac- 
cessible. It has brought new op- 
portunity for profit through serv- 


ice and repair. By its manifold 
variety it has established a means 
of leveling up the valleys of slow 
times, for a slump in business due 
to a decline in some particular 
demand may be compensated for 
by a surge forward through play- 
ing up the appeal of some other 
merchandise. 

Under the all-out war economy 
of 1942, specialties rise to an even 
higher position of importance. 
The mushroom growth of factories 
engaged in defense production, 
and the offices that serve as the 
control and direction centers of 
manufacturing, require office ma- 
chines and systems in order to 
function with efficiency. Office 
specialties fill the requirements 
and in the process broaden the 
service that stationers can render, 
storing up good will for the pur- 
chase of other merchandise im- 
mediately or at a later date. 


Distribution Control 


A further factor of value is that 
specialties are usually obtainable 
on an exclusive agency basis 
Business secured on lines thus 
controlled builds accounts. Rapid 
expansion of defense industries 
means repeat business. The first 
installation naturally leads to 
others. To the dealer with an ex- 
clusive territory contract, an in- 
itial order can readily develop 
into a substantial and regular 
program of buying. And the usual 
arrangement is to credit to the 
dealer any business originating in 
his territory whether he has made 
direct contact or not. 


GREETING CARD SPECIALIZING 


By J. H. PETETIN 


Henri Petetin, Inc., 


New Orleans, La. 


OR THE past several years I 

have found it very unprofitable 
to specialize in any one or two 
items and have operated my busi- 
ness strictly on general lines, with 
the exception of greeting cards. 

I find that by specializing in 
greeting cards, it gives me a won- 
derful “drop-in” business. Besides 
bringing a lot of people into my 
Store, the greeting card business 
is strictly on a cash and carry 
basis, which helps me to finance 
my business the year round, with- 


out having to go to the banks for 
assistance. 

I do not go after volume busi- 
ness, aS I have discovered this to 
be very unprofitable, due to the 
fact that it is sold on such a close 
margin. It is very difficult at the 
end of the month to know whether 
the general business has been 
large enough to justify the over- 
head, or whether a large volume 
of unprofitable business has been 
transacted, lowering profit to the 
point where costs are not covered. 
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THE TRAIL OF THE TYPEWRITER 


HE notion that “a printed let- 

ter would be resented” re- 
tarded the progress of the type- 
writer at its introduction. But not 
for long. And trailing the ma- 
chine from its entry into business 
has gone an ever increasing num- 
ber of office utilities, necessary or 
desirable, for use with the writing 
machine. Through which the 
typewriter has had great  in- 
fluence upon the “commercial sta- 
tionery” division of the office 
equipment industry, source of 
supply for a great number of 
utilities and systems without 
which the world’s business trans- 
actions even under normal condi- 
tions would be difficult to carry 
through. 

Of the trailing necessities for 
use with the typewriter, furniture 
comes at once to mind. At start 
the “stand,” floor and “swinging”’ 
models (both still much used). 
Then special desks, posture chairs 
and cabinet for supplies. And 
also, with carbon copying and the 
vertical filing systems, the filing 
cabinets, now a great department 
of office furniture production. 
Ribbons and carbons and the sup- 
plies for the vertical systems con- 
tribute great volume to the busi- 
ness, in “the trail of the type- 
writer.” 


Duplicator an Outstanding 
“Follower” 

Outstanding among the mecha- 
nisms which took first impulse 
from the typewriters is the dupli- 
cating machine, its first great 
usage being to “imitate typewrit- 
ten letters.” An early flat bed 
model printed through a silk 
sheet, giving the letter the blurred 
effect of having been through the 
“copy book.” 

But a long time ago the func- 
tion of the duplicating machine 
was expanded far beyond letter 
duplication which became but one 
feature of its usefulness. It be- 
came in fact what a staff member 
of this journal who some years 
ago went “up the hill, beyond the 
woods and on” once called (less 
appropriately) the typewriter 
“little brother of the _ printing 
press.” And is now one of the 
most useful and economic office 
machines. 


Trailing the typewriter came 
the bookkeeping 


machine and 


o 


many developments of the loose 
leaf systems of account and rec- 
ord keeping. 

It is not intended to list all 
things which went to market in 
the trail of the typewriter. Brief 
mention of the few is made to 
remind of the influence of the 
machine upon the office equip- 
ment industry. 

In the early days of the journal 
the editors received monthly esti- 
mates of the number of typewrit- 
ers on order. And upon the in- 
formation made fair prediction of 
the market condition of certain 
things the following month. 


The Wheel of the Industry 


The journal has occasionally 
likened the office equipment in- 
dustry to a wheel, the typewriter 
being the hub. Other machines 
and furniture being the spokes 
and the systems and smaller utili- 
ties and supplies constituting the 
felloe. And once an ardent ad- 
mirer of the journal suggested 
that Orrice APPLIANCES might be 
the tire which held the wheel to- 
gether. But as “tire” we substi- 
tute the industry organizations, 
mentioning the oldest first—Na- 
tional Stationers Association, 
then Office Equipment Manufac- 
turers Institute, then National 
Typewriter & Office Machine 
Dealers Association, which organ- 
izations, collectively, embrace in 
membership representatives of all 
products in the industry. Which 
three general organizations top a 
list of 123 associations, some na- 
tional, some regional or state, and 
some local. 


But although OFFIcE APPLIANCES 
cannot appropriately be consid- 
ered one of the parts, it had much 
to do with getting the parts 
grouped and assembled into the 
“wheel.” 

Ah, the wheel! One of the great- 
est instruments of man’s prog- 
ress! To think of how man got 
along without wheels is bewilder- 
ing. The inhabitants of this 
Western Hemisphere managed to 
do so until the Spaniards came. 
Anyway, the office equipment in- 
dustry is a grand “wheel” which 
helps wonderfully to move the 
world’s business. 


In his thrilling story “In Bright- 
est Africa,” issued more than 
twenty years ago, the late Carl 
E. Akeley, great hunter and natu- 
ralist, tells how a typewriter in 
Nairobi, British East Africa, 
brought him in contact with two 
men with the result that all were 
greatly advantaged. 

No, it wasn’t through a “direct 
mail campaign.” It was by using 
the typewriter as a “specialty.” 

The incident occurred in 1905. 
Nairobi was smaller then and not 
in the flourish of later years. And 
the great naturalist had but 
started on the part of his career 
which was to bring him enduring 
fame. 

Mr. Akeley, intending to start 
inland soon, had walked about 
little Nairobi in search of a place 
where his collections sent in could 
be stored. He had closed search 
for the day when passing a little 
galvanized iron building he heard 
the click of a typewriter. He 
entered the building and saw the 
one large vacant room. At the 
end was a door from which came 
the rapid clicks of typewriters. 
Soon there emerged a young man 
who became keenly interested in 
what Mr. Akeley had to say. We 
wish space permitted the story of 
how the arrangement the young 
man and his partner made with 
Mr. Akeley that day was the start 
of an important business of equip- 
ing safari hunters with every- 
thing needed from food to native 
hunters and carriers. And made 
the firm “known to hunters the 
world over.” 


But the Typewriter 

Yes, the typewriter as a spe- 
cialty is the point of the story. It 
was a long time afterward that 
Mr. Akeley learned how the type- 
writer functioned. He and Mr. 
Tarleton were reminiscing about 
the start of their acquaintance. 
Mr. Akeley spoke of being at- 
tracted to their little building by 
the sound of the typewriter. 

“Oh yeah,” replied Mr. Tarleton, 
“but that typewriter didn’t write. 
It’s only used to make a noise 
when a prospective client came 
inside.” And, says Mr. Akeley, that 
machine was perhaps the first 
propounder in Nairobi of the 
modern business principle that 
nothing succeeds like success. 
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Specialty Selling in 
THE FIELD OF OFFICE FURNITURE 


Three Dealers Discuss the Subject, with Particular Reference to 


HAVE reached the conclusion, 

after eighteen years in the sta- 
tionery and furniture business 
that only in rare instances does a 
salesman become highly skilled 
and proficient in all branches of 
the business. By this I mean, it 
takes a man of higher than aver- 
age intelligence to be classed as an 
expert in all phases of the busi- 
ness. Most of us are “average,” so 
it is to that group, of which I am 
one, that I address my remarks. 

I have found that after a few 
months’ experience around a sta- 
tionery store, a salesman forms 
definite likes and dislikes of lines 
and items. All of us are talented 
or gifted in certain channels and 
naturally we gravitate in that di- 
rection. It follows naturally that 
one becomes enthusiastic about 
and “sold” on certain items, and 
will, if given time, become expert 
at demonstrating and selling the 
item in question. Some thought 
and study is important along this 
line, however. It is almost useless 
to apply study and effort to a 
commodity item, which can be 
purchased from any store and at 
most any price. It is rather desir- 
able to select items on which the 
house has an exclusive coverage 
and which has some repeat or 
“follow-up” possibilities. There is 
no need to get all steamed up on 
the “Spiff stapler” if every com- 
petitor in town is handling them. 

Until this year, when I started 
a business of my own, I was for 
sixteen years with another firm in 
Tampa, a city of 110,000 popula- 
tion. I covered two small counties 
nearby and spent the remaining 
time working city trade. 


Posture Seating a Profitable 
Specialty 

My most successful specialty has 
been posture seating. Equipment 
has always been my favorite end 
of the business and in trying to 
select a few “leading” items for 
use aS an entering wedge, items 
with volume possibilities and 
plenty of talking points, I found 
the posture chair to be just the 
thing. During the year 1940 and 
this year to date, I have sold al- 


Posture Chairs 


By E. S. JENKINS 


President, 
Stallings-Jenkins Co., Inc. 


Tampa, Fla. 


o 


most 300 posture chairs by solicita- 
tion and demonstration, none to 
the government, nor to any de- 
fense project—all to private, non- 
defense business firms, the largest 
order being thirty-five to a public 
utility. The average price of these 
chairs was $21 each, a total of 
$6000 in volume, and at a good 
profit. Many at list price and 
never more than fifteen per cent 
off list. And the best part is that 
this chair business has brought me 
many thousands of dollars worth 
of other business. 

I will cite a few examples at ran- 
dom. I took a chair into a small 
law office in Clearwater, Fla., 
showed and demonstrated it to one 
of the two stenographers, with 
whom I was acquainted, and asked 
her to try it for a week. When I 
called back she said she wanted 
the chair, but if I would see her 
boss, perhaps he would buy her a 
new desk, also. I did. He ordered 
two steno posture chairs and two 
steel secretarial desks—$244. When 
this was delivered, I asked the 
“boss” to let me bring him an ex- 
ecutive posture chair for trial, 
pointing out that he, too, was en- 
titled to work in comfort. He con- 
sented. Result, two aluminum 
postures at $73 each, total, $146. 
$390 in equipment at full list and 
without competition. And best of 
all, after a year this law firm calls 
or writes me for all requirements, 
large or small. 

An Enlarged Order 

I went in to call on a depart- 
ment head of a local utility and 
asked to show him a new posture 
chair. He became enthusiastic and 
requisitioned not only eighteen 


posture chairs, but a number of 


other chairs, eighteen desks and 
several files. I lost the desk order, 
but got $450 worth of chairs at 
fifteen per cent off list. In another 
department of the same company, 
and by the same method, I sold 
thirty-five chairs at fifteen per 
cent off list. Other departments of 
same firm have bought a total of 
ten chairs because of seeing them 
in the offices mentioned. 

An insurance agency trading 
with a competitor called on me to 
quote and recommend a filing sys- 
tem. When I called, the buyer 
advised that she was getting prices 
and information on several sys- 
tems. The job was small and 
highly competitive. Not very prom- 
ising. I observed while there that 
she was using a swivel arm chair ~ 
for stenographic and clerical work. 
I asked why. She seemed sur- 
prised and said her boss bought it 
for her. I asked if she would try 
a steno posture chair. She agreed, 
and liked it. When I was deliver- 
ing the four chairs which she 
ordered, it was very hot and sultry 
in the office. I asked to leave a 
circulating fan on trial. She 
bought it, too. A few weeks later 
they moved to larger offices. She 
called me and asked me to see her 
boss, that he wanted some new 
desks. I did. He bought four at 
$81 each. No competition. This 
agency does not trade with my 
competitor any more. 

I called on the auditor of a local 
department store which is a mem- 
ber of a large chain, and can buy 
furniture at dealers’ prices. I dem- 
onstrated a metal posture chair 
which was ideal for his work. He 
ordered four for immediate use— 
six more a month later. That was 
last year. He has bought twelve 
more this year, all at $21 each. He 
will buy at least twenty more be- 
fore he is through. 

My partner, Marcus Stallings, 
sold an aluminum chair to a local 
banker. He was so enthusiastic 
that he showed it to his friends 
and customers and praised it 
highly. So far he has sold seven 
chairs for Marcus at $73 each. 

I could ramble on indefinitely, 
but you get the idea. Now comes 








the matter of how to do it. Meth- 
ods vary with salesmen, and mine 
are not unusual, but they work 
very well. 

In most cases I take the chair 
into the office and contact the 
office manager or department 
head. I tell him that this is a 
new development in posture seat- 
ing and that I am anxious to get 
customer reaction, and would he 
mind having one of the girls try it 
for a few days. No obligation, of 
course, and I won’t try to Sell it to 
him. I avoid mentioning price be- 
fore the trial period. This “line” 
works more often than not. If it 
fails, I then wait a while, but try 
to pick out some chair in the office 
in need of repair, a set of castors, 
a spring or perhaps a new cane 
seat. Most anyone will approve 
such a repair, but he wants to 
know how long it will take, be- 
cause the worker needs the chair 
daily. I explain that the chair 
must go into the shop for the re- 
pair job, but I will gladly “loan” 
him a chair to use in the mean- 


time. I lend him the posture chair 
that I want to sell him, and see 
that it stays for at least a week. 
By the time I’m ready to pick up 
my “loan” chair, the seeds of dis- 
content are sown and I’m on the 
way to another posture chair sale. 

I find it advisable to avoid pur- 
chasing agents. It is sometimes 
hard to do, but it is worth trying 
because the P. A. will turn you 
down too often. Try by any means 
at your command to get at the de- 
partment heads and the workers 
themselves. After all, an office 
worker spends forty hours per 
week on a chair, and if he has once 
had the opportunity to try a cor- 
rect and comfortable chair, he 
will do the selling for you. 


Proper Follow-Up Necessary 


It is very important to follow-up 
your chair sales and see that they 
are properly adjusted. There are 
a number of advantages to this. A 
satisfied user means a booster and 
more sales, and, further, it gives 
you an opportunity to get back 
into the office and look for more 
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business in other lines. A posture 
chair not correctly adjusted is un- 
comfortable. It hurts your busi- 
ness and your prestige. I have fol- 
lowed-up my competition more 
than once and found where they 
had sold posture chairs, by acci- 
dent, perhaps, and had made no 
effort to adjust the chairs. I made 
the adjustments and made a 
friend. In one case I secured an 
order for another chair. 

Because the chair is such a per- 
sonal item, and is in such close 
contact with the user, I know of 
no item that can build so much 
good will, prestige and customer 
satisfaction, besides being a profit- 
able volume item within itself. 

I have averaged six sales out of 
ten demonstrations and usually 
more than one chair is involved in 
each sale. Not a bad average for 
specialty selling. 

When you sell a posture chair to 
an executive, clerk or stenog- 
rapher, you have truly rendered a 
service that does credit to our 
craft. 


Feature Posture Chairs as Specialties 


E HAVE found that the ma- 

jority of people take pride 
in the appearance of their office 
but they ordinarily give little con- 
sideration to the conditions of 
comfort, or lack of it, under which 
they work. It is our experience 
that posture chairs must be first 
advertised considerably and fre- 
quently to draw attention to the 
purchaser. 

We believe in and have followed 
the method of advertising once a 
year on posture chairs, sending 
out three mailings during three 
consecutive weeks and following 
that up with a personal represen- 
tation. In most cases our cus- 
tomers give us the time to explain 
to them the advantages of correct 
seating. At first they are inclined 
to argue that any kind of chair 
will do the work. We make no 
attempt to force the issue on our 
first call but ask them to stop in 
and see our display. Then in a 
few days we again call on them, 
asking if they have seen our ex- 
hibit. Whether they have or not, 
we ask them if we might place a 
chair on trial for their stenogra- 
pher to use, assuring them that 
they will be under no obligation. 

The stenographer, of course, is 
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very glad to be able to use a new 
chair. In four or five days we call 
again and ascertain first from the 
stenographer if she has noticed a 
difference at the end of the day, 
if she feels less tired. As soon as 
we obtain her approval, we ask to 
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see the purchasing agent and at- 
tempt to obtain his order. 

We try to adhere strictly to the 
following program: Direct mail 
advertising; display; personal calls 
and the demonstration. 

By advertising we have found 
that the customer knows he can 
obtain correct seating needs from 
his local stationer. By having pos- 
ture chairs displayed at the same 
time, we emphasize the appear- 
ance which they create in his of- 
fice. By calling on him two or 
three times we give him a chance 
actually to find out the advan- 
tages of correct seating through 
our sales presentation and our 
demonstration. Incidentally, we 
mentioned nothing about price 
although, should the subject be 
brought up, we then demonstrate 
the difference in various kinds of 
posture chairs, trying not to men- 
tion the lower priced lines of of- 
fice chairs. One particular point 
we try to stress, should price be 
mentioned, is that the users spend 
more hours in their offices than 
they do in easy chairs in their 
homes. 

During recent months we have 
installed a good number of single 
units and several installations of 
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three to six chairs. On one par- 
ticular occasion we found that the 
Public Service Company preferred 
to purchase only one_ posture 
chair. They had two reasons for 
this limited type of buying. One 
was that their office equipment 
allowance permitted the purchase 
of only one posture chair per 
month. The other reason was that 
they were not so certain that each 
girl needed a new chair. After 


they had used one chair for two 
months they ordered five more 
and requested us to furnish them 
with one chair per month for five 
months. They were apparently 
very well satisfied with the chairs 
and by arranging to have one 
chair per month delivered they 
were enabled to pay for their 
chairs as allowed by the home 
office without having to obtain 
permission or sign a contract. 
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Letters of recommendation have 
been secured from two of our cus- 
tomers. These two letters help to 
put across the idea that firms are 
very well satisfied and feel the 
need of posture seating. In a small 
town we find that these letters 
serve their purpose better per- 
haps than they might in a large 
city, as most business men in our 
community are acquainted with 
each other. 


Posture Chairs Above Price Competition 


PECIAL characteristics of pos- 

ture chairs lend themselves 
remarkably well to specialty sell- 
ing methods. 

Correct seating is certainly a 
problem with which  stationers 
should be familiar. The very na- 
ture of this selling field, to a great 
extent, takes it out of price com- 
petition. A prospect need not be 
in the market for new office fur- 
niture to be an excellent prospect 
for posture chairs. It is not selling 
equipment, but rather selling those 
proved aids to efficiency, health 
and morale. 

It is most profitable to devote 
time, money and effort in the spe- 
cialized selling of posture chairs. 
The chairs carry a fine margin. 
This in itself would make it worth 
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while. But there is not another 
item in our line with which more 
good will can be built. When these 
chairs are properly fitted to the 
individual users, real friends are 
always made. They are used by 
the workers in the customers’ of- 
fices, as well as the executives, and 
if we add to their comfort and 
ability to turn out more work, we 
have done something of real 
value. 

In selling posture chairs, the 


first requisite is thorough knowl- 
edge of the mechanics of the 
chair. The salesman should be 
sold on it himself, and know all 
the various selling points, the 
many adjustment features, and 
exactly how it should be fitted to 
the prospective user. Unless these 
things are known, and used, it is 
more than futile to attempt to Sell 
them. Probably the best procedure 
in selling these chairs is actually 
to place them at our prospects’ 
disposal. They can hardly be sold 
by mere display, but must be used 
over a period of a few days to be 
appreciated. It is surprising how 
many never leave the prospect’s 
office after being placed there on 
trial. The more chairs put out on 
trial, the more sales made. 


Three-Day Demonstration Periods 
LIFTS TYPEWRITER SALES 40 PER CENT 


HE Santa Fe Book & Stationery 

Company, Santa Fe, N. M., has 
increased its typewriter sales an 
estimated forty per cent in the 
last four years through a constant 
year-around demonstration pro- 
gram in which a large stock of 
demonstration models is kept mov- 
ing at three-day intervals. 

Like a good many other smaller 
city stores, the Santa Fe establish- 
ment formerly put out only a 
limited number of machines on 
demonstration, offering a demon- 
stration only where there seemed 
a definite, immediate chance of 
developing a deal. But the man- 
agement wasn’t satisfied with the 
typewriter volume which resulted 
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under the old plan and decided 
that business might be stimulated 
if new machines were put out con- 
stantly to all types of potential 
buyers. 

Accordingly, the stock was in- 
creased to a point where the com- 
pany could afford to always have 
from fifteen to twenty machines 
out on demonstration. That’s a 
large number of demonstrators to 
keep working in a town of only 
about 22,000 population—a large 
percentage of which is Indians— 
but the plan has paid real divi- 
dends. 

In their regular office contacts, 
the store’s outside men have an 
opportunity to observe constantly 
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the age and condition of type- 
writers in use. When a salesman 
finds an office using outdated or 
worn-out equipment, his first ap- 
proach to the sale lies in suggest- 
ing that a demonstrator be put in 
for a three-day period. He points 
out that no obligation whatever 
is involved in a demonstration, 
that it merely gives the customer 
an opportunity to become famliiar 
with the modern equipment avail- 
able, and if he so desires, to use 
a new machine while he is having 
his old one reconditioned. Since it 
is stated pointedly that the dem- 
onstration will be a _ three-day 
affair, the customer doesn’t feel 
that he is being put under any 
pressure to buy. 

The limited time clause in the 
company’s demonstration setup 
has also had the important effect 
of enabling the company to reach 
a maximum number of potential 
users with a minimum number of 
machines. On the three-day turn- 
over basis, the Santa Fe firm could 
handle literally thousands of dem- 


MAKING 


OCTORS by the dozens have 
been knocked off—or better, 
shrugged off—prospect lists by 
office appliance salesmen. After a 
few unprofitable calls, they are 
given up as hopelessly bewildering 
as odd specimens of humanity, 
better filled in the ‘unsolved mys- 
tery” list. 

The truth is, however, that doc- 
tors should be star customers of 
office machine dealers and it is 
not difficult to make them just 
that. Success requires a definite 
and distinctive plan of strategy. 
Among occupational groups of the 
United States, classified as to in- 
come, physicians are listed very 
near the top. Their potential 
value as customers is too great to 
be shrugged off. 

The rapid progress of medical 
science makes the doctor respon- 
sive to new ideas and appreciative 
of useful appliances new to him. 
And few business men have a 
more important or a more varied 
need for dictating machines. 


onstrations a year with a demon- 
strator stock of twenty machines. 

“To my way of thinking, the 
biggest mistake any dealer can 
make in the operation of a type- 
writer department is to put ma- 
chines out on demonstration for 
an unlimited time,” says E. B. 
Healy, head of the company and 
president of the National Sta- 
tioners Association. “After all, the 
only purpose of a demonstration 
is to familiarize the prospect with 
the equipment, to give him an op- 
portunity to try it out thoroughly 
for his own information. When 
you leave a machine in a man’s 
office for an unlimited time on a 
demonstration basis, he’s inclined 
to lose respect for the equipment 
and for you, too. 


Limited Trial Period Makes It a 
Privilege 


“But on the other hand, if you 
make him feel he’s being accorded 
a real privilege in having an op- 
portunity to try out a new ma- 
chine for a period of only two or 
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three days, he likes you and he 
has full respect for the equipment. 
In that time, the newness hasn’t 
yet worn off and if he’s in the 
market, he feels a very definite 
interest in buying that particular 
machine. If he isn’t an immediate 
prospect, he still hasn’t had the 
machine long enough to do any 
damage and he has been suffi- 
ciently impressed with the value 
of the equipment to have it in 
mind when he is ready to buy. 

“By keeping a reasonable amount 
of demonstration stock on hand 
and turning it over constantly, the 
dealer is able to maintain a con- 
stant, year-around flow of type- 
writer business. He always has 
enough records of past demonstra- 
tions on the books to provide for 
regular follow-up, a follow-up 
which is bound to bring sales in a 
reasonable percentage of cases. 
And he never lets that stock of 
leads run down—by turning over 
his machines every few days he’s 
constantly building up the fol- 
low-up list.” 


DOCTORS DICTATORS 


A Re-Appraisal of Doctors As Prospects for Dictating Machines; 
A Specific Strategy That Clicks 


By ALLEN D. REBO 


i) 


This list, though by no means 
complete, will give a hint as to 
doctors’ needs for dictating ma- 
chines—and may be worth keep- 
ing for future reference by both 
dealer and salesman: 


1. General and professional cor- 
respondence. 

2. Case histories. (Greater stress 
on adequate records, every 
year.) 

3. Recording consultations. 

4. Recording operations while be- 

ing performed, or immediately 

after leaving operating room, 
while details still are fresh in 
the surgeon’s mind. 

Memos to _ office’ secretary- 

nurse, such as: progress notes 

to be added to patients’ case 
records, items deductible from 
income in computing tax, nar- 
cotics dispensed, other drugs 
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dispensed requiring record of 
their use, future appointments 
of patients, et cetera ad infini- 
tum. 

6. Testimony to be given in court 
as expert witness. 

7. Speeches to be given before 
medical societies or various 
clubs and organizations of lay- 
men. 

8. Recording results of physical 
examinations—for addition to 
case histories, for insurance 
companies, etc. 

9. Writing papers for medical 
journals. 

Granted that doctors definitely 
do need to be dictators for maxi- 
mum efficiency, and granted that 
financially they are tops as pros- 
pects, isn’t it worth while to plan 
a sales technique that will con- 
vert prospects into actual cus- 
tomers? 

Here is a definite sales strategy 
that succeeds: 

There is no opening barrage to 
be directed on doctor-prospect. 
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The campaign is opened by estab- 
lishing a line of communication 
between him and the dealer—by 
a visit to his office. The sole ob- 
ject of salesman’s initial visit is 
to diplomatically establish rela- 
tions, acquaintance rather than a 
sale. 

Doctors are busy men. Natur- 
ally, they are annoyed by wind- 
jammers. But they are courteous 
and receptive to any caller who 
has something definite to say, who 
says it concisely and thereafter 
lingers not. It is quite sufficient 
for the salesman to introduce 
himself, present his card and 
state that his firm handles dic- 
tating machines—that knowing 
the doctor’s many needs for the 
appliance, he has brought over 
some descriptive literature which 
he is sure the doctor will find in- 
teresting, as soon as he gets time 
to read it. That’s all. He’s off. 

Direct-mail advertising will not 
accomplish the results of this per- 
sonal call for a specific reason: 
Doctors get gobs of advertising 
matter in every mail—more than 
any man could read attentively. 
Hence, much advertising matter is 
dumped into the wastebasket un- 
opened, more is tossed in lightly 
after a passing glance. But doc- 
tors seldom throw salesmen into 
waste baskets, excepting of course, 
the very worst. 

A few days after the salesman’s 
get-acquainted call, the prospect 
should be sent descriptive litera- 
ture by mail. He will be interested 


in reading it because personal ac- 
quaintance begets personal inter- 
est. This mailing will give him 
added information of dictating 
machine’s usefulness and desir- 
ability. It should mention the 
firm’s willingness to demonstrate 
the machine in the doctor’s office 
or home at his convenience, with- 
out obligation. 


Low-Pressure Selling 


The main attack begins with 
the salesman’s second call. It dif- 
fers from other sales calls in tech- 
nique in this definite detail: the 
low-pressure salesmanship wins. 
With but rare exceptions, doctors 
are on tension while interviewing 
a salesman; they are tuned to 
resent the first semblance of in- 
sistence, the slightest resemblance 
to a “professional attitude’—any 
lecturing “down to them” with a 
“know-it-all air.’”’ More effective 
is the suggestion that the doctor 
could “some time—any time” 
make the salesman ecstatically 
happy by permitting him to dem- 
onstrate the appliance—‘“‘without 
any obligation, of course.” Tech- 
nical data can be absolved by any 
stigma of “professional attitude” 
by this peculiar technique: A 
seemingly casual mention that 
“Dr. So-and-So told me he espe- 
cially liked ————,” or, “I’ve heard 
doctors are finding dictating ma- 
chines invaluable for gg 
Big You and Little I, the game is 
called. “Doctors say ———.” 

This second call is quite likely 
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to lead to a sale. The salesman’s 
“casual” reminder of demonstra- 
tion offer and his “casual” pres- 
entation of the appliance’s meri- 
torious features through the 
ghost-voice of some medico do the 
business. 

Salesmen who have done a bit 
of fishing should understand how 
to handle these “odd” chaps—by 
paying out the line as necessary 
and using the ultimate of gentle- 
ness and caution—never abrupt- 
ness—in bringing home the— 
bacon. 

If the attack specified fails to 
win a victory at call No. 2, its 
repetition, after a suitable lapse 
of time, is the thing. Repeat it 
several times, if necessary, keep- 
ing the pressure low and the at- 
mosphere casual with never a hint 
of impatience. This should win 
ultimate victory. 

If such calls fail to gain the 
objective, you, as commander, 
have an important decision to 
make: Whether to continue, tac- 
tics unchanged, or to risk defeat 
in a final all-out attack, consist- 
ing of turning the sales-pressure 
abruptly from low to high, throw- 
ing down the gauntlet, and chang- 
ing the theme-song from “Flow 
Gently, Sweet Afton” to “Take It 
or Leave It.” 

Yours will be the decision. You 
are the commander. 

May your campaign be a glori- 
ous victory—may queer birds from 
coast to coast hereafter spend 
their time talking to themselves. 


Specialty Department Necessary 
TO DEVELOP DUPLICATOR BUSINESS 


veloped in connection with 
office furniture but entirely sepa- 
rate from the latter has been 
found the most successful road to 
increased stencil duplicating ma- 
chine sales at H. S. Crocker Com- 
pany, San Francisco, Calif. 

This development has _ been 
worked out at the Market street 
display rooms where extensive 
space integral with displays of of- 
fice furnishings has been set aside 
for the duplicator department. 
Here, the various types of ma- 
chines sold by the firm are on dis- 
play, backed by a good layout 


A SPECIALTY department de- 





Sales Scheme Used by 
H.S.Crocker Company, 
San Francisco, Calif. 
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affording demonstration facilities 
that educate the prospective cus- 
tomer in the possibilities of mod- 
ern stencil duplication. 

The setup is followed through in 
the field of utilization of specialty 
men who work exclusively on du- 
plicators and supplies. These men 


have been technically trained to 
sell the equipment the “modern 
way”—that is on the basis of its 
performance. 

The average office manager— 
and particularly the busy execu- 
tive head of a firm—seldom has a 
clear conception of the possibili- 
ties of improving all manner of 
operations through utilization of 
modern duplicating equipment. It 
is the job of salesmen to change 
the average conception of how a 
duplicator should be utilized, to 
increase its utilization if one is 
already in use at the office (thus 
opening the way to the sale of a 
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new and better machine), and to 
Sell increased office efficiency via 
duplicators where no machine is 
in use. 

This program calls for specialty 
men; that is the reason why the 
firm finds that a separate depart- 
ment, functioning under its own 
head, is necessary in developing 
a full program of selling this office 
machine. 

Many firms, for example, do not 
appreciate the fact that illustrated 
letters, house organs, publicity re- 
leases, price lists, etc., need to be 
given new “life” at frequent inter- 
vals if they are to receive proper 
attention. This can be done by 


varying color of papers used, util- 
izing the various types of letter 
guides, and by working out new 
layouts and illustrations. A spe- 
cialty man is able to introduce 
these aspects to the firm having 
use of the machine and whether 
the particular firm is in the mar- 
ket for an immediate sale or not, 
a real service has been given that 
will be appreciated. 

It has been found that only by 
educational activity on the many 
uses to which a duplicator can be 
put is it possible to develop full 
utilization of the machine by the 
office. This means a survey of the 
types of material the office is pro- 
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ducing—forms, mailings, lists, an- 
nouncements, bulletins to em- 
ployees—and suggestions on how 
to improve the various types of 
material needed. 

On this basis, ertended use of 
the machine can be introduced 
successfully. Once the production 
of material-already-used has been 
given new interest, the machine is 
considerably increased in value for 
the office and there is higher re- 
ceptivity to exploring new uses 
both from the efficiency and the 
advertising viewpoint. Thus a real 
service moves the customer toward 
latest type of equipment by being 
convinced of the necessity for use. 


The Successful Salesman 
KNOWS HIS MERCHANDISE 


ZIGQ@ NOW your merchandise” 

is the watchword for the 
salesmen of the filing systems, 
equipment and supplies, says L. 
L. Hunter, manager or Pacific 
Stationery & Printing Company, 
Portland, Ore. He says further, 
“They work on the principle that 
a thorough knowledge of their 
own and competitive lines of 
equipment is as much a part of 
their selling tools as the samples 
they show, and study constantly 
to increase this knowledge. 

“The ability to talk intelli- 
gently on the advantages and 
disadvantages of the various lines 
as applied to the prospect’s par- 
ticular needs builds a feeling of 
confidence in the  salesman’s 
ability to plan the best system for 
his particular need. 

“The initial call is for the pur- 
pose of making a survey of the 
actual needs of the prospective 
customer and to get his ideas on 
the matter. After securing this 
information the salesman pro- 
poses to devise a complete filing 
system which will serve best the 
specifie requirements of the pros- 
pect. 

“If a special installation of sev- 
eral units is indicated it is advis- 
able to draw an elevation and 
floor plan to scale showing the 
placement of the units and the 
amount of room consumed. These 
plans should be accompanied by 
a complete set of specifications 
which lists the maximum capac- 
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Printing Company, 
Portland, Ore. 
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ity, Special features of the in- 
Sstallation and all pertinent in- 
formation. 

“On his second call the sales- 
man is fully equipped with plans 
and the sample folders, cards, 
indexes and other equipment the 
installation requires. This is sub- 
mitted together with the plans 
and specifications. If special 
printed forms are required pencil 
layouts are prepared which are 
decidedly helpful in demonstrat- 
ing the value of the filing equip- 
ment. All this makes such a com- 
plete presentation that there are 
no loose ends for the prospect 
to have to work out, giving him 
time to ‘cool off’ and competition 
a chance to enter into the picture, 
with possible disastrous results. 


Plans and Specifications 
Appreciated 


“This material is not only a 
great selling aid, but is appre- 
ciated by the customer and im- 
presses him with the salesman’s 


expert knowledge, inspiring con- 
fidence which helps break down 
sales resistance. Another advan- 
tage to be gained by this is the 
matter of ‘obligation’ which the 
prospect cannot help but feel to- 
ward the salesman for work and 
trouble. Should there be compe- 
tition, as is so often the case, this 
feeling of obligation will likely be 
the deciding factor that will bal- 
ance the scale in the favor of the 
salesman who had taken time and 
care in making his presentation 
attractive and complete. He will 
be in a position to close his deal 
on the spot. 

“The matter of price, when prop- 
erly handled, should not be a 
serious handicap in making the 
Sale if the installation is properly 
planned within a reasonable price 
range. The salesman has im- 
pressed on his prospect the money 
saving features of proper filing 
equipment. He has computed be- 
forehand the approximate labor- 
time saved in dollars and cents 
over a period of a year and Sells 
his prospect on this basis rather 
than trying to hold the original 
cost low by recommending inade- 
quate and inferior equipment. The 
prospective customer is quick to 
grasp the economy of buying the 
best, when it is pointed out to him 
in this manner, for in so doing he 
sees that he will not only save 
money in labor and up-keep, but 
will gain the added value of con- 
venience and appearance.” 





OMMERCIAL leather goods 
such as catalogue cases, brief 
cases and the various types of 
zipper cases constitute a very prof- 
itable line for the aggressive sta- 
tioner, particularly if the store 
location is such that a reasonable 
drop in trade is enjoyed. 

From practical experience it 
would appear that the factor of 
foremost importance is the selec- 
tion of a line made by a reputable 
manufacturer, who recognizes the 
commercial stationer as the logi- 
cal outlet for his product. Con- 
siderable thought should also be 
given to the proper selection of a 
well rounded stock, bearing in 
mind the requirements of the par- 
ticular clientele served. 

A properly constructed and ar- 
ranged display rack or counter 
does much to attract the eye of a 
potential customer, who probably 
came into the store to purchase 
another item. A _ suggested ar- 
rangement for such a _ display 
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would be the construction of a flat 
top counter of sufficient length to 
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Profits Added With 
COMMERCIAL LEATHER GOODS 


accommodate all catalogue cases 
and miscellaneous small pieces. 
Suspended above this would be one 
or more horizontal rods with hooks 
underneath to accommodate the 
smaller handle type and zipper 
cases. 

Periodic window displays of 
leather goods will not only do 
much to advertise the fact that 
this line of merchandise is sold, 
but also will bring a greater pro- 
portionate return in sales than 
almost any other group of items in 
the store. 

Catalogue cases, zipper  port- 
folios, etc., can be sold in very sub- 
stantial quantities by outside sales 
representatives to firms employing 
a sales organization. It will be 
found that very little time is re- 
quired to train an organization on 
these items, and with the proper 
enthusiasm and initiative on the 
parts of the salesmen, commercial 
leather goods can and will make 
added profits for any dealer. 


To Sell More Portables— 
CAPITALIZE ON POINT OF SALE 


O SELL more portables Schwa- 

bacher-Frey Company, Los An- 
geles, Calif., is capitalizing on traf- 
fic in and out of the store. The 
theory is that the portable type- 
writer has a high attention-value 
and that consequently sales will 
rise when point of sale is adjusted 
to bring these forward in such a 
way as to attract maximum atten- 
tion. 

It has been found that almost 
everyone wants a portable; the 
extensive advertising by manufac- 
turers has resulted in making the 
general public “portable con- 
scious.” Thus, when the store so 
arranges a display as to make it 
easy for all coming into the store 
to examine an extensive layout of 
typewriters, many sales leads are 
gathered from those who entered 
to buy stationery and other items. 


By ALLEN R. CARTER 
a) 


While a few direct sales result 
from the method used at Schwa- 
bacher-Frey, main emphasis is on 
using the display to attract casual 
attention which can later be 
translated, by correct follow-up, 
into sales. 

For this purpose, the stationer 
uses open display, conveniently 
and invitingly arranged to induce 
passersby to try machines. Space 
along the front wall, just behind 
a Street display window and ex- 
tending up to the entrance, was 
allocated for the portable type- 
writers. Here was erected a “bill- 
board” about six feet high, extend- 
ing from wall up to the door. It 


was covered with red felt, carrying 
block lettering in gold across the 
top spelling out “Portable Type- 
writers,” and this invitation be- 
neath: “Try Them.” Twelve port- 
ables were mounted on this sign 
board—three high and four across. 
These were placed on small 
shelves, one to a shelf, each slop- 
ing slightly toward the front. 
Blocks at the front kept the ma- 
chines from sliding. The display 
was arranged so that the top row 
of machines could be reached 
easily from the floor. 


Table with Machines for Trial 


Beneath the entire display a 
narrow table ran, with typewriter 
chairs conveniently arranged. 
More portables were on the table, 
one in front of each chair. Small 
stacks of paper were arranged 
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handily. Price tabs on the sign told 
the cost of each machine on dis- 
play. Table lamps finished out this 
inviting display. 

It is obvious that anyone re- 
motely interested in buying a 
portable would be attracted to 
this display while in the store, and 
would sit down to try out the well 


LETS BE 


N ONE week the writer sold 

more staples than he had pre- 
viously sold in an entire year. 
How was it done? Simply by fea- 
turing staples, demonstrating 
stapling machines and searching 
out the local market for large 
users in both office and industrial 
categories. 

Naturally, to be a_ successful 
“specialist” you must have a thor- 
ough knowledge of the specific job 
you are doing or of the product 
you are selling. 

Before starting such a cam- 
paign you should equip yourself 
not only with complete sales data 
but you should work up a price 
list that would cover the entire 
range of possibilities so far as 
quantities are concerned, giving 
particular thought to large users. 
You won’t be able to sell the 100 
box user at the ten box price so 
you must have your price list 
worked out to cover every type 
and quantity that might come up 
during such a campaign. 

When a factory man comes to 
town you will invariably sell more 
items in his line than you would 
in covering the same territory 
alone. Why is it? 


Here Endeth the Seventeenth Annual Office Specialties Section 


selected stock presented. In order 
to stress the “self service” angle 
and not to frighten the potential 
customer into an attitude of sales 
resistance, they were not ap- 
proached until they had spent 
some little time making an un- 
accompanied inspection of the 
display. Then a smiling saleslady 


By W. L. McFARLING 


Wallender-Pennington Company, 
Decatur, Ill. 


o 


We will assume he knows his 
line. But with your contacts 
couldn’t you do an equally good 
job by following the same tactics? 

The moral: Don’t wait for the 
factory man, but do a good job 
the year round. 

One day I made up my mind I 
would sell chair cushions all day 
regardless of anything else that 
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went forward and began talking 
about the portables, answering any 
questions asked. The entire ap- 
proach was calculated to develop 
interest by easy stages and has 
been working out very success- 
fully. A number of new prospects 
were discovered and many shop- 
pers were changed into buyers. 


OUR OWN SPECIALISTS 


came up. I would get the regular 
orders too but I would talk chair 
cushions to every customer. I 
started out with three samples in 
three price ranges. The result: I 
sold five chair cushions (not all 
low priced ones) and had a good 
day on regular items. 

The point is, you can sell any- 
thing that can be sold if you'll 
just show samples or talk the line 
intelligently to enough people. 
Nothing has ever been found that 
beats the law of average in sell- 
ing. 

We had an aggressive young 
fellow in our organization who 
wanted to be a salesman. It hap- 
pened that we were heavily 
stocked on ink in quarts and pints 
of various brands. By talking ink 
to every prospect, that young fel- 
low, with no previous selling ex- 
perience, sold more quarts and 
pints of ink in less than two 
weeks than we normally sell in 
six months with three salesmen. 
It goes without saying that the 
other salesmen in our organiza- 
tion were able to concentrate on 
something besides ink for several 
months thereafter, thanks to the 
efforts of the young “specialist.” 
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HIS IS a time that is trying 
business men’s souls, a time 
when every element of operation 
must be under systematic control. 
Our many contacts with office 
appliance retailers show that one 
business control badly needed is 
the budget. In reviewing our rec- 
ords covering the past five years 
of field studies, we find that 
ninety per cent of the dealers 
using budgets made or exceeded 
anticipated net profits, only ten 
per cent dropped below antici- 
pated net profits by an average 
of eight per cent, none lost money. 
Of those dealers not using bud- 
gets, approximately thirty-five 
per cent made or exceeded antici- 
pated net profits, forty per cent did 
not make the net profits they an- 
ticipated, the deficiency averaging 
twenty-four per cent, and twenty- 
five per cent lost money, even 
though they used a pricing for- 
mula that worked out profitably 
on paper. It is only reasonable to 
conclude from these findings that 
budgetary control is essential to 
the attainment of maximum 
profits at any time and today it 
is a chore that must be spliced 
into the operating routine if the 
office appliance dealer expects to 
emerge from this emergency with 
a reasonable profit. 





Budgetary Control Functions 


Budgetary control has two im- 
portant functions: (1) It helps 
attain or exceed the volume used 
in the pricing formula: (2) It 
keeps business, on the whole, go- 
ing forward. No business stands 
still. It either goes forward or 
backward. Certain years may 
show losses but over the years, the 
trend of a successful business, 
large or small, is upward. Unless 
the dealer makes a practice of 
budgeting business operations, he 
cannot assure himself profits or 
the consistent growth necessary 
to sound organization. Many of- 
fice appliance dealers shy from 
the thought of budgeting because 
they think it is an involved pro- 
cedure. As with all forms of ac- 
counting, budgeting follows cer- 
tain fundamentals and the build- 
up thereon may be simplified or 
involved. 


(Tenth of a Series of Articles on Retail 
Management for Stationers) 


By FRED MERISH 


Y 


A budget is a pre-determined 
compilation of estimated figures 
covering operations for a forth- 
coming period. It may start with 
any month, cover any length of 
time and although heretofore 
compiled for a _ twelve-month 
period, we advocate preparation 
today for six-month periods be- 
cause of the rapidly changing pic- 
ture in the business world. Those 
dealers using budgets take note of 
this suggestion when preparing 
1942 estimates. 

Every business, large or small, 
can be “budgetized” to advantage 
today. To arrive at reasonable es- 
timates, the dealer must use judg- 
ment and draw upon his business 
experience. A budget should fit 
the business, reflect the general 
routine and mirror all activities 
as accurately as possible for a 
forthcoming period. 

To show how simple it is, we will 
prepare a budget for Howard 
Stillman, office appliance retailer, 
covering 1942, using round figures 
for clarity. Whether an entire 
year is budgeted or a shorter pe- 
riod, the fundamentals are the 
same. Budget preparation oper- 
ates in reverse. First, we consider 
the overhead expenses for the past 
three years. It has been found that 
overhead averages up about the 
same from year to year in the 
office appliance retail field, so 
that, by taking the average for 
the past three years, we get a 
safe figure to consider for a forth- 
coming year. The books show that 
Stillman’s overhead for the past 
three years averaged $36,000. 
Sales for the same period aver- 
aged $112,000 per year. Gross 
profit or margin averaged $33,600, 
or thirty per cent of sales. Right 
here is one advantage of studying 
past performance in connection 
with budget preparation. This 
dealer’s average yearly gross mar- 





Defend Business Security With a 
FREQUENTLY CHECKED BUDGET 


gin was $2,400 less than needed to 
meet the $36,000 overhead ex- 
pense. So, he has been losing 
$2,400 yearly, or about two per 
cent of average sales. This loss 
indicates that, to get volume, the 
dealer has been cutting prices too 
drastically, a chronic condition in 
the office appliance retail field 
and one that a budget will help 
correct. The dealer using a bud- 
get minimizes the hazard of profit- 
less selling because, month by 
month, when checking estimated 
against actual figures, he can 
quickly determine whether he is 
getting enough margin to cover 
overhead and net a profit. 


Weakness in Margin 


Stillman’s weakness is insuffi- 
cient margin. The thirty per cent 
gross margin averaged for the past 
three years fell two per cent short 
of covering overhead so that he 
could, at least, break even. To 
correct this deficiency, we set up 
the 1942 budget on the basis of a 
thirty-five per cent instead of a 
thirty per cent gross margin. Next, 
we budget net profit for 1942. An 
analysis of the figures in this field 
show that five per cent is a con- 
servative estimate and budgets 
must be conservative. The build- 
up now stands: 

Estimated gross margin or 

gross profit 35% 
Estimated net profit 5% 
Average yearly expense 

$36,000 30% 

If $36,000 is thirty per cent, one 
cent is 1/30 of $36,000, or $1,200 
and 100 per cent is 100 times 
$1,200 or $120,000. This $120,000 is 
the estimated sales volume for 
1942, which will cover this com- 
pany’s overhead and net five per 
cent profit. Next, we prepare the 
master budget. 

Net profit (5 per cent of 
$120,000 sales) 
Overhead (30 per cent of 


$ 6,000 


$120,000 sales) 36,000 
Gross margin (35 per cent 

of $120,000 sales) $42,000 
Cost of sales $78,000 
Budgeted sales volume $120,000 


Inasmuch as it has been deter- 
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mined by an analysis of figures for 
the past three years that thirty- 
five per cent on Sales is a profitable 
spread, obviously, the difference of 
sixty-five per cent will be the cost 
of sales, in this case $78,000. This 
figure will guide the dealer in 
making purchases during the year 
1942. If desired, he may prepare 
a Separate “purchase budget,” 
splitting up this total figure ($78,- 
000) into twelve monthly outlays, 
which will vary month to month 
according to the season and past 
experience, but the dealer should 
try to keep within his monthly 
quota on purchases. 

From the master budget, we now 
prepare the breakdown giving 
month-to-month figures for sales, 
expenses, Margins and net profit. 
In some months, overhead ex- 
penses are higher than the aver- 
age of thirty per cent, which was 
figured as the ratio of expense to 
sales volume for 1942. This hap- 
pens in all businesses because 
fixed expense, such as rent and 
depreciation cannot be cut in low- 
volume months. However, if the 
dealer keeps within his budgetary 
limits, he will average up Safely 
for the year, even though the ratio 
of expenses to sales are high in 


illustrate how the figures are set 
to average up to thirty per cent for 
the year. 

It is not necessary to adhere 
Strictly to past averages when 
making budget estimates, but ex- 
perience shows that they are 
pretty safe guides. Some budget 
users take the figures for the pre- 
vious years on Sales, cost of sales 
and overhead expense, building 
the current budget on this foun- 
dation. We advise the office appli- 
ance dealer to average up his 
figures for at least three years 
before preparing his budget be- 
cause our experience indicates that 
this procedure produces better re- 
Sults. Budget estimates should be 
checked monthly against actual 
results. This close attention to the 
details of a business is worth while 
even though large discrepancies 
are not disclosed. A budget sets 
one thinking about expenses and 
other vitals of a business, which, 
in itself, is salutary. It isn’t nec- 
essary to include a balance sheet 
in your budgetary program be- 
cause this entails a knowledge of 
what you will spend for improve- 
ments and other capital items. 
Some dealers use graphs with 
budgets to show trends and com- 
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The few dealers using budgets 
inform us that they disclose many 
shortcomings and eliminate ex- 
pense leaks. Furthermore, they 
say that it isn’t difficult to keep 
within budgetary figures if one 
checks against them monthly. The 
first year may leave room for im- 
provement, but dealers experi- 
enced with budgets claim that 
after a year or so of forecasting, 
they come remarkably close to 
actual results. Sometimes the sales 
are geared high. In times of busi- 
ness stimulation, such as now, it 
is fitting to figure high on Sales. 
Dealers who do that may not al- 
ways make their goals but it goads 
to maximum effort. If you set up 
a substantial sales quota and try 
to make it, you will fare better 
than mooching along month after 
month in listless fashion and with 
wishful thinking. 

The business world is going 
through a critical period and ell 
business men, including office ap- 
pliance dealers, must increase 
their managerial efficiency to come 
through with a profit these days. 
One way to attain this objective is 
to budget operations. “Dealers 
wise should budgetize,” not only 
for the duration of defense activi- 




















some months. The expense figures parisons between estimated and ties but for the remainder of their 
on the budget chart shown here actual figures. business life. 
HOWARD STILLMAN :: OFFICE APPLIANCE RETAILER :: 1942 BUDGET 
SALES EXPENSES MARGIN NET PROFIT 
Months Average % of Estimated Actual Zstimated Actual Estimated Actual Estimated Actual 
PAST 3 yrs] average 1942 1942 1942 1942 35% 54 

January $4,000 3.5 $4,200 $2,200 $1,470 $210 

February 3,600 3.2 3,840 2,200 
Compute the Compute the 

March 5,600 5.0 6,000 2,600 budgeted budgeted net 
margin for profit for 

April 6,800 6.1 7.220 2,800 every month every month. 

May 10,400 9.5 11,400 3,000 

June 12,000 10.6 12,720 34200 

July 11,200 10.0 12,000 3,400 

August 12,800 11.4 13,680 3,400 

September 13,000 11.5 13,800 3,200 

October 14,400 13.0 15,600 4,000 

November 10,600 9.2 11,040 3,200 

December 7,600 7.0 8,400 2,800 

TOTAL $112,000 100.0 $120,000 $36 ,000 $42,00( $6,000 






































cost of sales or direct production cost. Some dealers use red 
for estimated and black for actual figures. Monthly expenses 
are prorated according to averages for previous years. 

The estimated margin percentage is 35 per cent so build up 
the estimated column under margin by multiplying the esti- 
mated monthly sales by 35 per cent. The estimated net profit 
percentage is 5 per cent so multiply the estimated monthly 
sales by this percentage and enter in the net profit estimated 
column. We have filled in only one month. The budget-maker 
should fill in every month under the margin and net profit 
estimated columns, listing actual results in the adjacent 
columns. 


Sales for Howard Stillman averaged $112,000 for the past 
three years. January sales for the same three years averaged 
$4,000, so the monthly average percentage for January is 3.5, 
which when multiplied by $120,000, gives the January sales 
estimate for 1942. To arrive at monthly estimates for 1942, 
we multiply the planned sales for the year—$120,000—by 
the monthly percentage computed from monthly sales aver- 
ages in the past. 

For example, to get budgeted sales for January, multiply 
$120,000 by 3.5, which gives $4,200. Do likewise for each 
month to build the column, “Estimated 1942,” under ‘’Sales.”’ 
In computing percentage, figure the ratio on sales, never on 








How Dealers Evaluate 
MANUFACTURERS’ SALES LITERATURE 


N AN effort to obtain authentic 

information on the importance 
of advertising folders, leaflets, 
display cards, etc., in the sales 
program of dealers in office equip- 
ment and supplies a number of 
retail stationers were approached 
with a simple questionnaire. The 
queries were as follows: 

1. Do you feel you should re- 
ceive help from manufacturers in 
the form of folders, leaflets, dis- 
play cards, etc? 

2. What percentage of manu- 
facturers from whom you buy 
supply you with substantial 
amounts of sales literature? 

3. How much of it do you find 
useful in your sales programs? 

4. What is your opinion as to 
the importance of good, pointed 
sales helps? 

5. Will you please add any 
thoughts upon this subject that 
may have engaged your special 
interest? 

With perfect unanimity, those 
who participated in the survey 
responded in the affirmative to 
the first question. From this basic 
agreement stem rather extensive 
variations in comments. A very 
large dealer breaks down his re- 
sponse as follows: 

“Manufacturers should supply 
the following, which are listed in 
the order of their importance: 

“(a) Enclosure circulars, always 
with prices on nationally adver- 
tised items 

“(b) Display cards for show 
cases. In the case of small items 
the merchandise should be in dis- 
play cartons. 

“(c) Window display cards ac- 
companied by illustrations to 
show how to associate with a 
presentation of the merchandise. 

“(d) If the merchandise in- 
volved is not 100 per cent familiar, 
instructions should be _ provided 
for the salesmen.” 

Another prominent dealer says, 
“Yes, folders, leaflets, etc., in some 
cases are of great help to a re- 
tailer. The great extent to which 
manufacturers issue them how- 
ever, makes it hard to determine 
just which ones should be used. 
Briefly, it seems to me that the 
entire idea is greatly overdone.” 


Results of a Survey 
Conducted Among 
Representative Sta- 
tioners in the Principal 
Market Areas of the 
United States 


M4 


The variations in percentage of 
manufacturers who supply sub- 
stantial amounts of sales helps is 
very wide. One dealer reports only 
ten per cent. Another says, “Only 
a very small percentage.” Two re- 
port cooperation from fifty per 
cent, and two, sixty per cent. 
Some of the other figures run as 
follows: eighty per cent, seventy- 
five per cent, twenty-eight per 
cent, five per cent. One dealer 
points out that “some manufac- 
turers have even. resorted to 
charging the dealer for this kind 
of material. That does not leave 
a particularly pleasant taste with 
the average distributor.” 

Another interesting comment is 
from a middle western dealer who 
says, “Our experience is that many 
manufacturers supplying station- 
ers go to a great deal of expense 
making catalogues, but forget the 
value of some mailing pieces con- 
taining selling data conveying a 
message to the consumer and at 
the same time giving salesmen 
selling points as to value, con- 
struction, utility and suggesting 
uses.” 

In the matter of usefulness of 
the advertising material provided 
the majority of dealers réport a 
high percentage of value. Two de- 
clare flatly that they use all of the 
material provided. One says, “We 
find most of this literature very 
helpful, probably because of the 
fact that we have something to 
say in most cases as to just what 
literature the manufacturer sends 
us.”’ 

Several express particular ap- 
proval of envelope stuffers for en- 


closure with monthly statements. 

An opposite view is taken by 
one merchant who points out that 
“Preparation of most circulars is 
not done expertly, and, therefore, 
as much as eighty to ninety per 
cent of them produce nothing in 
return.” 

From the western plains area 
comes this comment: “We feel 
that a lot of sales help is re- 
ceived by us as dealers from the 
folders, leaflets and display cards 
furnished by manufacturers. In 
fact, we believe they are essential 
parts of any sales program which 
we put on.” 

Supporting the contention of 
the above quoted dealer, another 
one says: “In our opinion the use 
of sales literature furnished by 
manufacturers is of great value 
to the retail stationer. We display 
most of the cards furnished us 
either in our store or in the show 
windows. The leaflets are used by 
our sales people in many different 
Ways and are sent out in our 
monthly statements.” 


Dealers Want Sales Literature 

All of the dealers who partici- 
pated in the survey agree that 
good sales helps are intensely im- 
portant to the retailer. As one 
dealer points out, “Selling is the 
most important function of our 
business and good sales helps may 
be judged relatively.” 

Another remarks, “Good circu- 
lars are indispensable to the sta- 
tioner, but their proper and timely 
distribution is necessary in order 
to obtain profitable returns.” 

“There are so many items in the 
average stationery store that it is 
impossible for a salesman to con- 
centrate on any particular item,”’ 
asserts one retailer, “so the manu- 
facturer may focus attention on 
his merchandise by supplying dis- 
play cards, inserts, etc.” 

One dealer goes so far as to say 
that the kind and quality of ad- 
vertising helps exercise a strong 
influence in determining the 
choice of a line to handle. He 
says further, “It is our opinion 
that any manufacturer who fails 
to cooperate in the form of mail- 
ing pieces and window trim is 
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placing his own line in jeopardy 
and certainly throws an addi- 
tional burden on our sales force.” 


A Dealer Plan of Sales Literature 
Use 

Several dealers responded ex- 
tensively to the request for special 
comments on the general subject 
of dealer sales literature. From 
an eastern firm comes the fol- 
lowing: 

“Realizing the importance of 
this literature in building up cus- 
tomer interest in our lines of mer- 
chandise, we set aside a certain 
space in our store for the storage 
and care of this material. We 
have a typewritten sheet listing 
all of the material on hand and 
this sheet is posted from time to 
time as new material is received 
and as material is used up. Every 
so often we make out an entirely 
new sheet of this sort. Periodically 
we write to our manufacturers 
asking them what material is 
available and upon receipt of 
samples of these leaflets, etc., we 
select those that are best suited 
to our purpose and request a sup- 
ply, with our imprint, of course. 
Usually we have this material im- 
printed with a signature name 
cut that we supply to the manu- 
facturer. This signature name cut 
is in a general way quite similar 
to the style that we use on our 
newspaper ads, on our letterheads, 
and on other advertising material. 
We distribute this material in our 
outgoing mail with our state- 
ments, with packages wrapped in 
our store and our delivery depart- 
ment, and also in our boxed type- 
writer paper which incidentally, 


PLIMPTON’S MAKES GOOD USE OF 
WEBSTER WINDOW DISPLAY.—This 
unusually attractive window of Plimp- 
ton’s, Inc., Hartford, Conn., gives a good 
idea of what can be accomplished in the 
way of creating an attractive showing by 
utilizing a window display recently made 
available to dealers by the F. S. Webster 
Company, Cambridge, Mass. The display 
is a three-piece set done in red, white 
and blue with a natural photographic 
background of a girl at a typewriter. The 
unit was brought out to tie in with Web- 
ster’'s new packaging 

nounced within recent weeks. 


program _ an- 


we make up in our own plant. 
Through these various mediums 
we get a very good distribution of 
this material and use up sizable 
quantities of it. We find most of 
our manufacturers very codpera- 
tive along this line and feel that it 
has done our business a world of 
good over a course of time. If 
there is any criticism we could 
make of the manufacturers along 
this line is that they might supply 
us with more window display 
material and of a more interest- 
ing nature and better quality. We 
feel that some of them have fallen 
down along that line during the 
past few years.” 


Retailer Suggests Manufacturers 
Consult Stationers 


A central western dealer says: 


“Should a manufacturer have 
already decided that he can’t af- 
ford sales literature, he should 
consult some of the leading sta- 
tioners either to prove his course 
right or learn what results have 
been obtained from other manu- 
facturers’ advertising matter. For 
several manufacturers whose ex- 
periments with advertising mat- 
ter either were failures, or they 
did nothing at all, we have de- 
signed advertising matter that 
has been productive. Store dis- 
tribution is the main outlet for 
circulars, but by mail and through 
the hands of outside salesmen 
they also have great value.” 


A successful merchant in the 
near northwest gives the follow- 
ing from his experience: 


“Manufacturers’ advertising 


helps in the way of sales litera- 
ture and more particularly pieces 


suitable for enclosure with state- 
ments, invoices and letters from 
the dealer’s office are of more or 
less value depending upon the 
type, appeal and the quality of 
the printing therein. 

“We have received circulars 
from manufacturers in the past 
that to our way of thinking were 
so poorly gotten out that we did 
not want to send them out in our 
mail. While this is the exception, 
there are a great many times 
when manufacturers do send ad- 
vertising to their distributors that 
we don’t believe worth the money 
they have spent in producing 
them. Good, well thought out 
mailing literature and particularly 
window display material will 
never be wasted when it is placed 
in the hands of successful distrib- 
utors. We like to receive it and 
make the best possible use of it 
unless for some reason we think 
it not advisable. 

“One other thing we want to 
mention before closing is the re- 
fusal of some manufacturers to 
furnish the desired size and style 
of electrotypes for dealer adver- 
tising and catalogue use. When a 
dealer goes to the trouble to get 
out a good catalogue and en- 
deavors to maintain a uniformity 
of typography and half tones in 
the catalogue, it seems to us that 
it is not unreasonabie in return 
for publicizing a manufacturer’s 
products to request him to furnish 
half tones or electrotypes to meet 
the dealer’s demands. If the man- 
ufacturer wants the half tone re- 
turned, this, of course, can be ar- 
ranged, but there should be no 
charge made for this service.” 














An Office Furniture Window Effectively Recorded with a Small Camera.—The sign 
wasn’t important so it was over-exposed in order to bring out the dark, insufficiently 
lighted (for photographic purposes) equipment in the balance of the display. 


PHOTOGRAPH THAT WINDOW DISPLAY! 


HE office appliance dealer in 
pol of window display pic- 
tures for record use or for enter- 
ing in contests can very readily 
take them himself—do so at very 
little cost and with almost any 
kind of a camera which has a time 
setting and can be mounted on a 
tripod. 

Pictures of this type must usu- 
ally be taken at night, because of 
daylight reflections. However, 
even darkness doesn’t eliminate 
all trouble with reflections, for 
unless the picture is taken from 
the proper angle, reflections of 
electric signs and automobile 
headlights are likely to appear in 
the negative. Unless the dealer- 
photographer has a polarizer, he 
must learn to see these reflections 
with his naked eye, and so place 
his camera as to avoid them. 

Best window display pictures are 
usually made with the lens 
stopped down just as far as pos- 
sible. This helps eliminate distor- 
tion from the window glass and 
gives detail in small objects which 
isn’t otherwise obtainable. If the 
display contains nothing but large 
objects, a reasonably good picture 
can be made with the lens wide 
open—a snapshot exposure. 

Exposure is, of course, deter- 
mined not only by illumination, 


A Simple and Effective 
Means of Keeping 
Track of Window 


Features 
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film speed and lens aperture but 
also by the colors of the merchan- 
dise and of the background. De- 
pendent on these various factors, 
a window exposure may range 
anywhere from 1/25 of a second 
to several minutes. 

In taking pictures of his own 
windows, the dealer can greatly 
simplify the exposure problem by 
seeing that his displays are ade- 
quately and evenly lighted. Yet, 
even so, there may be in the back 
of a window a very dark object, 
and in the foreground a very light 
one. To show proper texture in 
both these articles— even where 
the light is evenly distributed, 
exposure should be about half way 
between the ones indicated by the 
readings from those two objects. 

Combining proper exposure of 
window showcards or light-colored 
backgrounds carrying lettering 


and dark-colored merchandise in 
the display requires equal care 
both in taking the picture and in 
making the print. If the show- 
card is very important and must 
be made to stand out, it is some- 
times necessary to underexpose 
the rest of the picture to avoid 
“burning up” the lettering, rec- 
tifying the underexposed condi- 
tion on the balance of the nega- 
tive in making the print. If 
arrangement of the merchandise 
is the important thing in the dis- 
play, expose for it and let the 
sign go. 

Care in taking readings at vari- 
ous points in the display and a 
little experimenting will soon re- 
veal the best way to average out 
exposure on different types of 
windows. If a window contains 
a lot of small objects, the camera 
should be tipped toward the win- 
dow glass. This will result in a 
certain amount of distortion, but 
will bring out the small merchan- 
dise, particularly if it is laid out 
flat on the floor of the window. 
If you don’t have a tripod with a 
tilting head, you can get this 
effect by lowering the front leg 
a little more than the others. Or, 
you may use a small, demountable 
tilter. 

A black slide or other dark ob- 
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ject comes in handy for placing 
in front of the camera during 
an exposure when street cars or 
heavy trucks pass or when a 
pedestrian passes between the 
camera and the window. While 
a person wearing dark clothes 
would not create an image on the 
negative during a long time ex- 
posure unless he stops directly in 
front of the camera, his passing 
before the lens will sometimes fog 
the film. On any exposure of less 
than a minute it’s always best 
to play safe. 


Shooting Moving Displays 


Although still displays will 
largely be taken, occasionally it 
may be desired to take a picture 
of a moving display. Simplest 
method is to stop the moving ob- 
ject, preferably in a half-way 
position in order to give the 
illusion of stopped action. If that 
is not practicable, however, check 
the light and see if it will be pos- 
sible, using fast film and a full 


MAP AND GLOBE 
DEMANDS IN- 
CREASING.— Be- 
cause Stevens Ma- 
loney & Company, 
Chicago, has expe- 
rienced a contin- 
ually growing 
demand for maps, 
globes and atlases, 
the store recently 
featured Rand 
McNally products 
in its Loop store 
window. Officials 
of the company re- 
ported that the 
display tripled 
sales in Rand Mc- 





lens aperture, to make a snap 
shot exposure. Since motion in 
most window displays is rather 
slow, a speed of 1/25 to 1/50 will 
usually get the desired results. 

But where there’s fast action to 
be stopped in a window, light is 
low and you don’t have more than 
f 4/5 or an f 3/5 lens, use of a 
flash is necessary. In using flashes 
on window displays, select a small 
reflector which won’t spread the 
light far enough for it to hit your 
lens. It’s also well to move the 
camera back quite a ways from 
the window as a _ precaution 
against hitting the lens with the 
flash. 


Window Picture File Extremely 
Valuable 


The office appliance dealer who 
learns to photograph his own dis- 
plays and those of merchants in 
other cities will find the pictures 
extremely valuable for reference 
purposes. In case of his own win- 
dows, a last year’s idea, with slight 
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To Stick or Not to Stick 
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changes, can often be adapted 
next year with equally good re- 
sults. Yet, where displays are 
changed every week or two, it’s 
impossible to remember good ideas 
from one year to the next. A file 
of window pictures, indexed ac- 
cording to season or holidays, will 
enable the dealer to remember 
the details of a past display as 
thoroughly as when he first in- 
stalled it. 

The dealer who takes pictures 
of his windows will also find them 
a source of considerable revenue 
when entered in display contests 
sponsored by national manufac- 
turers. Thousands of valuable 
cash prizes are awarded each year, 
many of which are passed up by 
merchants simply because they 
don’t feel justified in gambling 
on the expense of having com- 
mercial photos taken. But, with 
a little effort, almost any camera 
owner can learn to take “as good 
as commercial” pictures at small 
cost. 


Nally world at- 
lases while the de- 
mand for globes 
and maps kept 
pace, even after 
the display was re- 
moved. Through- 
out the country 
other stationers 
also experienced 
increasing requests 
for these items 
while it is said 
that demands of 
business houses 
for maps are in- 
creasing due to 
new_ information 
revealed by the 
1940 census. 





OME salesmen wil! not take no for an answer and they stick and hang— 
S and sometimes get away with it. Other salesmen who hate to take a no, 
just spill the beans by sticking. There are salesmen who do not know when 
they are licked. Sometimes that proves an advantage; sometimes not. 

There is nothing strange in the “] don't want anything today” attitude of 
many prospects when approached on a cold turkey basis, without previous 
contact or appointment. Most of us will, first off, say “No” when approached 
by anyone who wants to sell something, whether it be magazine subscriptions 


“to help me through college” or a demonstrator 


the new models come in.” 

I cannot expect a busy man to give willingly of his time to listen because 
I want to make a sale. It is up to me to start him thinking in terms of what 
he wants and might buy. A man must be very busy indeed to refuse to listen 
to talk about something he really wants or something I can show him he 
can use profitably. More often than we realize, I think, the prospect really 
has a need, not to say a desire, for the thing we have to sell.—Frank Far- 


rington. 





“I want to move off before 





CONFIDENCE—THE MAGIC WORKER! 


Assurance That Products Offered Are of the Best 


E RECENTLY asked a vete- 
ran stationer what helped 
him most to win success. 

He replied, “I could give you 
the old bromide ‘hard work’ and 
not be far wrong. But I really feel 
that confidence is the vital fac- 
tor that has helped me most. I 
mean supreme confidence — confi- 
dence in the stationery business 
as a whole—the merchandise I 
sell and my ability to Sell it.” 

“Just how do you mean that 
specifically?” we asked. 

“Well,” he said, “building a sta- 
tionery business is no cinch. It 
is usually a hard road with many 
turnings—but the man who holds 
true to his aspirations despite ob- 
stacles—the changing currents 
the deep mud of price-cutters— 
the long detours, and does the 
best he knows how with the breaks 
he gets—learns by the mistakes 
he makes—is bound to reach his 
goal in spite of competitive de- 
tours-——because he has that magic 
worker—confidence—to spur him 
ever onward no matter how tough 
the going gets. 


An Order That Back-Fired 


“To be specific, here’s a case in 
point. Recently, against the stif- 
fest kind of competition, I sold a 
large concern a small trial order 
of a certain kind of equipment 
which I claimed would do certain 
things efficiently. If this small or- 
der proved satisfactory my com- 
pany’s equipment was to be in- 
Stalled throughout the entire 
plant, which meant a whale of a 
sale for me. 

“Frankly, I thought the order 
was in the bag, because I felt very 
confident that our equipment 
would make good. Everywhere it 
has been put in, people were de- 
lighted with its performance. But 
much to my surprise, the purchas- 
ing agent phoned me that our 
equipment had failed badly. He 
didn’t mince words telling me just 
how bad our equipment was, and 
wound up saying he wouldn’t have 
it as a gift. As soon as I recovered 
from the shock, I rushed over to 
see the P. A., and offered to show 
that our equipment was up to the 
efficiency we claimed for it. He 
Said ‘go to it’ with a glitter in his 
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eye. I did. But the instant I 
Started, I knew that something 
was wrong. The hitherto perfect 
equipment wouldn’t work. Nothing 
I tried would make it perform 
properly. Somewhere there was 
an unseen flaw in the installation. 
Some one little thing had gone 
wrong at the factory in making up 
this one shipment of what was 
always a singularly dependable 
piece of equipment. Yet, try as I 
would, I couldn’t find anything 
wrong. Was my face red? 

“Yet, I hated to go out licked, 
without the big sale. I asked for 
a couple of days to get in touch 
with our source of supply to tell 
them about the poor showing of 
their equipment and to see what 
could be done. But the P. A. was 
plenty sore and wouldn’t consider 
my plea. 

“You've had your chance and 
failed,” he replied, as he turned 
and went into his office. 


Opportunity Given to Make Good 


“TI picked up my hat to go out, 
but because I had absolute con- 
fidence in the equipment I re- 
solved to make one last try. I went 
in the P. A.’s office and said, ‘I 
don’t blame you, Mr. Smith, for 
being disgusted and disappointed 
with the demonstration of my 
equipment. But I am absolutely 
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convinced that it was due to a 
flaw that would not be present in 
a new lot. Give me another chance 
to prove it. I am confident it can 
make good.’ 

“My straightforward plea 
worked. The P. A. gave me the 
chance to prove my statement. I 
quickly got in touch with the fac- 
tory, told my troubles, and asked 
them to send new equipment. 

“When the new lot arrived I 
made a demonstration for the 
P. A., and the equipment worked 
like a charm. I offered to replace 
the defective installation, even if 
he didn’t want to give me the 
order. The P. A. was so pleased 
he gave me an order on the spot 
for additional equipment, and la- 
ter gave me orders for the com- 
plete installation.” 

Confidence a Primary Factor 

Underlying Success 

“But don’t you think other 
things are needed besides just 
confidence? How about keeping 
up-to-date with new ideas to meet 
ever changing conditions?” we 
asked. 

“Yes, of course,” he said. “For 
example, when I started in busi- 
ness, we sold only paper, pens, 
inks, blank books, etc., with little 
thought or effort given to modern 
merchandising methods. 

“Today we are Selling thousands 
of items—many of them of a tech- 
nical and specialty nature that 
not only require a_ thorough 
knowledge of the merchandise, 
but also its application to the 
consumer’s use. We need well- 
planned selling and sales promo- 
tion plans to reach consumers. 
And, of course, the store itself 
must be up-to-date in window 
displays, store display, layout as 
well as having an efficient stock 
control, plus sound financial man- 
agement. But I contend that the 
prime factor that helped me to 
successfully meet these ever 
changing conditions was confi- 
dence. 

“Why? Because while new ideas 
are the life blood of any business, 
they are not worth a dime unless 
they are put into action. And to 
get new ideas into action, some- 
one has to really believe in them. 
In other words, have complete 
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confidence in the idea to invest 
time, money and energy to make 
it work. So you see confidence is 
really the driving power that mo- 
tivates the success of an idea or 


a business. And one of the best 
things about confidence is, that 
it is a self-builder that pyramids 
its power—because confidence be- 
gets confidence. 


a5 
o/ 


“In fact,” he concluded, “in the 
present emergency of all-out de- 
fense, priorities and scarcity of 
materials—confidence will go a 
long way in seeing us through.” 


Demonstration Skills 
NEEDED BY TYPEWRITER SALESMEN 


Note——Mr. Scroggins’ remarks 
were written after perusal of the 
discussions in the October issue by 
Frank C. Hall, manager of the San 
Antonio office of the Underwood 
Elliott Fisher Company, and Wil- 
liam A. Metzger, sales manager of 
the portable division of the Royal 
Typewriter Company, until his re- 
cent death in an airplane accident. 
Mr. Hall advocated the use of the 
hunt-and-peck system in making 
demonstrations. Mr. Metzger won- 
dered if genuine typing skill would 
not be a valuable asset to a type- 
writer salesman. Mr. Scroggins 
thinks there is a place for both 
skills. 


Y EXPERIENCE in “taking 
M orders” for typewriters for 
lo, these many years, has con- 
vinced me that there are times 
when it might prove to be the 
master stroke, if a salesman could 
efficiently operate a_ typewriter 
and be able to recognize the op- 
portune time to do so. Caution 
should be exercised because a dis- 
play of typing skill could be dis- 
tinctly detrimental. Sometimes I 
find it very convenient to be just 
a hunt-and-peck operator, while 
as a matter of fact, I do operate 
by touch. 


WARD’S FEA- 
TURES POLAR 
PRODUCTS FOR 
CHRISTMAS. — 
Products of the 
Polar Manufac- 
turing Company, 
Philadelphia, Pa., 
were utilized by 
Ward’s Stationers, 
Boston, Mass., to 
attract Christmas 
shoppers seeking 
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When demonstrating a_ type- 
writer, I first ascertain if I am 
talking to an experienced touch 
operator, a hunt-and-peck artist, 
beginner, has-been, or what-have- 
you, and am guided accordingly. 
Of course, with an experienced op- 
erator, I much prefer that she use 
the machine. Hence I peck out 
just enough writing to make my 
demonstration effectively and let 
the real operation and demonstra- 
tion of speed, convenience, etc., 
rest upon the prospect’s shoulders. 
This operator’s ego wil! cause ad- 
mission of the smooth operation 
and speed of the machine. Just a 
side remark or two and an expres- 
sion, by the salesman, of what she 
can do when she becomes accus- 
tomed to the touch, does the trick. 


Use Both Methods on Beginners 


Now, with a beginner, or hunt- 
and-peck operator, the circum- 
stances are entirely different. I 


. 





demonstrate both methods, hunt- 
and-peck and touch, and pour on 
all the speed possible when writ- 
ing touch, emphasizing the fact 
that with my machine and a little 
practice, she, too, will be able to 
use the touch method, with the 
rhythm and speed just demon- 
strated. This is a knock-out blow, 
because most hunt-and-peck op- 
erators, and all beginners have 
the ambition to operate a type- 
writer at a very high rate of speed. 

The feel of the keys, responsive 
acceleration and business purr of 
a typewriter means something to 
an experienced touch operator, but 
not a beginner. On the other hand, 
the sight of one’s fingers flying 
over the keyboard, in perfect 
rhythm, producing neat and ac- 
curate typewritten copy, certainly 
creates desire and encouragement 
to the novice. 


So, in my humble opinion, both 
Mr. Hall and Mr. Metzger are cor- 
rect; but by all means, one should 
use discretion when exhibiting 
speed to a prospect; if not, the im- 
pression might be left that the 
machine is for professionals only, 
which certainly would discourage 
many good typewriter prospects. 


One y 


to buy something 
for the office man 
or woman. It was 
an unusually fine 
window which 
starred Polar’s of- 
fice “‘working 
tools” in such a 
manner as to sug- 
gest a great num- 
ber of desk fittings 
from which the 
busy shopper 
could choose. 
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Analysis and Recommendation 


LEAD TO FURNITURE SALES SUCCESS 


— nine out of ten By BERT MERRILL 


salesmen are likely to make forth 


The bulk of the Grimes-Stass- 
office furniture business 


their first statement ‘Yes, we have 
a beautiful desk,’ office furniture 
cannot be sold successfully for its 
beauty,” thinks R. A. Thomas, 
sales manager for Grimes-Stass- 
forth Stationery Company, Los 
Angeles, Calif. “Beauty is desired, 
and naturally it is present because 
office furniture must have eye-ap- 
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peal; beyond that it has no value. 
As office appliance people, we must 
realize that when we are Selling 
files and desks we are selling tools 
for the individual or individuals 
to work with. A desk is actually a 
work bench.” 


SHAW: WALKER 


OFFICE TOCKS 





comes through men at work in the 
field. At the start these men en- 
deavor to impress the customer 
with the forty-year-old reputation 
of the furniture line they handle, 
and then the firm’s own seventy- 
year record. Purely from the cus- 
tomer’s standpoint the salesmen 
are constantly trying to educate 





Steel Furniture Display in the Window of the Grimes-Stassforth Stationery Com- 
pany Store, Los Angeles, Calif.—The theme is utility and efficiency, with reference 


to desks and chairs as office tools. 


Note the light background that gives emphasis 


and distinction to the furniture grouped in front of it. 
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their prospects toward under- 
standing that modern business 
with its keen competition means 
attention must be given to the effi- 
ciency of office equipment and 
systems. 

A few years back American busi- 
ness made every effort to bring its 
methods up to date and now, these 
salesmen indicate, it is time that 
business executives gave some con- 
sideration to the equipment. Mr. 
Thomas declares that it is up to 
the office appliance people to show 
what can be done by making an 
intelligent survey and showing 
what can be done with standardi- 
zation of furniture both in make 
and dimension, increasing avail- 
able, valuable floor space by dis- 
carding obsolete equipment and 
increasing efficiency through more 
compact arrangements. 


Insulated Filing Equipment 
Recommended 
Grimes-Stassforth salesmen do 
their best to convince prospects 
that important papers, documents 
and records should be filed in in- 


sulated equipment—fire resisting 
files or safes—for full twenty-four- 
hour protection if at all possible. 
In conjunction with this point 
they first analyze present condi- 
tions and then make recommenda- 
tions. Always they seek delivery 
of equipment for demonstration 
on the man’s premises, for there 
are others interested beside the 
man spending the money, and 
they help to influence sales. 
Grimes-Stassforth salesmen are 
trained in a specialized technique 
in analyzing problems. The manu- 
facturer’s catalogue is the first line 
of demonstration, and this is as- 
signed by sections to be studied by 
the men and submitted in written 
form as though recommending for 
a customer. Throughout the year 
reviews are made through written 
tests on the entire material; 
grades given on these tests show 
the sales manager where weak- 
nesses are and where help needs 
to be given. When it is known 
they will be welcomed and given 
the buyer’s full attention, specifi- 
cations are taken in advance of 
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presentation of recommendations. 

Typical of the sort of work these 
salesmen do was the recent case of 
a doctor who is about five feet six 
inches tall. He sat behind a mas- 
sive, carved seventy-two-inch desk 
covered with heavy equipment, in 
an upholstered chair which 
topped his head; right behind him 
was a picture of one of the presi- 
dents. The salesman tactfully re- 
minded the doctor that first of all 
he must sell himself to the pa- 
tient, and his recommendation of 
a sixty-inch, uncluttered desk and 
a smaller and more comfortable 
chair were accepted, along with 
removal of the detracting picture. 
The doctor now agrees with the 
Salesman that he has a more Satis- 
factory “work bench.” 

Window displays supplement the 
Grimes-Stassforth field work. As 
often as possible full displays, like 
that shown here, are created. At 
other times Sales Manager Thomas 
makes a determined effort to keep 
some piece of furniture in this par- 
ticular window to help sell the 
passerby. It works, too. 


TIERED CHAIR DISPLAY SAVES SPACE 
AND SPEEDS CUSTOMER SERVICE 


RAMPED for space in which to 

display office chairs, the sta- 
tionery department of the Mis- 
sourian Printing & Stationery 
Company, Cape Girardeau, Mo., 
solved the problem with a specially 
designed chair-display rack on 
which eight chairs can be dis- 
played in the space formerly oc- 
cupied by four. 

“Stock samples Kept on the fix- 
ture present a cross-section of all 
chairs in stock,” says Ferd N. 
Sturm, manager of the depart- 
ment. “This is a great advantage, 
since it is impossible for us to 
place our entire stock of chairs in 
the display room. The fixture 
speeds customer - selection and 
gives greater visibility because the 
top rows of chairs are eye-level, 
thus giving better display.” 

Designed by a former manager 
of the stationery department, the 
two-tiered metal rack was made 
to his specifications by The Gen- 





This Specially Designed Chair Display 

Fixture in Use at the Missourian 

Printing & Stationery Company, Cape 

Girardeau, Mo., Conserves Display 

Space and Speeds Customer-Selec- 

tion. As shown here, they are used 
in pairs. 


eral Fireproofing 
Youngstown, Ohio. 

Its lines are of simple “skeleton” 
construction, consisting of four 
vertical columns, at the base and 
top of which are two horizontal 
supports, on which the chair-legs 
rest. The back support is five 
inches higher than the front, giv- 
ing the chairs a forward tilt. The 
edges of all supports are raised 
one inch, resulting in a groove four 
inches wide, which holds the 
chairs in place. 

As shown in the photo, the racks 
are used in pairs, their backs to 
each other, resulting in a neat 
compact display. Olive green in 
color, they are grouped near other 
office furniture of a similar hue 
so as to present a harmonious 
color scheme. The height of the 
fixture is four feet and its length 
is sufficient to accommodate four 
chairs of widely different designs 
and measurements. 


Company, 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
)perating on a wave length ol! 
CONFIDENCE ... COURAGE... 
COOPERATION 


Through 1942—for YOU 


HANKS a million for the many 

expressions of cooperative in- 
terest in this build-together col- 
umn made possible by OFFICE AP- 
PLIANCES, the better - business 
KEYNOTER magazine, with the 
S-A-L-E-S K-E-Y on the cover 
of each generous monthly issue. 

A sales-minded aggressive sta- 
tioner from an Atlantic seaboard 
state mailed me a most effective 
and timely sales booklet for re- 
view in this BUSINESS BUILD- 
ERS column. The title of it is, 
“A ‘Storm Warning’ to Salesmen”’; 
the author is H. K. Dugdale; and 
it is published by The Kirkley 
Press, Lippincott building, Tow- 
son, Maryland. Your immediately 
securing copies of this fact-full 
message is whole-heartedly sug- 
gested. 

This pert, peppy booklet in its 
sixteen chuck-full pages of boiled- 
down real SALES-MEAT flags the 
warning of such factors as “EASY 
SALES WITHOUT TOO MUCH 
EFFORT ON YOUR  PART;” 
“Though CONDITIONS are con- 
tinuously changing FUNDAMENT- 
ALS never change”; “While it’s 
a good time to cultivate new 
friends and get new customers 
hold on to your old ones;” and 
this key thought “Make people 
PREFER to buy your product.” 


* * . 


From a helpful office outfitter 
from way down in that grand old 
state of Texas, which state and 
stationer I hope to know person- 
ally some day, comes this treas- 
ured contribution to our column. 
As he so aptly put it, it is from 
his Lefax notebook and I'll guar- 
antee it is worth your immediate 
clipping in its entirety for your 
own idea notebook. In fact we 
suggest you underline with your 
own pencil for your own re-read- 
ing the last 23 words: “Christo- 
pher Morley caught the Christ- 
mas sentiment of good will when 
he said: ‘There is an efficiency of 
the heart that transcends and 
contradicts that of the head. 
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SIKES CHAIRS IN AN UNUSUAL SETTING.—Chairs manufactured by The Sikes Com- 
pany were recently installed:in the quarters of the Board of Estimate of the city of 
New York and they were specially designed and constructed for the job. They are 
unusual in that each one is a posture chair with back height and proportions of formal 
judges’ chairs. They have four adjustments and are equipped with Sikes ‘Fixed Float- 
ing’’ seat mechanism. The chair in center is for Mayor LaGuardia who presides at the 
board meetings, and is graced with a pediment consisting of a hand-carved eagle with 
wing spread the full width of the chair top. All units are upholstered with foam latex 
covered with black leather. Installation made by A. Pearson's Sons, Inc., 359 Pearl 
street, Brooklyn, N. Y. 





STEELCASE EQUIPMENT THROUGHOUT.—-New Grand Rapids offices of the Graybar 
Electric Company, manufacturers of electrical equipment, were recently outfitted through- 
out with Steelcase desks and filing cabinets of the Metal Office Furniture Company. The 
picture gives a good idea of the neatness obtainable by standardization in an office. 





Things of the spirit differ from 
things material in that the more 
you give the more you have. The 
comedian has an immensely bet- 
ter time than the audience. To 
modernize the adage, to give is 
more fun than to receive. Espe- 
cially if you have wit enough to 
give to those who don’t expect it. 
Surprise is the most 
joy of humanity.’ 

“But we are not methodical in 
kindness,’ continues Mr. Morley, 
‘We don’t ‘fill orders” for consign- 
ment of affection. We let our kind- 
ness ramble and explore; old for- 
gotten friendships pop up in our 
minds and we mail a card to 
Harry Hunt of Minneapolis (from 
whom we have not heard for half 
a dozen years just to surprise 
him.)’ 

‘‘A business man who shipped 


primitive 


a carload of goods to a consumer, 
just to surprise him, would soon 
perish of abuse. But no one ever 
refuses a shipment of kindness, 
because no one feels overstocked 
with it. It is the coin of the realm, 
current everywhere.’ 

* * 4 

Take a moment when you can 
and send this column a thought 
or two from your own experience 

. our address is Box 2153, c/o 
Shaw & Borden Company, Spo- 
kane, Washington. 

* 7 . 

BUY, BUILD, WORK, DEFEND, 
and SERVE in the interest of our 
U. S. A. 

Ralph B. Ortel. 
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LEOPOLD EQUIPPED.—Shown here is an 
office of the Glaser Beverages, Inc., Seattle, 
Wash., which is one of several in which 
Leopold furniture was installed by James 
D. Headley, of Seattle. The picture shows 
how well the graceful lines of the Leopold 
desk harmonize with the modern set-up of 
this office. 








OUTFITTED WITH Y. AND E. PRODUCTS 
John Morrell & Company, Sioux Falls, S. D., 
equipped with Associate steel desks of the Yawman and Erbe 
Manufacturing Company 
gray and matched perfectly with the decorations of the offices. 
Top) The general office and 


Two offices of the 
after they were 


All desks were finished in Neutra-Tone 


lower) a battery of special office 
machine desks. The installation was made by Brown & Saenger, 


Inc., Sioux Falls 
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GUNLOCKE CHAIRS IN A SUPREME COURT.—When the supreme 
court of Alabama sits at Montgomery, Ala., it is upon new W. H. 
Gunlocke Company chairs which were recently installed in this 
austere setting by the Mercantile Paper Company of Montgomery, 
and the Godwin Stationery Company of Birmingham. The cabinet 
and all chairs are of genuine walnut, with the latter in a Chippen- 
dale style and upholstered in top grain leather. The judges’ consul- 
tation room is fitted with Gunlocke chairs of the same type regu- 
larly supplied to the federal government for this kind of installation. 





Each Day's Task 


@© IN a recent address to the annual conven- 
tion of the Canadian Chamber of Commerce at 
Ottawa, United States Under Secretary of Com- 
merce Wayne Chatfield Taylor made a state- 
ment that epitomizes the challenge of 1942 to 
every man in a free land: perform your daily task 
with increased energy to the best of your ability. 

“No one can prophesy how many years this 
struggle will last,” he said, “or what part we as 
nations or individuals will play. But if our com- 
mon interest and purpose are clear and if our 
tasks are carried out faithfully and wholeheart- 
edly, we need have no doubt of obtaining our 
objectives.” 

An appeal with the same keynote more 
urgently uttered was made to all Americans 
working for defense by William S. Knudsen, 
director general of OPM, shortly after the 
United States entered the war. In part, Mr. 
Knudsen said: “Let us move all schedules for- 
ward and put the supreme effort into getting 
more and still more material, that our fighting 
forces may have the means of carrying on total 
war. .. . The Office of Production Management 
appeals for the utmost effort from American 
labor and management, that victory may come 
swiftly and be complete. Man-hours worked by 
willing hands will do it.” 

Appropriate also to the thought are the 
closing words of a current advertisement of 
one of our typewriter manufacturers: “Some 
millions of us are helping directly, in mines and 
fields and shops. The rest of us can only do each 
day’s task as it lies before us .. . do it the best 
we can... and then find more to do. Our part 
is to keep things going at home for these boys 
of ours. And no hand is fast enough, no day 
long enough, to do all that we want to do.” 


-_—_—ee- ~— 





THERE is, however, a limit at which forbearance 
ceases to be a virtue. —Edmund Burke. 


om - 


N. S. A. Is in Action 


#@ THE National Stationers Association has 
already announced its gearing up to the new 
situation. In his Washington News Letter of 
December 20, General Manager Charles P. Gar- 
vin outlined the action taken by the association, 
and mentioned the beneficial meetings held by 
the Manufacturers Council. 

An N.S. A. National Unemployment Exchange 
will be operated by participating travelers clubs 
and local associations. Its purpose will be to 


aid in making new connections for travelers who 


EDITORIAL 


are out of jobs because of changing condi- 
tions. Firms will also be helped to fill openings 
created by the loss of drafted men. 

A National Emergency Committee of Retailers 
has been formed, according to Mr. Garvin, to be 
consulted on all matters affecting the stationery 
business. Along with this group will be a com- 
mittee of twenty “key men” appointed to work 
with headquarters in connection with problems. 

“Meanwhile,” said the News Letter, “work 
progresses on N. S. A.’s wartime regional confer- 
ences and many other phases of work and co- 
operation fitted to the demands of the day.” 

The office equipment industry is alert and will 
give a good account of itself. On page 11 of this 
issue OFFICE APPLIANCES makes further state- 
ment in announcing its special information serv- 
ice under the emergency. 


-—_>-o.>-——— 


A MAN’S judgment is no better than his informa- 
tion; to improve your judgment you must increase your 
information. —E. L. Chase. 


-__ee- 


"Good Neighbor" Relations Grow 


#4 THE growing relations among nations of 
the Western Hemisphere are increasingly gra- 
tifying, aside from their defense activities for 
mutual protection. Close economic codperation 
between the United States and Canada has been 
functioning for some time, and plans are under 
discussion for continuance after the war. 

Similar relations prevail with our neighbors 
to the south. In typewriter trade, for instance, 
Latin-American markets have been taking 49 
per cent of our exports, compared to 20 per cent 
in 1929. Social intercourse is also increasing. 
The coming months will bring distinguished 
citizens from Brazil, Chile, El Salvador, Guate- 
mala, Haiti, Panama, Paraguay, and Venezuela 
to visit our universities and other cultural 
institutions. In the December Nation’s Business, 
a distinguished Argentine statesman is quoted 
for his favorable appraisal of the political and 
social order achieved by people of the United 
States. 


_—_~eo-- — 


THEY are never alone who are accompanied by noble 
thoughts. —Sir Philip Sidney. 





SS 


Tools of Management Essential 


@¢ AN official at Washington recently told an 
office equipment manufacturer that so far as he 
could see a person could work as well sitting 
on a cracker barrel as on any other seat. The 
incident offers a clear-cut example of the need 
of continual emphasis upon the importance of 
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proper equipment for the executive and office 
worker. Dealers and manufacturers should not 
only preach this daily but also the importance 
of the planning, record keeping, and adminis- 


HERE AND THERE 


WOODRUFF SHOWS PICTURE TO 
PROVE HOW HARD HE WORKS 


In a hotel room during the last 
stationers' convention a group fell 
to discussing how much time a sales 
man devotes to actual selling. 
Guesses ranged from |5 to 60 per 
cent with sellers sticking close to 
the higher figure. 

Later, E. T. Weis, president, the 
Weis Manufacturing Company, 
clipped from a magazine an "‘au- 
thoritative" statement the author of 





THIS LITTLE GENT who looks like he 
is ready to pin somebody's ears back 
and is trying to yank the bottom but- 
ton off his coat, ladies and gentlemen, 
is none other than our good friend 
Stan Woodruff, age four. He denies 
the picture was taken one year before 
he went to work for Weis. 


which claimed a salesman's actual 
working time was 25 per cent. This 
clipping Mr. Weis sent to Stan 
LAS : ! rr | r 

Woodruff, who covers the East for 
Weis. 


IMPERIAL METHODS’ SANTA CLAUS 
GRACES DEALER WINDOW.—When of- 
ficials of the Stevens Maloney & Com- 
pany, Chicago dealer, saw the charm of 
an oil painting of Santa Claus which 
was used by the Imperial Methods Com- 
pany, Forest Park, Ill., as part of their 
Christmas advertising, they wanted to 
feature St. Nick in their Loop store win- 
dow. A request was made to Imperial 
Methods with the result that Chicago 
shoppers were treated to a first hand 
view of the delightful picture of Santa 
Claus using Imperial Methods’ file boxes 
and desk trays. 


Stan's reply was to send to his 
boss the picture reproduced here 
with a notation reading: "Look how 
much weight we salesmen lose on a 
diet of a 25 per cent working 
schedule.” 





SMITH & BUTTERFIELD "LOST" 
SINCE 1906 


Most manufacturers no doubt 
keep their records up-to-date but 
judging by a recent experience of 
Smith & Butterfield, 305-307 Main 
street, Evansville, Ind., some don't! 

The Evansville firm some six 
months ago moved from another 
address to the present location and 
as a result is still receiving a quan 
tity of mail addressed to the former 
store. But the pay-off came one 
day last month when they received 
a letter from a manufacturing com 
pany which was addressed to a 
store which Smith & Butterfield 
hasn't occupied since |906. 





LITTLE PIGS WHICH WENT 
TO TWINLOCK MARKET 


There are some skeptics who would 
scoff at the following story if we 
didn't have a picture to back it up. 

Out in Beckenham, England, Percy 
Jones (Twinlock) Ltd., has its plant 
where pigskin is much used in the 
manufacture of high grade covers. 
When, by some instinct local pigs 
become aware that Twinlock has 
vacancies, they all troop down to the 
plant to gladly offer their hides and 
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trative end of business as essential to produc- 
tion. Moreover, there can be no co-ordination 
of government or business without the modern 
office tools with which to operate. 


thus each become his or her own 
monument. ‘Tis even said that some 
deceitful animals hide their blem- 
ishes with a dab of shoe-polish or nail 
varnish when their skins fall short of 
the company’s standard. 

So, when a batch of the animals 
drop in unescorted (see picture} and 





OFFERING THEIR ALL.—These three 
visitors have visited the Twinlock 
plant to offer their valuable hides for 
posterity. Note the sagacious expres- 
sion on the gentleman at right who is 
about to sign the visitor's book while 
his two pals wander over to a show- 
case of covers to get an idea of how 
they'll look in the sweet bye and bye. 


stand up by a counter to shake 
hands with the boss (again see pic- 
ture) or sign their names in the visi- 
tor's book (take another look) while 
a gentleman stands at the door to 
open it for them (once more) they 
are subjected to a close scrutiny and 
turned away with gentle tact if not 
quite fit. 

Ed. Note——We don't know how 
we'd get away with this if we didn't 
have the photograph. 














N. S. A. GENERAL MANAGER CHARLES P. GARVIN IN VARYING MOODS 


C. P. Garvin—Secretary Extraordinary 


HEN Charlie Garvin took over the reins of the 
National Stationers Association as secretary and 
general manager in 1928, he was widely known in the 
industry because of his activities in N.S.A. affairs and 
his work as traveling representative and later sales 
manager of the F. S. Webster Company. Unlike many 
who settled in Washington, D. C., he went without 
political aspirations and without political connections 
He established N.S.A. headquarters in the nation’s 
capitol simply as an association man. Before long, 
however, his personality, his knowledge, his special 
aptitudes and skills earned him a permanently high 
place in the regard of Washingtonians. Perhaps the 
finest compliment paid him, and the surest indication 
of the esteem in which his fellow citizens hold him 
occurred in November, 1940, when he was elected to 
exemplify the “giving” inhabitant of Washington in 
the Community Chest Fund drive. His picture was 
anonymously used in newspaper and other advertising. 
A robust, fearless fighter for what he believes is 
right, Charles Garvin does not “pull his punches.” His 
personality fits no stereotyped pattern. Founded on 
solid, stable principles of worth, it is unique. His 
physique is as impressive as his talents. With perfect 
frankness he admits that “tight pants and castanets” 
do not go well with his architecture. He prefers to be 
himself. 

Trade associations in other industries, international 
service organizations, governmental department heads 
and other such fact seeking contacts have come to 
recognize his abilities and seek his council. He is a 
man who talks a plain language, his very simplicity 
of words often shearing through the confusion sur- 
rounding a problem. 


A Quick Thinker 


He can think “on his feet’ about as fast as anyone 
and his judgment is sound more often than otherwise. 
He has studied and worked with the problem of this 
industry for many years. In the process, he has 
acquired a great fund of information and has devel- 
oped the capacity to communicate this knowledge to 
others. 

October 30, 1885 was his birthday. Had he lived 
about 1776, he would have been called a “patriot,” for 
he loves and reveres his “America” and takes pride in 
its traditions and progress. He probably never tried 


to emulate Paul Revere, but he was born in Cam- 
bridge, Mass., and rightly inherits love of independence 
even though born too late to be a minute man at 
Lexington. 

Broad experience has taught him to carry on despite 
difficulties, capitalizing on events as they come about 
in whatever manner they afford honest opportunity 
for service to the industry he has chosen to represent. 
A natural iconoclast, he calls a spade a spade. He 
plays no game of “safety first.” He is primarily prac- 
tical in the sense that he tests theory in practice, 
discarding those things that do not measure up. 


Work Is Approved 


The impressive growth of N.S.A. during his years as 
general manager is striking evidence of his capacity 
and ability. Yet, his achievements as executive officer 
should not be measured entirely by the growth of the 
association. True judgment is not based on what we 
win or lose, but on “how we played the game,” how 
truly we have contributed service. His handling of the 
organization’s affairs from year to year has won the 
admiration of all who know him. It is a special privi- 
lege to express appreciation of his work, which has 
been a distinct benefit to all. Today, as a result of his 
leadership, the N.S.A. is recognized as a fact finding 
body second to none and is known as an essential and 
logical operating unit of service in the commercial 
activities of the country. 

Ever looking to the future with renewed zeal for 
service and greater confidence in the opportunity for 
constructive effort that lies ahead, Charlie Garvin 
recognizes that the industry—as such—is ever moving 
forward. He realizes his responsibility and has a true 
sense of the obligation that rests upon him as general 
manager of the National Stationers Association. Upon 
his integrity this industry can rely. 

To express his viewpoint toward associates and 
friends, the following is quoted from one of C. P. G.’s 
many compositions in verse form: 

“Give him a lift, when the going’s rough, 

Help him when he’s not strong enough, 

Show him your best before he goes 

And you won’t need to weep when the book is 
closed.” 

Here’s to Charles 
long and prosper 


“Potomac” Garvin. May he live 
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The Guest Book 


Major Chester I. Wagner, Eastern Tool & Manufac- 
turing Company, East Orange, N. J., signed the Guest 
Book December 2. He retains his interest of many 
years in the office equipment field although his prin- 
cipal activities now are in connection with business 
of defense. His government experience during the 
war years of 1917 and 1918 and subsequently in han- 
dling surplus property is of particular value in meet- 
ing current requirements. As soon as he can find the 
time to break away he plans to go to Florida for a 
much needed rest. 


Joseph Halsby, honorary secretary and one of the 
founders of Office Appliance Trades Association of 
Great Britain and Ireland, and proprietor of Halsby 
& Company, Ltd., London, for thirty-five years rep- 
resentative of The Todd Company, signed the Guest 
Book December 5. He was on his way to Tucson, 
Ariz., where he plans to stay through the winter after 
which he will go to Los Angeles and travel north 
to Vancouver, thence east to Chicago again, to Roch- 
ester where he will see The Todd Company officials, 
and to New York. In relating interesting experiences 
he told of the building housing Halsby & Company 
being bombed and burned on a Saturday night with- 
out so much as a day’s interruption of business. By 
Monday morning offices had been opened in a building 
adjoining and machines were being delivered from 
a stock which had been kept in a building across the 
street. Stocks of machines were cached in several 
places to avoid the possibility of a bomb or fire wiping 
out the supply. He reported that furniture and fix- 
tures were difficult to obtain on the market but that 
other office appliance companies generously shared 
their own, thus enabling Mr. Halsby’s business to 
operate with all necessary equipment in the new quar- 
ters. Thirty-five years’ accumulation of records were 
destroyed but it is expected that from eighty to ninety 
per cent can be replaced. The Office Appliance Trades 
Association which Mr. Halsby served so long and so 
well occupied space on the same floor as Halsby & 
Company, Ltd., in the building at 6 St. Bride street 
which was destroyed, and continues to do so at 4 St. 


THE DESK AT WHICH THE 
GREAT MARSHALL FIELD & 
COMPANY WAS FOUNDED.— 
Shown here are the desk and 
chair used by Marshall Field 
from the beginning of his career 
to the time of his death in 1906. 
The desk was made to order 
for Mr. Field and is a handsome 
and imposing piece of furniture 
even for his generation. Of 
mahogany, it is beautifully 
hand-carved and measures six 
feet in width and four feet in 
depth. Drawers are deep and 
wide and the top is glassed. On 
the back of a cabinet door is a 
mirror and a wide shelf, backed 
by an ornate railing runs the 
full width of the imposing piece. 
Numerous pigeon-holes are 
built in and, together with the 
entire top, can be covered by a 
roll-top. The swivel chair has 
the original caning in seat and 
back. Both pieces are main- 
tained in a place of honor in 
the store. (Photo courtesy of 
The Field Glass, official house 
ergan of Marshall Field & 
Company.) 
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Bride street. While Mr. Halsby is in this country his 
son and Edgar Smith, managing director, are looking 
after his affairs. 


Herbert H. Webb, proprietor of The Hold-The-Phone 
Company, Dayton, Ohio, was a visitor on Tuesday, 
December 6. He was in Chicago in the interests of the 
device manufactured by his company. 


S. H. Gould of Metalstand Company, Philadelphia, 
signed the Guest Book on December 12. Two weeks 
before he had started on a trip to eastern Pennsylvania, 
New York state, Ohio and Michigan, calling upon 
dealers in many of the principal cities. After com- 
pleting his work in Chicago he expected to return by 
way of Indianapolis, Cincinnati and Pittsburgh. He 
was gratified over the dealer acceptance of the com- 
pany’s new products. 


H. L. Bockfinger of Acme Tag Company, Minneap- 
Olis, visited with the office of this journal by telephone 
November 28. “Bock,” as he was known to friends 
throughout the industry, was connected with Rock- 
well-Barnes Company at or shortly after this journal 
was established, and later for years was with the 
International Carbon Paper Company and Columbia 
Ribbon & Carbon Manufacturing Company. He was in 
Chicago to attend a convention. Although long since 
removed from the industry, he still treasures his old 
associations. He has retained the cheerful qualities 
and the vigor which contributed so much to his popu- 
larity when the office equipment field furnished his 
livelihood and enjoyment. 


John K. Stone, proprietor of Atlas Office Supply 
Company, Houston, Texas, paid us a visit on Decem- 
ber 22 when in Chicago on a buying trip, his first to 
this city. Mr. Stone is a native of Graz, Austria, where 
he was engaged in the office supply business prior to 
the Nazi domination of his country. In January of 
1939 he went to England as a refugee and served as a 
volunteer in the first aid service for fourteen months. 
Then he came to the United States, intending to settle 
in Cincinnati, Ohio, where some of his relatives live. 
Mr. Stone’s story was an inspiration to his listeners 
in this office as he told of how he happened to start 
in business in Houston, and how in eighteen months 
there through his enterprising efforts he has estab- 
lished his growing concern. 
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BEN LAKOW “KEEPS ’EM FLYING” AS 
UNOFFICIAL RECRUITER 


Down at 20 Beaver street, New York City, is an office 
furniture store run by Lakow & Sons where, believe 
it or not, selling furniture is a secondary consideration 
—especially now that America is at war. 

The store has a window—a large one—and it dis- 
plays furniture but said furniture is, once again, 
secondary to other material displayed. 

All of which is merely another way of telling the 
remarkable story of Ben Lakow, office furniture dealer, 
ex-Army flyer, recruiting officer extraordinary and 
100 per cent American patriot. His creed is “Keep 
‘em Flying” and he lives it night and day with the 
result that solely through his efforts the Army has 
received 153 flying cadets. 

Mr. Lakow’s store is an unofficial recruiting station. 
His windows are alive with patriotic posters and pic- 
tures, and his personal time, his auto and his estab- 
lishment are at the disposal of any youngster who 
wants to join the Army Flying Corps. 

Mr. Lakow seeks them out. He parks his car outside 
high schools and colleges where he can get in touch 
with likely prospects. He writes ground-breaking let- 
ters or, if a prospect is handy, he makes a call upon 
him to explain the advantages of aviation in person. 


And he knows whereof he speaks. In 1917 he enlisted 
as a private and was assigned as a motor specialist 
to the 93rd Aero Squadron at Kelly Field, Tex. Soon 
after he was assigned to the Flying School at Langley 
Field, Va., where he became a second lieutenant re- 
maining on duty until 1919. 

After a prospect becomes interested Mr. Lakow takes 
him around to Whitehall street for a preliminary 
examination. If a defect is found he goes into a huddle 
with the doctor and the applicant to see whether it 
can be rectified by treatment, rest or exercise. If 
the would-be flyer is O.K.’d his sponsor gives three 


FRIDEN PREPARES ELEVENTH ADDI- 1" 


TION TO BIG PLANT.—The huge factory 
of the Friden Calculating Machine Com- 
pany, Inc., at San Leandro, Calif., has 
recently completed a tenth addition and 
officials of the company have started 
work on an eleventh which is expected 
to be completed in the near future. The 
picture shows the Friden plant as it 
appeared after the tenth addition was 
made. The new section, which will house 
the administrative and executive offices, 
will be located to the right of the present 
office building as the reader looks at the 
photograph. 





OFFICE APPLIANCES 


BEN LAKOW’S “KEEP ‘EM FLYING” 
WINDOW.—Just let one patriotic young- 
ster glimpse this window, with its Gun- 
locke chair display sharing honors with 
Army Flying Corps pictures, and he’s 
practically in the air for Uncle Sam. It 
is from this establishment at 20 Beaver 
street that Mr. Lakow’s efforts have re- 
sulted in the Army receiving 153 flying 
cadets up to the time war was declared. 


cheers and dashes out to find another birdman for 
Uncle Sam’s Army. 


He Gets ’Em In 

If educational disqualifications are found steps are 
taken to remedy them. In New York there are several 
organizations offering inexpensive courses by which 
candidates for aviation cadet examinations can be 
trained. Mr. Lakow has a list of these and allows 
the candidate to take his choice. 

Even boys, still too young to fly, write to hin: for 
advice on preparing themselves and every one receives 
an answer. Typical of these was a youngster who 
lives in Wilkes-Barre Pa., and asked if, on finishing 
high school he should go to college before entering 
the air service. Mr. Lakow’s reply was: 

“By all means go to college if you can. Get as much 
education as possible. Watch your health closely— 
eat well, sleep well, play well—and the farther you 
go in school the easier it will be for you when the time 
comes to apply for assignment to a flying school. 

“And,” he always adds, “keep in touch with me.” 

Is it any wonder then that an article appearing in 
the United States Army Recruiting News, published 
under the jurisdiction of the adjutant general, says: 

“Thus Mr. Lakow pursues his hobby. It is no wonder 
that officers and enlisted men at Whitehall street 
are happy to have him drop in now and then, for he 
usually brings an applicant with him.” 

And Lieutenant-Colonel John F. Daye, recruiting 
officer for the Southern New York Recruiting District, 
chimes in anent Mr. Lakow’s endeavors with: 

“This is a truly commendable record and one that 
may serve as a shining example to other high-minded, 
patriotic citizens in contributing toward national 
defense. May I congratulate you on your initiative, 


resourcefulness and persistent endeavor, and express 
my hopes for your continued success.” 
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NATIONAL BLANK BOOK SALES CONFERENCE 
WHICH MARKED THE OPENING OF THE NEW 
CHICAGO OFFICE.—(Seated) R. V. Schumacher, 
Columbus, Ohio; Miss A. B. Carroll, Chicago 
office; F. B. Towne, treasurer, Holyoke, Mass.; R. 
E. Towne, assistant treasurer, Holyoke, Mass.; P. 
B. Buckwalter, manager, New York office; A. E. 
Farr, merchandise manager, Holyoke, Mass.; H. 


NATIONAL BLANK BOOK COMPANY “AT HOME” IN 
NEW, ENLARGED CHICAGO QUARTERS 

The formal opening and “house-warming” activities 

for the new Chicago branch offices of the National 

Blank Book Company were held on Saturday, December 

20, from eleven o’clock in the morning until the late 

afternoon hours. Luncheon and liquid refreshments 


were served to several hundred guests, most of whom 
were local dealers handling National lines. 

As visitors arrived they were greeted by members 
of the Chicago staff and taken on personally conducted 
tours through the offices, factory area and stock room. 
including R. E. 


A number of factory men were present, 


VIEWS OF THE NEW 
CHICAGO OFFICE OF 
THE NATIONAL BLANK 
BOOK COMPANY.—(Top 
left) Miss Agnes B. Car- 
roll, in charge of the 
Chicago branch, seated 
at her desk. (Top right) 
Part of the stockroom 
which occupies all of the 
rear half of the second 
floor. (Lower left) A 
View of the general of- 
fice. (Lower right) The 
shop on the second floor 
with the special job 
counter in the  fore- 
ground. (Inset) Exterior 
of the remodeled build- 
ing at Quincy and Jef- 
ferson streets, which 
houses the new offices. 
The National Blank Book 
Company occupies the 
lower two floors and 
basement of the struc- 
ture. 
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(Standing) R. L. 
Hammond, Des Moines; Jack Howe, San Fran- 
cisco; J. P. Hawker, Chicago and southern Wiscon- 
sin; Harold Hansen, Holyoke; Jack Boyd, Detroit; 
T. H. Hansen, Tulsa; Leonard Rose, Chicago; 
Walter O’Brien, Pittsburgh; J. R. Norris, Florida; 


H. Spurlock, San Francisco. 


Louis; Walter Waldvogel, 


Chicago. 


BR. C. Bauer. St. 


Towne, assistant treasurer of the company. He and his 
father, Frank B. Towne, treasurer, were in Chicago for 
the company’s sales meeting, held the week preceding 
the formal opening. Paul Buckwalter, New York branch 
manager, was on hand to greet old and new friends. 
All were under the graciously efficient leadership of 
Miss Agnes B. Carroll, who, as head of the Chicago 
office, was hostess-in-chief. 

While the new headquarters are referred to as the 
Chicago offices, they are in reality much more, because 
they include shop and stock facilities that make the 
establishment a production plant for special accommo- 


(Turn to page 91, please) 
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NEW MACHINES AND DEVICES | 
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“DEFENDER” LINE ANNOUNCED BY 
GLOBE-WERNICKE 
The Globe-Wernicke Co., Cincinnati, Ohio, has an- 
nounced a new and attractive line of wood business 
equipment under the trade name of “Defender.” It 


includes double and Single pedestal flat top desks, 


Clemco and flat top typewriter desks with folding 
type platform mechanism, three sizes of tables, tele- 
phone stand, costumer and desk trays. The desks and 
phone stand are available with leg base or recessed 
pedestal base. 

A new airplane type construction permits the com- 
pany to offer many new features in the Defender line, 
chief among them being an extra wide knee-space 
provided in all desks as well as an extra wide center 
drawer. Other features claimed are: 

(1) Unusual strength without extra weight. (2) Re- 
cessed back panel on double pedestal desks for “over- 





TWO NUMBERS IN THE GLOBE-WERNICKE “DEFENDER” 
LINE.—(Top) Wood desk with six legs and (lower) wood desk 
with recessed base. 


the-desk” conferences. (3) Rounded edges on top 
drawer heads and base. (4) Attractive appearance 
combined with unusual safety and utility. (5) Stream- 
lined design. 

The entire line is available in a handsome quartered 
oak finish, dull rubbed to emphasize the beauty and 
character of the wood. Brown molded plastic pulls 
harmonize with design and finish. Both the leg base 
and recessed pedestal base are the same shade of 
brown as the drawer pulls and have a special alkali- 
resisting finish. 

o—- 
VAN DYKE’S NEW FLUORESCENT LAMP 

Van Dyke Industries, Twenty-first and Rockwell 
streets, Chicago, has announced a new addition to its 
line of fluorescent lamps which is designated as the 
No. 600 and is manufactured to retail at $7.95. 








Made for desk use the lamp is unusually attractive 
in design and of a finish to harmonize with any type 
of office furniture. It has a large receptacle at the 
base for pens and pencils and is equipped with rubber 
feet to protect furniture and prevent sliding. A 





THE NO. 600 VAN DYKE LAMP 


manual switch, which operates instantly, is located 
on top of the shade for easy accessibility. The finish 
is bronze Morocco. 
——— o —___ 
NEW CHAIR LINE BY STURGIS 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has introduced a new suite of office chairs of which 
the No. 3300 executive swivel model shown here is a 
member. Other models in the line include two side 
chairs and another swivel number. 

The No. 3300 has a light-weight steel streamlined 
base with all joints neatly welded and with full-length, 
chrome-plated scuff plates. The seat frame is a com- 
bination of one-inch square tubing with a two-inch- 
wide steel band. Seat height is adjustable from 171 





THE NO. 3300 CHAIR 


to 1915 inches and seat tilting is adjustable as to 
spring tension. Seat dimensions are, width, 1914 
inches, depth, 1714 inches, thickness, 2% inches at 
edge and 3 inches in center. 
Upholstery is genuine leather, 


artificial leather, 
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It goes where the Navy goes 











Unloading Mimeograph duplicators in Iceland for use by U. S. Navy shore establishment. Drawn by Norman Price 








Seal of the Navy Department... eagle 
and anchor over a fast-sailing frigate of the 
type that helped make America a nation. 


li Iceland, Bermuda and 
Trinidad . .. in Alaska, Hawaii, 
the Philippines . . . from New- 





port News to Bremerton .. . 
wherever the Navy is, there is 
the Mimeograph duplicator. 

It goes to sea with the battle- 
ships and cruisers . . . turns 
out the drill schedules, the 
gunnery schedules, paymaster 
supply lists, the orders for 
landing operations, the always- 
welcome list of names for the 
“liberty party.”’ 

In ports and bases, 
Mimeograph duplicated forms, 
bids, specifications, bulletins 





do the ‘‘housework’’ tinat 
keeps our navy shipshape. 

Mimeograph equipment is as 
integral a part of Navy com- 
munications as the radio, the 
many-colored signal flags, the 
blinker signal lights. 

It is proud to be helping the 
Navy do the job the nation 





wants done. 





Get the paper work out quickly 
get it out accurately --. get it out 
readably ... get it out in confidential 
privacy when necessary ... 

these are just a few reasons why 
the U. S. Navy, like U. S. business, 
depends on the Mimeograph dupli 
cator and supplies. 

With Mimeograph stencil sheets 
and inks, it turns out the job the way 
you want it turned out— crisp, clean- 
cut copies, 50 to 150 of them per min 
ute. You can eliminate chances for 
error, cut down reading time and 


eve fatigue. 





MimMEOGRAPH Is the trade-mark of A. B. Dick Con 


Put the Mimeograph duplicator to 
work in your office or plant on prob- 
lems of paper control. Our staff of 
trained duplicating experts is ready 
and waiting to work with you on your 
own “‘communications”’ problems. 
Telephone the Mimeograph distribu- 
tor in your community—or write 
A. B. Dick Company, Chicago. 


Mimeograph 
duplicator 


pany, Chicago, registered in the U.S. Patent Office. 
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mohair frieze fabric or Bedford cord over rubberized 
seat cushion, padded back and arms. Padded arms are 
214 inches in width and the entire unit rests upon 15% 
diameter soft rubber casters. 

Enamel finishes available are olive green, brown, 
maroon, black and metallic gray. 


NEW D&éSK LINE BY MICHIGAN 

The Michigan Desk Company, Grand Rapids, Mich., 
has announced a new desk line which includes flat 
top, stationary bed typewriter and pedestal typewriter 
desks in all of the usual sizes and finishes. 

The units in the new line are of genuine oak with 
144-inch tops, three-ply panels and full panel backs. 
Legs are 134-inch tapered. Drawer pulls are of metal 
with all drawers partitioned and regular Michigan 
extensions runs are standard on all models. While 





THE NEW MICHIGAN DESK 


the line carries a low list price each number is made 
under the regular Michigan construction standards. 
i ee 
ENGLISH LOUNGE CHAIR BY NIEMANN 

Niemann’s, Inc., 330 East Ohio street, Chicago, is 
introducing a new office chair described as an Eng- 
lish lounge model and listed as the No. 221. 

Heavily upholstered and equipped with a button 
tufted back, the No. 21 is streamlined in appearance 





THE NIEMANN NO. 221 CHAIR 


and finished to match practically any suite or any type 
of business office. It is strongly constructed of high- 
grade materials to provide long wear. Dimensions 
are as follows: 

Height overall, 37 inches; height inside back, 23 
inches; width overall, 32 inches; width of seat, 18 
inches, and depth of seat, 23 inches. 


OFFICE APPLIANCES 


KRUEGER PRESENTS NEW LINE OF FOLDING 
CHAIRS 
The Krueger Metal Products Company, Aurora, IIl., 
has introduced to the trade a new line of folding 
chairs under the catalogue designation of the No. 20 





THE KRUEGER FOLDING CHAIR 


series. A special feature of the line is a five-sided 
channel steel frame which incorporates I-beam and 
U-beam construction for increased strength and 
rigidity. 

Basic specifications of the No. 20 series are: 

Frame: One-inch heavy-gauge, double-b2aded chan- 
nel steel; Seat: width, 141% inches, depth, 13% inches; 
Back, correct posture, 7 inches deep by 15 inches wide, 
curved for comfort; feet, mar-proof rubber over chan- 
nel formed foot on front legs; colors, taupe, light 
brown and olive green. 

In the series there are four models, Nos. 21, 22, 23 
and 24. The No. 21 has a steel saddle-shaped seat 
with curved back rest. The No. 22 has plywood seat 
with edges enclosed in a steel frame. The No. 23 has 
a padded seat upholstered with heavy grain leather- 
ette to match color of chair. The No. 24 has padded 
seat and back upholstered with heavy grain leather- 
ette to match color of chair. 

er 
CUSHMAN & DENISON’S NEW FASTENER 

The Cushman & Denison Manufacturing Company, 

133 West Twenty-third street, New York, N. Y., has 


For Permanent Binding 








THE CADO FASTENER 


perfected and announced a new type of fastener 
which, in addition to being a perfect binder, serves the 
country’s present needs by eliminating all metal parts. 


{ New Machines and Devices Section 
Continued on Page 84 
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The healthy growth of the office 
supplies industry since 1896 is 
closely identified with the de- 
velopment of PANAMA and 
BEAVER Products 


MANIFOLD SUPPLIES COMPANY 


Manufacturers °*  Coast-to-Coast Distribution 





Identified Ink and Fabric Products Which 
Meet All Possibli Office ( onditions 
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““Ask You 
PANAMA 
or 
BEAVER 
Man" 
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OPER LANDS 








Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Jreland, 
4 St. Bride Street, London, E. C. 4 


London, October 28th. 

October is always the month when two important 
meetings of the Office Appliance Trades Association 
of Great Britain and Ireland are held—the annual 
reunion of the ex-chairmen and the annual meeting 
and election of officers. 

On October 21st the ex-chairmen met at the Con- 
naught Rooms, presided over by Mr. S. C. Downes, of 
Powers Accounting Machines, Ltd. By rota of office 
these ex-chairmen preside at their annual discussions 
on the future of the industry. On this occasion the 
gentlemen missing from the gathering were the first 
three on the list of names of ex-chairmen, Messrs. 
J. Halsby, W. H. Hartley and W. J. Richardson, and 
Group Captain N. W. R. Mawle, D. C. F. Duties pre- 
vented the latter joining the party. Mr. Halsby sent 
a cable of greetings from the U. S. A. An excellent 
menu was provided, with pheasants figuring prom- 
inently on the bill of fare. 

* * . 

The annual meeting and election of officers was 
held October 27th at the Connaught Rooms. Again 
an excellent menu was provided and eighty-four 
members were present, with the chairman, Mr. W. G. 
Gledhill, T. D. M. A., presiding. 

The chairman and executive committee were once 
more elected en bloc for a further year in office, a 
fine tribute to their past work for the industry. Mr. 
Frank R. Ford, Fordigraph, Ltd., suggested the fine 
executive committee could not be improved upon. 

It follows: 

Time recorders, W. D. Gledhill 
hill Brook Time Recorders, Ltd. 

Loose leaf books and business forms, C. H. S. Cox 
(vice-chairman), Percy Jones (Twinlock), Ltd. 

Visible record systems, A. R. Jackson (immediate 
past chairman), Library Bureau (Kardex), Ltd. 

Addressing and printing machines, A. R. Carruthers, 
Addressograph-Multigraph, Ltd. 

Duplicating machines, J. A. Cumming, D. Gestet- 
ner, Ltd. 

Punched card machines, W. Desborough, 
Samas Accounting Machines, Ltd. 

Accounting machines and typewriters, E. O. Gilmore, 
Underwood Elliott Fisher, Ltd. 


(chairman), Gled- 


Powers- 


Internal telephones, J. H. Whitfield, Dictograph 
Telephones, Ltd. 

Steel office and work equipment, including scientific 
seating and franking (postage metering) machines, 


A. W. Toy, Roneo, Ltd., and Roneo Neopost, Ltd. 


Mr. S. C. Downes, proposing the toast. “The asso- 
ciation” recorded that it was a very personal sort 
of association and during the twenty-one years or 
more he had been a member, he found considerable 
pleasure in the reflections of the past glories of the 
organization. He likened it to a boat, which they 
were all engaged in pushing out; it was a very diffi- 
cult boat to man just now; difficult to steer. A boat 
needed a good trimmer to adjust the balance and the 
chairman of the O.A.T.A. was a good trimmer. They 
also missed another trimmer—their friend, Joe Halsby. 
He was a masterly trimmer, because the problems that 
the industry had to face today, it had had to face 
before, and he specialized in those sort of problems 
and had that art of trimming that kept them all 
together, very happy and very contented. Perhaps it 
had something to do with his name. Israel loved 
Joseph most and gave him a coat of many colors, and 
Joseph Halsby had worn that coat of many colors on 
many occasions, displaying the particular color for the 
association at the right time and to its advantage and 
they could at the present moment, with great advan- 
tage, profit by his attendance with them and missed 
him very much under present circumstances. The 
speaker reminisced on the remarkable characters 
amongst its past and present members. 

The office appliance industry had more collective 
knowledge of the industries in the country than any- 
one else, as it happened to be the provider of the 
tools so essential to every industry, insofar as it con- 
cerns the scientific management of industry. That 
made its trade association a little different to others. 

Mr. Gledhill proposed the toast ‘The Visitors,” which 
was very ably responded to by Mr. Harry E. Stiles and 
Lieut. E. C. Rylands, the latter remarking that war 
did very strange things to one, and that he never 
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SINCE the introduction of the new Super-Speed L C Smith 
typewriter, sales to many of America’s largest and best known 
concerns have increased almost 200%. The reason? The LC 


Smith offers more in the way of speed, efficiency and economy. 





Write for free helpful booklet “Tips to Typists” 


CSM. 


L C Smith & Corona Typewriters Inc - Syracuse, New York 
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REPORT OF IMPORTANT EVENTS AND 


ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN EVERY DIVISION OF THE 


INDUSTRY 








MISCELLANY 
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THUL AND ARMSTRONG TO HEAD ARMSTRONG 
COMPANY 

With the retirement last month of the man who has 

successfully operated the firm since 1903, The Arm- 

strong Stationery Company, 421 Main street, Cincin- 

nati, Ohio, will be under the control of N. W. Thul 











HOWARD ARMSTRONG 





and H. B. Armstrong, as president and secretary- 
treasurer respectively. 

The company was founded in 1903 by Mart Arm- 
strong and, although he has disposed of his interest 
to the two new managers, he will continue to be a 
director and to act in an advisory capacity. 

The co-managers are both experienced in the office 
equipment and stationery industry and have qualifi- 
cations which will enable them to carry on the good 
work started by Mart Armstrong, who is an uncle 
of the younger man. 

Mr. Thul began his career in the field when he be- 
came a city salesman for the Pounsford Stationery 
Company in 1916. When World War I broke out he 
served in the Navy, returning to Pounsford in 1921. 
From that time on his promotion was rapid and in 
the next few years he held the positions of director, 
sales manager and latterly secretary and sales man- 
ager until his resignation last month. He has been a 
Rotarian since 1934. 

Howard Armstrong has been associated with his 
uncle in the business since 1919, joining the organ- 
ization after serving in the Army during the last war. 
His experience in the field includes managing, buying 
and selling, the latter including both inside and out- 
side work. 


ELLIOTT EMPLOYEES RECEIVE 51 PER CENT 
OF STOCK 

At a meeting held in the plant of the Elliott Address- 
ing Machine Company, Cambridge, Mass., on Decem- 
ber 2, Harmon P. Elliott, president, announced that 
employees of more than ten years service became vir- 
tual owners of the company by a transfer of fifty-one 
per cent of the common stock to them. 

The announcement affects more than 160 workers at 
the company factory in Cambridge as well as all sales- 
men and other employees of ten or more years standing 
in the Elliott offices throughout the United States. 

Under the new plan Mr. Elliott will remain trustee 
of the stock until his death at which time two persons 
named by him will succeed him as co-trustees. There- 
after a vacated position of trustee will be filled by elec- 
tion by the employees’ factory group. Candidates will 
consist of the ten long-term workers drawing the 
highest salaries for the previous five years. 

This marks the second time that Mr. Elliott has 





- se ; fo inte 
HARMON P. ELLIOTT 





made generous provisions for his workers and exhib- 

ited a genuine regard for their welfare. 

In a newspaper story appearing in 

Tribune under an Associated Press date 
(Turn to page 103, please) 


ERC eSse OS, 


In the December issue appeared a report to the effect 
that the National Office Supply Company of Chicago 
“last month” changed its name to the National File & 
Index Company. The item was in error in that the 
name change was accomplished on July 1. 


the Chicago 
line, Mr. 
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What makes the bugs of Borneo wild? 


rPUME WAS WHEN the hungry insects of the island of 
Borneo welcomed the arrival of each new Royal 
Portable with a loud champing of jaws. 

No more. 

You see, the fabric that covers Royal cases was espe- 
cially attractive to these discriminating pests. Not that 
you can blame them, so handsome it is! 

But they didn’t just stand around admiring it. 

They ate it. 

Now, nowhere else on the face of the globe did insects 
consider Royal Portable cases a toothsome tidbit. 

Just Borneo. 

Nevertheless, we put a coat of special lacquer on all 
Royal cases—just asa result of ourexperiences in Borneo. 


So today your customers, no matter where they may 


be, can have the satisfaction of knowing that all kinds 
of bugs will leave their Royals... strictly . . . alone! 


We mention this seemingly trivial incident only to 
show you the almost incredible lengths we go to main- 
tain for the Royal Portable its reputation for being a 
superior writing instrument . . . right down to the last 


tiny detail! 





Royal Portable 


THE STANDARD TYPEWRITER 
IN PORTABLE SIZE 


Copyright 1942, Royal Typewriter Company, Inc 
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MEETINGS—CONVENTIONS— DINNERS 





N. T. O. M. D. A. HOLDS CHICAGO MEETING 

What is hoped to be the first of a series of similar 
gatherings took place on December 8 when the Na- 
tional Typewriter & Office Machine Association held 
a one-day “Sales-Merchandising School” in the Mor- 
rison hotel, Chicago. 

The day began with registration and by the time 
the gathering was called to order at 10 o’clock by 
Association President Irwin Vincent, of Topeka, Kans., 
a representative crowd, including many notables in 
the industry, had signed the book and prepared for a 
day of addresses and discussions 

The program opened with a short address of wel- 
come by President Vincent and an official introduction 
of Harry Turner, the new executive secretary of the 
organization. Because of the shortness of time avail- 
able and the further fact that time out was taken to 
listen to President Roosevelt’s declaration of war, 
each speaker was obliged to make his address brief. 

The first speaker was J. O. Waedekin, American 
Writing Machine Company, Milwaukee, who spoke on 
the value of advertising, declaring that in his experi- 
ence, the principal factors of value to the stationer 
are (1) a good location, (2) proper window display, 


(3) newspaper space and (4) satisfied customers. He 





AT THE ONE DAY SALES-MERCHANDISING SCHOOL.— 

Officers and delegates of the National Typewriter & Office 

Machine Dealers Association gather in the Morrison hotel, 

Chicago, on Monday, December 8. 

1. In the executive session: (L to R) O. D. Morrill, Ann Arbor, 
Mich.; E. A. Hug, University of Chicago Book Store; Presi- 
dent Irwin Vincent, Western Typewriter Co., Topeka, Kans.; 
Executive Secretary Harry Turner, with back to camera: 
James P. Ward, Reliable Typewriter & Adding Machine 
Corp. 

2. Seated: (L to R) J. T. Boyce, S. L. Ewing Co., Dallas, Tex.; 
Wes Beutler, Typewriter Specialists, Chicago; W. A. (Tip) 
O'Neil, Royal Typewriter Co.; Jack Macon, Office Machines 
Co., Chicago; Jack Doyle, Doyle Office Machines, Kansas 





told his listeners that, insofar as window display 
is concerned, he had long ago found it profitable to 
hire an experienced window trimmer and, for good 
will, to “do anything” to assure satisfaction of his 
customers. 
Increasing Portable Sales 
O. D. Morrill, O. D. Morrill Company, Ann Arbor, 
Mich., told of increasing portable typewriter sales 
to students by allowing rental charges to apply on 
a sale of a machine. He said his policy was to push 
the higher priced machines which, he declared, can 
be sold to students with a little good salesmanship. 
W. O. Wolowitz, United Typewriter & Adding Ma- 
chine Company, Inc., Washington, D. C., gave an 
interesting talk on selling machines other than type- 
writers. He said all office machines can be sold 
successfully by concentrating on typewriter customers 
who are likely to have need for others, such as adding 
machines, duplicators, etc. The speaker said it was 
important to maintain a separate department for 
each line and, if possible, a salesman capable of prop- 
erly explaining the various types of machines and 
their functions. 
Miss Marjorie Vowell, Central Typewriter Exchange, 
highly interesting and instructive 


Chicago, gave a 


City, Mo. Standing: Tony Dopke, Peerless Key-Imperial 
Mig. Co.; Elmer Young, Young Office Equipment Co., Chi- 
cago; Hazen Ames, Ames Supply Co.; Otto Kretchmer, 
Peerless Key-Imperial Mfg. Co.; Roy Shoup and J. L. Mc- 
Donough, Royal Typewriter Co.; Gene Taylor, Pantagraph 
Printing & Staty. Co., Bloomington, II. 

3. Section of the meeting, showing members at tables with 
paper handy for notes on addresses. 

4. Madonna Quinlivan, Central Typewriter Exchange, Inc., 
Chicago; J. L. McDonough, Royal Typewriter Co.; Marjorie 
Vowell, Central Typewriter Exchange, Inc. Standing: Tip 
O'Neil, Royal Typewriter Co.; Joe Burton and Clyde Jung- 
bluth, Underwood Elliott Fisher Co.; Roy Shoup and G. C. 
Morley, Royal Typewriter Co. 
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SAFEGUARD 
FILING PLAN 
This Globe-Wernicke system 
provides the safest, simplest, 
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Most of the plants engaged in defense work as well as other business 
concerns need many of the dependable, fast-moving Globe-Wernicke 
office accessories that speed up routine, save time and make work easier. 


Here is the most complete line available from one source of supply that 
=e offers a good profit and helps build repeat business the year ‘round. 
Start the new year right. Stock up now and be prepared to meet the 
rapidly growing needs of your customers. Write today for catalog, prices 


and information about our attractive proposition to dealers. 
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INDEX GUIDES 
| oy as C3 ad -) ot- 0 oD oS UUM Fale Mor- tac! 
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angular celluloid, flat cellu- BOX FILES 
loid, plain, flat metal, and ee aay ares oanine 
Fate sbe-tabaat-t4-1 aha. of-m 








different sizes with many 
styles of indexing . . . needed 
in nearly every office. 


“ACCESSO” 
WOOD DESK TRAYS 
Wide hand openings on all 
four sides and bottom make 
it easy to handle papers. 
These trays may be stacked 

or combined laterally. 


EVERYDAY FILES 
Eleven styles . . . indexed al- 
phabetically, days of week, 
days of month, etc.; also metal 
tabs with removable inserts. 
Standard and legal sizes. 























AGATE ; CLIP BOARDS FOLDING FIBREBOARD 
CARD INDEX TRAYS Striped wood or Masonite TRANSFER CASE 
_ Made of heavy binders’ board board, will not warp. Clip has Sturdily built to give long, 
. . - wood bottom . . . steel powerful spring for holding useful service. . . easily set up 
follower... 3’ x 5’, 4” x 6", pers. Available in note, .. lid type... no strings. . . 


>’ <f',0 =", and check etter, cap and waybill sizes. fourteen popular sizes. 
file sizes . . . inexpensive. ; 


TABS 
UTILITY U-MAK-A 
All celluloid Celluloid 
Map batc(-> bale Mn 2S oUod Cob wal 
everything skirt. Easily 
...- hiding-affixed and 
patel dabbatem stick fast. 

























ad lveterteled yo 
™ is ANGULAR CELLULOID 
Hooked over drawer pull TAB GUIDES 


““o8 iy in- leaves both hands free to file. Easy to see ... no stooping Note, letter and cap sizes .. . 
handy time savers’ for in Rubher seneere 2Fere™ or bending is required to arch permits documents to be 


eps tate; records and books scratching of read the indexing. examined or removed. 


Globe-Wernicke 


(Ol aleilayar-lemmelarie) 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 





Every business needs these COLUMBIA BINDING 




























Service 
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BANQUET WHICH ENDED N.T.O.M.D.A. MEETING IN CHICAGO’S MORRISON HOTEL 


description of her methods of turning more typewriter 
rentals into sales. The speaker declared all renters 
are sales prospects, especially for legitimate type- 
writer stores where the purchaser knows he can 
return for advice or service or parts if and when 
necessary. She said it was her company’s policy to 
allow rental charges to apply on a purchase but in this 
connection pointed out the value of requiring a renter 
to return a machine at the end of a six months’ 
period and taking another as a means of keeping the 
application of rental charges on the purchase of a 
machine within reason. 

Executive Secretary Turner then read a report of 
a recently-conducted national rental survey and 
Robert Goldblatt, president, Chicago Typewriter Deal- 
ers Association, told of the successful efforts made 
by him to force department stores to cease using the 
term “rebuilt” for typewriters which did not properly 
belong under that designation. The value of Mr. 
Goldblatt’s efforts were indicated when the secretary 
was instructed to record a vote of thanks to him, 
which was unanimously approved by those present 
The speaker cited many instances of misrepresentation 
on the part of certain stores which, he reported, were 
brought to light by his investigation. 

J. T. Boyce, S. L. Ewing Company, Dallas, Tex., 
touched upon the ability of typewriter dealers to 
sell carbons and ribbons. These important commodi- 
ties, the speaker said, were inclined to be neglected 
by the average dealer who was thereby neglecting a 
source of good profit. He said dealers must be ribbon 
and carbon minded and stressed the necessity of hav- 


ALLIED EMPLOYEES CELEBRATE.—The 
Allied Carbon & Ribbon Manufacturing 
Corporation held its annual dinner- 
dance November 28 at Bayside, Long 
Island, N. Y. Smiling faces attest enjoy- 
ment of good food, gay entertainment 
and lively dance music. The man in uni- 
form is Sergeant Ed. McGarey, the com- 
pany’s dealer service department man- 
ager, who has just returned from man- 
euvers in Louisiana. 


ing some knowledge of these items in order to success- 
fully sell them. 

James P. (Jim) Ward, Reliable Typewriter & Adding 
Machine Corporation, Chicago, stirred up a spirited 
discussion and incidentally showed how little the aver- 
age man knows on the subject of excise taxes. He 
spoke of the confusion among dealers as to what 
merchandise is taxable and gave as his belief that 
until some definite federal ruling is made, all dealers 
would do well to avoid use of the word “rebuilt” in 
advertising a reconditioned machine. He declared this 
was necessary owing to the present unsatisfactory 
designations contained in excise tax rulings. 

Mr. Waedekin was again called to the speakers’ table 
to give a brief discussion on repair service. He said 
that instances have come to his attention wherein 
dealers “misname” the work they claim to have done 
to machines left in their charge. Some, he said, merely 
do a cleaning job and “call it anything.” He suggested 
the proper designation being used, such as “repair,” 
“overhaul,” “recondition,” etc., so that the customer 
will know exactly what he is paying for. 


The Banquet 


Scheduled for seven o’clock, the dinner got under 
way before seven-thirty, with fifty in attendance. Sev- 
eral who had been present during the morning and 
afternoon sessions, found it necessary to leave before 
the evening program started. Their places were taken 
by a number of local men who could not get away 


during the day. 
As master of ceremonies, Jim Ward of the Reliable 
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T TO ALL 
I M P 0 R T A N OFFICE MACHINE DEALERS 


Speed Up 


Conserve 


Man Your 


Work 


Power 











WHILE YOUR MEN ARE WORKING FOR UNCLE SAM 


LET US WORK FOR YOU 


Send us your machines to be 
THOROUGHLY CLEANED by the AMESWAY PROCESS 


SAVES PERMITS 
YOUR TIME YOU 
TO MAKE 
TIME FASTER 
MEANS MONEY [igure DELIVERIES 


WASHES — CLEANS — OFLS — ORIES 





Ask Your WHOLESALER to have your “‘roughs’’ AMESWAY PROCESSED 





AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and Adding Machine parts, platens, tools, 
ribbons, carbons, equipment, supplies and accessories. 


CHICAGO NEW YORK SAN FRANCISCO 
564 W. Randolph St. 37 Murray St. 583 Market St. 
DALLAS, 1905 Commerce St. ATLANTA, 11 Pryor St. 


AGENCIES IN PRINCIPAL CITIES 
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as Innacle! 





Ahead of us lie days of toil and sweat for the 
preservation of our American Ideal. 
Ahead of Columbia, for over a quarter of a 


century the leader in the ribbon and carbon 





industry. lies a role of even greater duty and re- 
sponsibility. 
In these days of rapid changes, we 


a - assure you that the Columbia tradi- 








tion will remain unchanged, as always. 
You and your customers may con- 
tinue to expect the same steadfast dependability, absolute 
uniformity and high quality, low cost performance that have 
always characterized PINNACLE and other Columbia brands 
of ribbons and carbons. This. above all. is Columbia's 
conception of the American Ideal—a conception of service 


and dependability which is now of vital importance in han- 














dling the rapidly mounting volume of correspondence and 





records of defense industries. 

















Ask us to tell you how Pinnacle and other Columbia- 
made ribbons and carbons can show you the way to a 
dependable, profitable ribbon and carbon business now, and 


in all the days to come. 


bk mptire State Bldg.. Veu dork City 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York Sales and Export, 58-64 West 40th St. 
Kansas City, Mo., Dwight Bldg. 
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Typewriter & Adding Machine Corporation, kept the 
program going at high pitch. With appropriate stories, 
he introduced the celebrities present, many of whom 
responded with short addresses. Jim Donovan, sales 
manager of the typewriter division of Underwood 
Elliott Fisher Company, and Roy Shoup, sales manager 
of the portable division of the Royal Typewriter Com- 
pany, expressed their pleasure in being present and 
indicated hearty approval of the sales-merchandising 
school idea. President Vincent and Secretary Turner 
also spoke briefly, outlining some of the work and the 
objectives of the N.T.O.M.D.A. 

Jim Hackney, sales manager of the wholesale port- 
able department of the typewriter division, Reming- 
ton Rand Inc., congratulated Irwin Vincent and Harry 
Turner on their accomplishments as executive officers 
of the association, giving them particular credit for 
having organized and successfully staged the sales- 
merchandising school. Then, in a moment of very 
deep seriousness, he pointed out that we now face an 
all-out war economy. The most important thing for 
all of us is to do everything in our power to assure 
victory in the war that has been forced upon us. 

Other speakers included Bob Goldblatt, Star Type- 
writer Company, Chicago; Tom Stack, Stack Type- 
writer Company, Chicago; Larry McDonough, Royal 
Typewriter Company, and Gordon Laurence, Allen 
Calculators, Inc. Mr. McDonough suggested that the 
1942 convention be conducted at a lake resort some- 
where in the Middle West before July, when hot 
weather is almost inevitable. By making the event a 
combination vacation and serious business meeting, 
Mr. McDonough believes a great deal of value could be 
added to the national convention. 

Mr. Laurence seconded Mr. McDonough’s comments 
with enthusiasm. Mr. Stack also expressed high 
approval. President Vincent promised that the sug- 
gestion would be presented to the board of directors of 
the association for consideration. 

An interesting moment of the evening was when 
Jim Ward presented Sam Fogel, immediate past presi- 
dent of the Chicago Typewriter Dealers Association, 
with a box of cigars. At the November meeting of the 
local association, Mr. Fogel had stated emphatically 
that he did not want any of the association’s money 
to be spent for a gift to him, except, perhaps for a 
good cigar. His characteristic modesty earned him a 
whole box of good cigars. 

<-> © 
PARTY CELEBRATES ASHLEY-McCORMICK 
14TH ANNIVERSARY 

Fourteen years of uninterrupted business was cele- 
brated November 18 when officials and employees of 
the Ashley-McCormick Company, office outfitters and 
stationers of Bridgeton, N. J., gathered in the Cum- 
berland hotel for a turkey dinner and evening of 
entertainment. 

As the guests of the evening arrived they were 
greeted by E. Russell Ashley, founder of the busi- 
ness, and Joseph W. McCormick, Jr., who entered into 
partnership three years later. Formalities were few 
and everyone present made it clear they were out 
for a good time. 

Following a dinner of turkey with all the trimmings, 
the crowd of forty people settled down to enjoy a fine 
program in which both Mr. and Mrs. Ashley took prom- 
inent parts. 

After an interchange of congratulations and good 
wishes between the company executives and the work- 
ers, Chester Robbins, county superintendent of schools, 
was introduced as special guest of the evening and 
delighted those present with an interesting talk rem- 
iniscent of the history and growth of the company. 

The speaker said he felt a special interest in the 
Ashley-McCormick organization and was deeply 
pleased over its steady growth as a prosperous serv- 
ice organization because both of its principals had been 
his pupils during their high school days. He made 
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There is a serious shortage of many models of 
rough typewriters. But don’t let this shortage cut 
down your profits! Show your customers Factory 
Reconditioned Remington Noiseless No. 6. They will 
be impressed by the handsome appearance, the 
smoother, easier, speedier operation; and they'll be 
amazed by the economical price! To keep up your 
sales, to build up your profits, feature Factory Recon- 
ditioned Remington Noiseless No. 6... available 
for immediate deliveries. 


Monarch Adders 
Monarch Portables 
Invincible Ribbons 
Invincible Carbon 
Shop Supplies 
And Other Items 


Rebuilt Remingtons 
Rough Typewriters 
Typewriter Parts 
Invincible Platens 
Rubberite Stencils 


Typewriter Tools 








AMERICAN WRITING MACHINE CO. 


NEW YORK, N. Y 


115-117 WORTH STREET 
Est. 1880 
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Imperial Desks Like This 


Bring Your Customers 


oLYLE... 
UTILITY... 
PATHRIUTIL 
THRIFT... 


No. 2061 Flat Top 
Desk—60” x 32” x 
30%”. This turned- 
leg Walnut series in- 
cludes 5 flat top 
desks, 4 typewriter 
desks, 3 tables, phone 
stand and costumer. 







Have you adjusted your business to a 
war-time world? 


Your desk customers are buying more 
carefully than ever. They're trying to 
save every cent they can for defense taxes 
and defense bonds. 


If you want to sell more office furni- 
ture in 1942, you'll have to give your 
desk customers bigger values for their 
money. 

Imperial No. 2000 Series will appeal 
to your customers’ sense of patriotic 
thrift. Its handsome style will be in good 
taste long after the war is over. Its 
sturdy construction will stand up faith- 
fully under years of hard use. Its low 
price will give your customers maximum 
worth for their dollars. 

This No. 2000 Series is only one of 
Imperial’s many “plus” values for 1942. 
Write today for the new Imperial catalog, 
and complete information on the profit- 
able Imperial franchise. 


LVaperial_| 


DESK COMPANY 


EVANSVILLE, INDIANA 
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several references to the store’s personnel, compli- 
menting the employees highly on their spirit of loyalty 


and desire to serve. 
eciesiegeialpiiliniaiial 


UNIVERSAL PAPER CELEBRATES 5TH YEAR 


Happy smiles, messages of congratulation and a big 
cake were the highlights of a fifth anniversary cele- 
bration held last month by the officials and employees 
of the Universal Paper Products Company at its plant, 
823 South Wabash avenue, Chicago. 

With President W. J. Hamlin doing the honors and 
Vice-President A. S. Bowes and Treasurer L. J. McWain 








NICE WORK!—W. J. Hamlin, president of Universal, cuts the 
birthday cake at the firm’s fifth anniversary party for em- 
ployees. 


ably asisting in making everybody happy, the Univer- 
sal people had the time of their lives. No formality, 
no speeches, but plenty of fun and plenty of birthday 
cake which Mr. Hamlin cut after posing for the picture 
presented here. 

Five years ago the company introduced the VeeCup, 
a cone-shaped drinking cup for office use. This was 
followed by a great many other products of a similar 
nature including another Universal “first” which was 
a rolled-rim Vee-Cup which is much in use today. 

Two other important items produced by the company 
are an all-metal top loading dispenser and a self-dis- 
pensing package. 

eS 
MILWAUKEE DEALERS ELECT FRANK GRAY 
PRESIDENT 


With thirty-five present at the annual meeting, 
held in the Medford Hotel, Tuesday, December 9, 
members of the Milwaukee Typewriter & Office Ma- 
chine Dealers’ Association elected Frank Gray of 
Riewer & Gray president. J. O. Waedekin, American 
Writing Machine Company, retiring president, con- 
tinued as chairman of the evening, with the enthu- 
siastically granted permission of Mr. Gray. 

The other officers chosen were Peter Evans of the 
Woodstock Typewriter Company, vice-president, and 
I. Mercurio, Typewriter Service & Corona Shop, secre- 
tary-treasurer. This will be Mr. Mercurio’s third term 
in that office. 

Directors to serve in 1942 were elected as follows: 
Ed. Jones, L. C. Smith & Corona Typewriters, Inc.; 
E. W. Doepke, S. J. Olsen Company; Fred Jonathas, 
Typewriter & Adding Machine Exchange; Ed. Maurer, 
Royal Typewriter Company, and J. O. Waedekin, 
American Writing Machine Company. 

Immediately after calling the meeting to order, Mr. 
Waedekin gave a brief report of the sales-merchan- 
dising school conducted by the National Typewriter & 
Office Machine Dealers Association in Chicago the day 
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\ / WANT A HARO MTT 
PROMOTION PROCRAM 

70 HELPME MAKE 

MORE SALES QUICKER. 


PROMOTION 




















SALESMEN CAW KEALLY 
BITE THEIR TEETH WTC. 


\_— PRODUCTS 










WANT A LOWE PROFIT 


WTA TOLAYS PERATING 
2:75 4 DEALER MEEOS 


_- PROFITS 
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/ WANT EXCLUSWE 
TERRITORIAL PROTECTION 
"AN ACEMEY, WOT 
MSTA LIME. 


PROTECTION 











Some ribbon and carbon manufacturers offer good products; others stress 


/ 


profits; a few furnish promotional support; and many offer territorial protection. 






BUT ARE YOU GETTING ALL FOUR? Compare your present ribbon and 
carbon set-up with the 4-Star program of leadership OLD TOWN gives you — the 


four big reasons for the big swing to OLD TOWN. 








You owe it to your future to find out what this seal means to 






hundreds of progressive distributors who have switched to OLD TOWN. 






Get the facts. Send today for your copy of “The Dawn of a New Day in 
Ribbon and Carbon Merchandising” giving full details of OLD TOWN’S 
NEW 4-STAR DEALER PROGRAM. Write to Dept. A-1. 


OLD Town Lon é-Calon Ce. Suc. 
( “MAKES A GOOD IMPRESSION” ¢ 


— 
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General Offices and Factory: 750 Pacific Street * Brooklyn, New York 
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NY restoration of the business as usual relationship 





will of necessity involve the efficiency of every 
business transaction. In this respect, the modernized office 
will win attention and create greater confidence. But more 
) important will be the ability of the modern office to perform 
its functions smoothly and with the least amount of time 
and effort. This will be impressive, not alone for its effect 
upon service, but it will be an indication that the office is 


in step with progressive trends. 


GF Metal Office Equipment... chairs, desks, tables, files 
and many other items... is designed and built to give 
modernization a real meaning in the business home. Styled 
in accordance with today’s accepted trends and built to 


insure lasting service and economy. 


Metal is, of course, a vital material. But even if our national 
emergency absorbs metal to the inconvenience of office 
modernization, it does not mean that the GF Dealer will 
be indefinitely handicapped. GF Metal Office Equipment 


will be available in greater quantity just as soon as the 






needs of national security are fulfilled. 


ANY-+-YOUNGSTOWWN,OHI0O-: 





Products by GF: METAL DESKS + ALUMINUM CHAIRS «+ STEEL CHAIRS * FILING 
CABINETS + SAFES + STEEL SHELVING » STORAGE CABINETS * FILING SUPPLIES 
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4 100 Small . - 
for MIAMI 


AUTOGRAPHIC 
REGISTERS! 


4 £9 m 
“~ : e 


No Busines 














DEALERS CAN “SHINE” 
WITH THE MIAMI LINE! 


Let Us Show You How 
To Increase Profits With 
AUTOGRAPHIC REGISTERS 


Why not get “on your toes” and “polish off’ some of 
those Autographic Register form orders that are being 
placed daily in your community? 


The Miami Line has Autographic systems for the small- 
est business or complex installations for the largest 


institution. 


“Brush up” on these facts now. Here is the ideal spe- 
cialty line with form orders repeating regularly. 





Write for catalog and valuable sales kit of 





forms available. 


MIAMI 
MITE 


BOOK-PAC REGISTER 
FITS THE POCKET 


WRITE FOR YOUR COST 
and Minimum Selling 
Price. 









The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 
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| preceding the Milwaukee meeting. A detailed account 
| of the Chicago event appears on another page. 


The speaker of the evening was C. B. Young, presi- 
dent of the Milwaukee Retail Credit Association and 
collection manager and house attorney of the Boston 
Store of Milwaukee. From a broad experience he told 
something about sound credit practices, pointing out 
that “credit is in everything and everything is in 
credit.” Money is but a token of credit—the promise 
of the United States government to pay on demand. 
Banks are built entirely on a structure of credit. Busi- 
ness is conducted very largely on a credit basis. A 
very high percentage of the people of the world are 
honest and trust each other. Business, as we know 
it today, could not be conducted without credit. 

After some comments about collection methods and 
installment sales, Mr. Young concluded with the toast, 
“Here’s to the Army and Navy for the battles that will 
be won, and here’s to the colors of our country, colors 
that will never run.” 

An interesting question and answer period followed 
Mr. Young’s informative talk. A number had queries 
that gave Mr. Young an opportunity to present valu- 
able data. 

The meeting was adjourned at 9:00 o’clock to permit 
listening to the broadcast of President Roosevelt’s 
speech on the country’s present state of war and the 
responsibility of every citizen. 

I 
NIEMANN TO HEAD CHICAGO F. M. A. 

Fred Niemann, president of Niemann, Inc., manu- 
facturers of office furniture, last month was elected 
president of the Chicago Furniture Manufacturers’ 





FRED NIEMANN 


Association at a meeting and dinner held December 4 
in the Edgewater Beach hotel. 

The association has done much to publicize the 
various office equipment manufacturing companies in 
the Chicago area and maintains a publicity depart- 
ment for this purpose. The organization was also 
responsible for the conception and successful promo- 
tion of “Made in Chicago” week. 

It is expected that these activities will be given 
added stimulus under the presidency of Mr. Niemann. 
‘ a rn 
GREAT LAKES TRAVELERS STAGE BIG 

CHRISTMAS PARTY 

More than seventy-five members and guests par- 
ticipated in the annual Christmas party of the Great 
Lakes Travelers Club, held in the Malaya room of the 
Sherman hotel, Tuesday, December 16, starting at 
about 12:30. Departing effectively from custom, each 
one in attendance brought a gift for a needy boy 
or girl, instead of exchanging presents with each 
other. Because of the generosity of the Office Supply 
Company, a North Side dealer, two members brought 

















7 (9OO8 


Happy New Year. 








to all Weis dealers 


and those who would 


, emcee bo 


Aes = enema Arte 


Monroe. ff24" Michigan 









































— Tt'sreal- ecomomy to use — 
—_—---~ Cell-U-Seal indexes Ste eae 
process that seals the top 





“tf-guides for harder, 
=~ lomiger,—tleaner use . . 


















































i ws 4 v4 







Filing Folder is the. dealer's 


| answer for a@ sure _supply—of =f 
ee really rood. folder. 


























NE: AE 








emt — 


— Consistent 


















— to ‘one- concern pays service 





- ++ is hard to got... 


A nw - 








ee 


a ain ae 


“dividends when merchandise-_ 












SR come ne 











ee 


ACE an 





anes 





ETE < A RRR RRR 


ii ath 

















20 CORDON SO SAR IY 





SERN Ae? Cee 


ee 


eed 


PR a Reset 


é 
§ 


SS LN 


JANUARY, 1942 


in eight gifts with a total retail value of about $10. 
The company had discontinued its toy department and 
enabled the two members to go ten times beyond the 
fifty cents limit set on the gifts by the club. 

During the luncheon a lovely accordionist named 
Kathleen provided background music. Just before sit- 
ting down to eat, the crowd was led by John Gilbert 
of OFFICE APPLIANCES in singing the Star Spangled 
Banner. Between the main course and dessert, Ed. 
Conlon of the Rockwell-Barnes Company stepped up 
to the microphone and made a stirring appeal for 
monetary donations to the Salvation Army. Plates 
were passed and the total fund collected amounted 
to $61. 

As president of the club, Ed Rohrs of the Eaton 
Paper Corporation, called for the self-introductions 
usually on the agenda of any G. L. T. C. gathering 
and then introduced Hy Linden, Ace Fastener Cor- 
poration, chairman of the Christmas party committee. 


Hy presented “Professor” Gottschalk, who entertained | 


with tricks of magic, stories and a remarkable demon- 
stration of memory. He concluded on a serious note, 
reciting Joyce Kilmer’s poem, “Lead by a Star,” writ- 
ten in the trenches on Christmas day, 1917. 

Shortly after three o’clock the party broke up, some 
members under the guidance of Harry Balch of the 
Quality Park Envelope Company, seeing to it that 
the gifts were properly delivered and another group 
succumbing to the urgent invitation of Elmer Krum- 
wiede of the G. J. Aigner Company, to indulge in some 
bowling. 

Judging from happy facial expressions and cheer- 
fulness of conversation, the 1941 Christmas party was 
a distinct success. Expressions of approval of the work 
done by Hy Linden and his committee were rampant. 

*—- © 


N. Y. FURNITURE MEN MEET FOR CHARITY 


For the first time in the history of charitable work | 
in New York, office furniture men have taken their | 


place in the community as full-fledged participants 
in the greatest local charity organization in the coun- 
try—the merged campaign of the New York and 
Brooklyn Federations of Jewish Charities. 

Until this year, the office furniture men were mem- 


bers of Federation’s Household Furniture Division. | 





OFFICE FURNITURE MEN GATHER FOR NEW YORK CHAR- 
ITY DRIVE.—(Top) At the speakers’ table, (L to R) Samuel J. 
Kaufman, Century Desk Company; Moe Turman, Metwood 
Office Equipment Corporation; Nathan S. Sachs, Sachs Qual- 
ity Furniture Company, who was guest speaker; H. A. Clem- 
etsen, Office Furniture Warehouse, chairman; Harry Lakow, 
Samuel Lakow & Sons, guest of honor. (Lower) General 
scene of the banquet. 


The federation campaign is organized into 140 trade, 
industrial and professional divisions. This year, among 
the 140, the office furniture men formed their own 
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. . against time-waste, ink-waste, 
slow-ups on desk work ... with 


Sengbusch Hndiycu Sets 


Paper-work piles up, in a defense economy. Help your 
customers to keep it moving — with the unmatched writ- 
ing ease and convenience of Handi-pen. They'll thank 
you... and buy again. ¢ Before you believe that any 
other desk set is “just as good,” check the many exclusive 
features of the good-looking Handi-pen — and protect 
your customers by giving them these extxa advantages. 
Handi-pen stays sold. Order demonstration kits ($6.00 
net) for your outside salesmen. 


Sengbusch Self-Closing Inkstand Co. 


115 Sengbusch Building Milwaukee, Wis. 





Scientifically designed to give 
maximum writing efficiency. 
Only tip of pen touches ink; 
no flooding—no creeping up [paw 


ees 





to finger-grip—no over-sup- 

ly will, Pe abe oe Compartment “‘A’’ holds 6 
ply to spill, Permanently re- months to a year’s ink supply. 
sists ink-acid damage. Compartment ‘'B’’ controls ex- 
pansion caused by temperature 
changes. 
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The Greatest 


FACTORY CHAIR 


on the market is the 


UHL STEEL 


Industrial 
Posture Chair 








with wood seat and back rest 


It was not designed for the office or home, 
but was built especially for FACTORY use. 


Choice of 10 different heights with 3” 
adjustment on each. 


Mr. Dealer: Why not step out of your 
character as an office furniture merchant 
and contact any factory in your vicinity 
which may have government defense con 
tracts. 

This is the opportune time for you to pick 
up some sizable orders for the UHL Steel 
Industrial Posture Chair. 


Ask for more details 


Jk TOLEDO 


Metal Furniture Co. 
1734 Hastings St. Toledo, Ohio 








OFFICE APPLIANCES 


group and held their own federation dinner, on De- 
cember 10, at the Hotel St. Moritz. 

The net result was so encouraging that veteran 
men in the trade sat up and took notice and felt 
proud. As a result of the dinner, $9,000 was raised 
for the federation campaign, which supports 116 home 
charities, including many hospitals, in Greater New 
York. 

An idea of the full implications of that sum may 
be had from the fact that the office furniture men 
last year contributed only one-fourth of the $9,000 
given by the Division this year. 

Furthermore, the leaders declared, the $9,000 “is 
only a start.” 

The chairman of the dinner was H. A. Clemetsen, 
of Office Furniture Warehouse Company. The guest of 
honor was Harry Lakow, of Samuel Lakow & Sons. 

Both Mr. Clemetsen and Mr. Lakow worked hard 
and faithfully to help launch the new division suc- 
cessfully. They were assisted ably and with a great 
deal of effective enthusiasm by Samuel L. Kaufman, 
Joe Wallace, Myrtle and Alma Desk Companies, and 
Sam Katz, Art Steel Company. 

Nathan Sachs, of Sachs Quality Furniture Company, 
made a stirring appeal on behalf of the federation 
campaign. Then Moe Turman, Metwood Office Equip- 
ment Corporation, read out each name and called for 
contributions. The gifts came rapidly and in gener- 
ous amounts. 

The roll of honor among the givers was headed by 
the Art Steel Co., Joseph and Arthur Burger, Irving 
Levy. It appears that this group is always at the top 
of the list for givers to all good causes. The total 
contribution by them and their salesmen was $2900. 
Substantial contributions were also made by the Gen- 
eral Steel Corporation; Charles S. Nathan, Inc.; Regan 
Office Furniture Co.; Bright Chair Company; Mr. 
Clemetsen, Office Furniture Warehouse Company; 
Joe Wallace, George I. Garber, Metwood Office Equip- 
ment Corporation; Samuel Lakow & Sons; Mosler Safe 
Company; Joseph Rubenstein, Addressing Machine & 
Equipment Company. 

“Now that we have made our start,” the leaders of 
the division declared in a joint statement, “we shall 
continue to greater heights. We shall follow through 
by soliciting in person every colleague in our trade 
who has not yet given, and making sure that every- 
one participates in the campaign. 

“The Federation is now conducting a Victory Drive. 
We are going to help push the drive toward complete 
victory.” 

The complete attendance list at the dinner and 
contributors follows: 

H. A. Clemetsen, Mr. Blumenfeld and N. H. Brawer 
of Office Furniture Warehouse Company; Nathan S. 
Sachs, Sachs Quality Furniture Company; I. M. Levy, 
Arthur and Joseph Burger, H. Miskin, A. Singer, Henry 
Berger, William Beck, Samuel Katz and William I. 
Lampel of Art Steel Company, Inc.; Harvey and 
Max Bright and Max Schwartz of Bright Chair Com- 
pany Inc.; Harry, Benjamin, Herman, Albert and 
Monroe Lakow of Samuel Lakow & Sons; Samuel and 
Bernard Nemlich and P. H. Mulane of Regan Office 
Furniture*Corporation; Joseph Rubenstein, Addressing 
Machine & Equipment Company; Moe Turman and 
Eli Gilbert, Metwood Office Equipment Corporation; 
Charles Nathan, Jr., Seymour Nathan, Max Sandler, 
Mr. Tepper, and Harry Goldman of Charles S. Nathan 
Inc.; Samuel L. Kaufman and L. Cohen of Century 
Desk Company; Joe Wallace, Myrtle Desk Company. 

Also David Ziegler, Ziegler Desk Company; I. Gold- 
man, J. Adragna and J. Spencer of Universal Equip- 
ment Company, Inc.; Abe and Ben Itkin, Itkin Bros.; 
Chick Blank, A. Blank Company; Joseph Weiner; R. J. 
Freeman; Howard M. Jacobs and Mr. Widman, of 
Desks, Inc.; Ernst Abraham and George Archer of New 
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WHAT WILL 
REGAL DO 
IN 1942.. 



























| HATS an honest question. It deserves an honest answer 
For 1942, we pledge these things to the typewriter dealer: 


1. We will spare no effort to supply our dealers with 


required typewriters. 


2. We will spare no effort to continue the superior 


service which has made REGAL synonymous with 
QUALITY and SATISFACTION. ° 


Quality and service have led thousands of dealers to name 
Regal the NUMBER ONE source of supply. These twin keynotes of 
fundamental Regal policy will guide Regal in its 1942 operations. 
This we pledge to Typewriter Dealers everywhere. 


REGAL TYPEWRITER COMPANY. “INC 
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BUSINESS MACHINES 


ESSENTIAL ‘or DEFENSE 


ae one of the grave problems we all must try to solve 
in the coming twelvemonth is the problem of Supply. What 








consumers will be able to buy will depend upon what mer- 
chants will be able to sell . . . whick, in turn, will depend 
upen what producers will be permitted to manufacture. 


For ourselves, while sensibly appraising the situation, we 
refuse to be stampeded. Typewriters, adding, addressing and 
all types of business machines are today recognized as essen- 
tial in Warfare and Defense work. Such machines are useless 
without supplies such as inked ribbons, carbon papers and 
carbon rolls. Our work in furnishing this material for military, 
industrial and civilian needs is vital—of the utmost importance. 


-— 


We believe that our 60-year career of building trade and 
good will can continue . . . and that dealers and consumers 
who adjust their methods to 1942 War and Defense conditions, 
will not fare so badly as pessimists fear. Worthy merchandise 
and fair dealing will still be potent names to conjure with 

.and “MéV" co-operation will not be diluted by “conditions.” 


ee ee 


Let all, as loyal and patriotic citizens, help America by trying 
to conduct business as usual. Our tremendous modern plant, 
only recently enlarged .. . our reserve manufacturing stocks 

. . our conveniently located branches . . . our WILL to 
SATISFY! Surely all these can help YOU to meet 1942 un- 
afraid, with heads up and chests out! 


Mittac « Voucer, Inc. 


PARK RIDGE ° NEW JERSEY 
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These convenient branches to serve you faster and better 
CHICAGO BOSTON MINNEAPOLIS ST.LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 
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York Woodfinishers Supply Company; Joseph Bandes, 
Julius Bandes & Son; Mr. Berkey, Leather Lounge 
Company; Joseph R. Blum, Michigan Desk Company; 
Irving and M. L. Brause, of Brause Desk Company 
Inc.; George B. Wray; Irwin Casper, Acorn Desk & 
Fixture Company; Nat Dallek, N. Dallek & Company; 
M. Ennis and Charles Cohen, Ennis Desk Company; 
George I. Garber; Howard Grossman, United Time 
Recorder Company; A. H. Hareq, Milwaukee Chair 
Company; David Kahn; H. Kaufman, Kaufman Car- 
pet Company; William Manookin, Monarch Desk Com- 
pany; J. Burton Orr; Max Pearl, Pearl Desk Company; 
I. Levy, Billet & Levy; H. R. Lipshutz; Israel Rubin; 
Harry Heller, Goodyear Chair Company; and A. 
Schwartz. 
_— —>-— - 

WALDER PRESIDENT OF SQUARE CLUB OF N. Y. 

John J. Walder, Boorum & Pease Company, last 
month was elected president of the Stationers Square 
Club of Greater New York when that organization held 
its annual meeting and election of officers. 

The gathering was held in the Greeley room of the 
Governor Clinton hotel on December 18 and there was 
a fine turnout of the membership for the event. In 
addition to bestowing the high honor upon Mr. Walder 
the club also elected the following men for the coming 
year: 

Fred Steinhilber, Geyer’s Stationer, first vice-presi- 
dent; William Beck, Art Steel Company, Inc., second 
vice-president; Howard Sanders, Stationers & Pub- 
lishers Board of Trade, treasurer; Sidney Diamond, 
Diamond Stationery Company, secretary; Ralph Bar- 
nett, Blaisdell Pencil Company, financial secretary. 

Trustees 

The new trustees and the terms they will serve are 
as follows: 

Albert McLane, Spencerian Pen Company, three 
years; Benjamin Sandner, Russia Cement Company, 
two years, and George Nicklaus, National Blank Book 
Company, one year. 

The nominating committee, of which Louis Tav- 
ernier, Fulton Specialty Company, was chairman, also 
named the following five men to serve as a finance 
committee: 

Harry Lynn (chairman), Esterbrook Pen Manufac- 
turing Company; Aaron Gottlieb, L. Gottlieb & Son; 
Ben Simon, S. N. A. Stationery Company; Charles 
Karasik, Jaclin Stationery Company, and David Tietel- 
baum, U. S. Pencil Company. 

Set Date for Dinner-Dance 

And with the election of officers out of the way 
the members settled down to making preparations for 
the club’s annual dinner-dance which will be held in 
the Hotel Astor on February 28 and is expected to 
result in one of the biggest turnouts the organization 
has ever experienced. 

As in past years, committees will take care of all 
arrangements and will combine their efforts to pro- 
duce a night of fun and entertainment, good food and 
music, and a general good time. 

>< - 
MONROE HIGH POINT CLUB HOLDS CONVENTION 

The convention of the High Point Club of the Monroe 
Calculating Machine Company, Inc., held at Palm 
Beach, Fla. the first week in December, was the most 
enthusiastic sales meeting the company has ever had, 
according to the report of W. G. Zaenglein, Monroe 
president. Two hundred sixty of the leading Monroe 
salesmen and the executives from the general offices 
at Orange, N. J. attended. 

Business sessions were limited to two morning meet- 
ings, during which much important sales information 
was given to the members. One of the announcements 
concerned the new building, of ultra modern design, 
which the Monroe Company is erecting and in which 
they will manufacture aeroplane instruments for the 
government. 

At the opening banquet of the convention, at which 
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COMPLETE FILING SUPPLY 
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BARKLEY PLASTIC TAB INDEXES 


This latest innovation in filing equipment is 


made of durable plastic material molded into 
a strong structural shape Special design both 
angles and magnifies the printed insert to far 


greater legibility No stooping or craning 


necessary with the Barkley Tab Furnished in 


six crystal clear colors Speeds filing and 


FINDIT FILING SYSTEMS. 


rhe most efficient, simple and economical filing 
contains com- 


Alphabetical, 


stems yet devised The catalog 


plete information and layouts ¢ 


Geographical Follow-ur and Subject Filing 
Systems attractively illustrated and described 
for easy presentation to 5 r er or pros- 
pect. 


DURABILITY FILING SUPPLIES 


plete information on 
ar DURATEX, KRA- 


filing accessories. The pe 


FOLTEX, and PERMATEX File F 
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BARKLEY REPORT FOLDERS 
They furnish an ideal and expensive method 
of binding loose leaf page school notes, etc 
Made of a tough leatherette ¢ ossed stock in a 
wide variety of colors the present a neat and 


attractive appearance They are furnished with 
the Barkle 


y Fastener w h is flat and compact 
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BARKLEY STA-GUIDE 


rhis ingeniously designed \ 


tical Guide will 
fill a jong needed require t for a guide that 
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port filed records The STA-GUIDE will tilt only 
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DURABILITY TRANSFER FILES 
Built for long and tisfactor ervice. A comt 
nation of he olid fibreboard and ingenious 
steel reinforcement permit e stacking of Dt 
RABILITY Files Dra t four ply thick 
witt an attractive f Stacking 
Ciips provided k the f : to a solid battery 


There a size for « business record 


SEND FOR COMPLETE INFORMATION . . 


We will gladly send compl« information and 
sample on any of these profitable 


iten Why ot write today? 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 


CManufacturers of Filing Supplies 
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Make Better Lighting 
Your Contribution 
to National Defense 


SM Van Dyke 
; / 






The New 
No. 600 


Amazingly 
Low Priced 





$739 


less tube 
For A.C. Current 






Presenting the New No. 600 


The Greatest Fluorescent Value on the Market 


The purpose of this Van Dyke unit retailing for only 
$7.95 is to bring quality fluorescent within reach of more 
business people. Possesses all the well known Van 
Dyke features. 


Bronze Morocco Finish—Instant Manual Type Switch 


installed on top of shade for easy accessibility—4 rubber 
feet on base—ample pen and pencil receptacle on base. 


Don’t MISS This Sales Opportunity—-ORDER SOME No 
600’'s TODAY SURE. 


Model 
No. 900 


$Q50 


LESS TUBE 


.. . Adjustable shade. ‘Lustrous 
Bronze Applique’’ or Morocco 
finish. Solid Walnut base. 15 
watt tube. Weight 8 lbs. For 
A.C. Current. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 





VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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Mr. Zaenglein presided, brief addresses were made by 
the officers of the High Point Club, namely, H. S. Bor- 
den of Pittsburgh, president; F. S. Chilcott of Denver, 
first vice-president; R. A. Walters of St. Louis, second 
vice-president, and R. L. Sanderlin of Shreveport, 
secretary-treasurer, all district managers of the Monroe 
company. 

Mr Zaenglein then introduced the eleven men who 
have this year attained life membership in the club 
by qualifying for the tenth year, and presented each 
one with a silver cigarette case suitably inscribed. 
These life members are: G. H. Baldwin, Trenton; S. H. 
Billington, Jr., New York; L. L. Broome, Greenville, 
S. C.; J. T. Gerstenberg, Wilmington, Del.; J. W. Hunt, 
Toledo, Ohio; J. E. Moore, New York; W. V. Moore, 
Richmond, Va.; B. H. Sawyer, Little Rock, Ark.; 
R. Trego, New York; C. A. Vernoy, Jr., Dallas, Tex., and 
C. I. Vreeland, Brooklyn. All of these men, too, are 
district managers in their respective cities. 

Five year keys were presented to twenty-three men 
who qualified this year for the fifth time for the club. 

The president’s award to district managers, highest 
honor to be won by a Monroe district for outstanding 
achievement for the year, was awarded to two district 
managers in each of the company’s four major sales 
divisions, namely: R. Trego, New York downtown; 
O. C. Weyand, Wilkes-Barre, Pa.; B. P. James, Detroit; 
J. W. Hunt, Toledo, Ohio; R. Templeton, Oakland, 
Calif.; H. V. Thompson, Pensacola, Fla.; H. E. Dunlap, 
Seattle, Wash., and H. C. Verner, Jefferson City, Mo. 

The recreational program of the week included, 
besides the usual individual sports activities, a golf 
tournament, a tennis tournament, and a Sailfish derby. 
Prizes for the winners in these events were awarded at 
the closing banquet of the convention. 

Mr. Gerstenberg of Wilmington was the winner of 
the golf tournament and of the Monroe High Point 
Club golf championship trophy. P. A. Nivling, assistant 
district manager at Pittsburgh, was runner-up. 

D. J. Ford, sales representative at Greensboro, won 
the High Point Club tennis championship trophy, de- 
feating F. E. Kehoe, Kansas City representative, in 
the finals. 

A whole fleet of fishing boats was chartered for the 
sailfish derby, which was won by B. F.. Leaman, repre- 
sentative of the Philadelphia district. Second in this 
event was A. G. McMaster of the New York uptown 
office of the Monroe Company. 

—-> 
XMAS GIFTS FEATURE OF UTILITY’S YULE PARTY 

The annual dinner party given by the Utility Athletic 
and Social Club, an organization sponsored by the 
Utility Supply Company, Chicago, was held on Decem- 
ber 22 with President M. E. Wolf on hand to greet the 
merrymakers at the St. Clair hotel. 

Before the festivities commenced Mr. Wolf told the 
assembled guests that the company’s contribution for 
1941 to the Utility savings and profit-sharing plan 
would equal ten per cent of each employee-member'’s 
yearly income. In previous years Utility has contrib- 
uted five per cent of each worker’s annual income. 

All employees received Christmas gifts in the form 
of merchandise certificates, the amount varying with 
the individual worker’s length of service with the 
company. 





—- 
STEIN BROS. GIVES XMAS PARTY FOR 225 
WORKERS 

On December 24 the Stein Bros. Manufacturing 
Company, Chicago, in conjunction with its Welfare 
Club, sponsored a Christmas party for the firm’s 225 
employees. This is an annual affair and was held 
in the Midland hotel. 

During the festivities President Leo Stein presented 
each worker with a bonus check and announced that 
similar checks had been mailed to each of the com- 
pany’s salesmen throughout the country. After the 
presentation Sales Manager E. R. Manning made a 
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POSTINDEX 


gets things done in 


WAR PRODUCTION 


Aircraft Manufacturers, Army Engineers, Construction 





Quartermasters, Munitions Manufacturers, Ordnance 
Plants, Ship Builders—use Postindex for Inventory, 


Production, Purchase and Personnel Records. 
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A complete history of every item in one record... sig- 
nalled for action. 












































Centralized responsibility over all phases of Stock 
Control and Purchasing Detail or Personnel Records are 
achieved at lower operation cost with Postindex. 


Two complete sets of facts in one record... each 
complementing the other: Buying controlled by average 
stock requirements; signalling for executive action as 
only Postindex can give it to you. 


In one simple installation Postindex provides a com- 
vlete running history on each item and complete and 
accurate information for managerial decision and action. 


During the past few months we have developed some 
valuable experience on defense activities which we be- 
lieve may be helpful to you in case you have any 
similar ones in your territory. 





Give us a list of the war material manufacturers in 
your territory and we'll send you forms and specific 
information that you can use to advantage. 
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The four-page master form and auxiliaries permit a more exten 
sive coverage on each item. 

Detachable disbursement records preserve an even balance 
between receipt and disbursement entries. 
b. Postindex Offset signalling is the simplest method of flashing 
ey need for action. 
Forms attach to the Postindex one-piece trunnioned wire 


Tt No other parts needed. Nothing to wear out. Positive spacing 
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th HARTER”! 


facturer of posture 
chairs and other steel seating equipment, 
is co-operating to the fullest extent in Na- 


tional Defense. e This means that some of 


the raw materials which normally go into 
the production of steel chairs are being 


THE HARTER CORPORATION, 
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diverted for vital defense needs. Thus, a 
limited quantity of steel chairs is available 
for general distribution. Quality, however, 
continués to be the dominant characteristic 
of the Harter Line. e The Harter dealer 
policy, too, continues unchanged. That pol- 
icy has always been one of close teamwork. 
Can we “talk things over’ with you? Write. 


STURGIS, MICHIGAN 


NEW YORK, 354 FOURTH AVENUE. CHICAGO, 14 EAST JACKSON BLVD. EXPORT DEPT.: 1120 CHESTER AVE., CLEVELAND, OHIO 
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brief speech, advising those present to purchase de- | J why Ay Ay A, o A, hy A, 
fense bonds and stamps and announcing that the | WW WwW WO WW Oe ee Oe Oe Oe 


company is willing to act as bookkeeper for those 

who wish to buy their bonds by payments. 

+2 
NEW YORK O.M.D.A. NOMINATES OFFICERS 

At a meeting of the Office Machine Dealers Associa- 
tion of New York, held December 11 in the Park Cen- 
tral hotel, the following men were nominated for office 
for 1942: 

President, N. Fucci, Business Machine Service Com- 
pany; vice-president, Irving Ritchie, Addressing Ma- 
chine & Equipment Company; treasurer, William Pur- 
vin, Superior Typewriter Company; secretary, H. G. 
Convery. These nominations will be voted upon at 
the January meeting. 

One of the visitors in attendance was Clyde Jung- 
bluth, Underwood Elliott Fisher Company, who told of 
attending the Merchandising and Sales Clinic held by 
NTOMDA in Chicago, and offered his help in the 
event the local organization desired to hold a similar 
meeting. 








ee 


NEW ENGLAND TRAVELERS HOLD XMAS PARTY 

About fifty members of the New England Travelers 
Club gathered in the Embassy room of the Hotel Ken- 
more in Boston, for their annual Christmas party on 
December 22. 

Following a custom of many years standing each 
member of the club, whether present or not, brought 
or sent a gift which, in turn, was delivered to the 
Boston Post, a newspaper which distributes baskets 
and presents to needy families. 

Those present enjoyed a turkey dinner and program 
of entertainment and heartily congratulated John F. 
Kennedy for the masterly manner in which he took 
over the role of master of ceremonies. 

The club’s annual meeting and election of officers, 
scheduled for December in the Chamber of Commerce 
building, will be reported in the February issue. 


TWO MASTERS 
TO SERVE 


Ww 


OBODY expects business to be 
“as usual” these A But every Vic- 
tor dealer has a legitimate interest in 
the question of os he can count on 
in the way of deliveries of Victor 
Adding Machines in the hectic days 
ahead. 
Ww 


We appreciate how keen that inter- 
est is. We know that the demand for 
Victor Adding Machines was never 
more insistent. 

w 


But let us assure you—every Victor 
dealer will get his just share of all 
the adding machines we can make, 
while we're straining every facility in 
our power to serve two masters— 
Uncle Sam and you. 


———— o-oo afte: 
PENN-MAR-VA-ITES ENTERTAIN NEEDY Ww 
CHILDREN 


As this issue goes to press the Penn-Mar-Va Trav- 
elers Club is scheduled to hold a Christmas party for 
a number of needy children at the Poor Richard Club, 
Philadelphia, Pa. The youngsters were to be taken to 
the club from a settlement house in one of the poorer 
districts of the Pennsylvania city and after being 
given a turkey dinner, plus all the trimmings, were 
to be entertained and given presents including warm 
clothing provided through the generosity of each indi- 
vidual member of the organization. 

SEE tipo cane 
WINNIPEG STATIONERS’ ELECT OFFICERS 

The Stationers Association of Winnipeg, Canada, 
held its annual meeting and election of officers on 
December 9, when the following men were named to 
head the organization for 1942: 

President, J. H. Francis, Reliance Ink Company, 
Ltd.; vice-president, D. A. Riley, Commercial Station- 
ers & Office Supply Company; secretary, C. Vernon 
Nobbs, The Luckett Loose Leaf, Ltd.; treasurer, F. J. 
Dool, G. R. Bradley & Company, Ltd. 


2 — 

O. E. D. CLUB HOLDS FINAL 1941 MEETING 

The Office Equipment Dinner Club, New York City, 
held its final meeting for 1941 at the Hotel Sheraton, 
New York, N. Y., on December 4. The highlight of 
the evening was the showing of a color motion pic- 
ture telling the story of walnut through its many 
stages of production, its uses, etc. Another meeting 


will be held in January but as yet the date has not | 


been definitely set. 
enemas —t 
BICKETT EXTENDS FACTORY 
Forced by continually increasing business to find 
additional working space, the L. M. Bickett Company, 
Watertown, Wis., is building an addition to its factory 





It is gratifying to us to report that 
we are keeping Victor quality right 
up to its usual high standard; that the 
demand for our products in defense 
production is steadily increasing; and 
that we are insuring the present and 
future sales for our customers by 
vigorous advertising in 1942—keeping 
the name Victor foremost. 


Yes, two masters to serve—Uncle 
Sam and you. Count on us to serve 
both of you well. Victor Adding 
Machine Co. 3900 N. Rockwell St., 
Chicago, Ill. 





VICTO 


ADDING MACHINES 
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BUT NOT AS QUICK AS 


OF FILING SUPPLIES SPECIALS 


When it's speed you want on Filing 
Supplies Specials .... you can't beat 
Wabash for quality, economy and 
quick delivery. 


THE WABASH CABINET CO. 
WABASH, INDIANA 


The line that's sold only through dealers. 





anal IS QUICKER 


THAN THE 








THE WABASH CABINET COMPANY 
| 144 E. WATER STREET, WABASH, INDIANA 


Rush our special presentation of The Wabash Line—a vol- 
| ume that will help us to bigger profits! Is an exclusive 
sales franchise available? 


] Name 
Address 
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and the work is expected to be completed within a 
short time. The company has recently purchased a 
quantity of additional machinery and equipment and 
this will be installed as soon as the new wing is ready 


for occupancy. 
_—~—e--e« 


GUNLOCKE OFFICIALS AND MEN GO “ALL OUT” 
FOR NATIONAL DEFENSE 

One of the most concrete examples of “all out” de- 
fense efforts was exemplified recently by the officials 
and workers of the W. H. Gunlocke Chair Company, 
Wayland, N. Y. 

A committee of workers approached Howard W. 
Gunlocke, treasurer and general manager of the com- 





HOME OF THE AMERICAN SPIRIT.—The W. H. Gunlocke 


Chair Company factory at Wayland, N. Y., where unselfish 


| workers voluntarily work extra days and contribute wages 
| thus obtained to President Roosevelt for national war efforts. 


pany, with a suggestion that the entire factory work 
an extra day (Sunday, December 28) and that their 
entire wages for the day be turned over to President 
Roosevelt to be used by him in any manner he chooses 
for national war efforts. 

“It’s a grand idea, boys,’ Mr. Gunlocke agreed in- 


| stantly, ‘and, if all workers approve of it, the com- 


pany will match the workers’ contribution, dollar for 
dollar.” A meeting was called and the plan unani- 
mously adopted, the day’s work done and the pro- 
ceeds turned over to the government. Speaking on 


| behalf of the men after the event occurred Mr. Gun- 
| locke said: 


“We believe this is one of the finest evidences of 


| practical patriotism this war has produced to date. 


We also believe the plan will be adopted by many 


| other concerns and will go far to bind all citizens 


together in a common effort.” 


—-> 


NEW ENGLAND TRAVELERS NOTES 

Chet Cummings has been elected alderman-at- 
large in his home town of Melrose. .. . It was his 
first political endeavor and he garnered 4800 votes to 
win an easy victory. ... He holds office for two years. 
‘ The New England News Company on Janu- 
ary 1 moved into new quarters at 30 Garrison street, 
bringing to an end a thirty-five year tenancy in former 
quarters ... Did you know that Jim Hobart spends 
his Winter weekends duck-shooting where he can 
always depend upon getting lots and lots of exer- 
cise even if ducks are not so plentiful... . Harry 
Tehan, Jr., recently became quite well-known here- 
| abouts after receiving some nice publicity from a 
Boston newspaper columnist. Steve Mason is 
freee a first-class job of renovating and modernizing 
his stationery and office supply store in Woonsocket. 
. Among other things he has installed an oval 
book counter with a capacity of 1000 volumes. ... 
Another prominent stationery organization which is 
likewise making big improvements on and in its store 
is Philip Morris & Company, Nashua... . The Boston 
Stationers Association has announced that money 
saved by omitting the Christmas party last month 
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PRICE $5000 an OUNCE 
AND UP! 


® Some accident insurance pol- 
icies pay $5000 for the loss 
of an eye; $10,000 for total 


blindness. 


® Many judgments in damage 
suits have been for $25,000, 
$50,000, $100,000 . . . and 


up for loss of sight. 


® An astonishing price for an 
ounce or two of living tissue? 








Not at all. 
® Sight is man’s most precious 
possession. 
Eye-strain from trying to work by poor light . . . or against reflected glare . . . or from 


trying to distinguish small lines (such as figures in a book) in “jumpy” surroundings 
will in time impair even good eyes. Eyes that already need help (25% of students’ eyes; 
50% of those in middle years) are doubly impaired by unfavorable working conditions. 


So you do more than merely “make a sale” This correct green-white paper, ruled in 


when you sell “EYE-EASE” in books, restful brown-and-green, cuts glare, re- 


sheets, pads, forms. You help in however duces reflection, minimizes eye-strain, fa- 


ech : 
small a way toward better eyesight for gue, errors elps Americans young 
and old, preserve the most precious gift of 
America. siti 


EVERY TIME YOU SELL 
“EYE-EASE” 
YOU HELP SOMEONE ELSE 
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A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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PEERLESS STEEL EQUIPMENT COMPANY 


Did slice a 


MAIN OFFICE AND FACTORY: UNBUH AND BASBROOK STREETS, PHILADELPHIA 





Cable Address: ‘* PEERSTEEL” 
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LO OUR DEALERS: 


OuR COUNTRY IS AT WAR..eDEMOCRACY'S REN- 
DEZVOUS WITH DESTINY IS AT HAND. 





OFFICE FURNITURE IS AN ESSENTIAL PART OF 
ouR DEFENSE PROGRAM. Iv IS THE MACHINERY WHICH EN- 
ABLES QUICK AND EFFICIENT HANDLING OF THE MILLIONS 
OF NECESSARY DETAILS--LARGE AND SMALL. OFFICE AND 


PLANT MUST FUNCTION TOGETHER. 








— 


FROM THIS MOMENT ON, OUR EVERY EFFORT 
WILL BE EXPENDED TO SUPPLY.«2eeAS RAPIDLY AS POSSIBLE.. 
THE REQUIREMENTS OF ALL GOVERNMENTAL DEPARTMENTS AS 
WELL AS THE REQUIREMENTS OF THOSE ENGAGED DIRECTLY 


IN DEFENSE WORK. 


a ee 


CIVILIAN REQUIREMENTS WILL BE MET AS RAP- 


IDLY AS CONDITIONS PERMIT..eDELAYS, HOWEVER, MUST 
BE ANTICIPATED. .«ePRODUCTION FACILITIES ARE LIMITED. 





WE ARE CERTAIN WE CAN COUNT UPON THE PpA- 
TRIOTIC COOPERATION OF ALL DEALERS, 


SINCERELY YOURS, 


ete 


PEERLESS STEEL EQUIPMENT COMPANY 


WG Grae 


EWC :#MC SALES DIvIrsron 


“We Sell ve the Dealer — Oat Product seis Fon Aim 
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will be used to make the annual banquet bigger and 
better. . . . The club wishes to remind visitors and 
friends that (in case they have forgotten or didn’t 
know) the new meeting and luncheon spot is Thomp- 
son’s Spa, corner of Summer and South streets. 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Trav- 


elers Club. 
—e # - 


MOLLOY OPENS NEW MERIDEN STORE 


J. F. Molloy, owner of a stationery business formerly 


located at 8 West Main street, Meriden, Conn., has 
moved his organization to a new store in the recently 








MODERN ENTRANCE OF THE MOLLOY STATIONERY STORE 
IN MERIDEN, CONN. 


completed Malloy-McGar building, 20 West Main street. 
The big job of moving was successfully concluded 
by the eighteen employees of the store headed by Mr. 
Molloy and Store Manager Stanley McGar. 

The business was started in 1904 and experienced 
a steady and profitable growth from the beginning. 
It is both wholesale and retail, the former depart- 
ment embracing the distribution of newspapers and 
periodicals over a large area of the state. 

An imposing and modern front, with large display 
windows and double doors, extends the twenty-five 
foot width of the store, which is 150 feet in depth and 
has a basement with a 225 foot depth. Included in 
the building are a large loading platform and a mod- 
ern garage. 

In addition to the regular staff the company also 
employs fifteen part-time workers. 


a2 


NEWSPAPER TELLS OLD TOWN HISTORY 


The November 24 issue of the Brooklyn Eagle, prom- 
inent Brooklyn N. Y., newspaper, paid signal honors 
to the Old Town Ribbon & Carbon Company, Inc., 
when it devoted almost two columns to a story con- 
cerning the growth of that organization, under a head- 
ing of “Brooklyn Firm Hits Record Pace.” 

The story traces the growth of the Old Town busi- 
ness from its small beginning in 1916 to its present 
position as one of Brooklyn’s leading manufacturers 
with its own seven-story building, a structure which 
includes everything from a complete research lab- 
oratory to a lunch room for the company’s more than 
200 employees. 

The article also touches upon the importance of 
ribbons and carbon papers in government and defense 
administration and presents an interesting picture 
of the ribbon and carbon industry in which Old Town 
occupies so prominent a place. 





During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 
COMPANY 


900 E. 95th St. 


Chicago, IIl. 
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A GOLDEN OPPORTUNITY 
FOR 1942 


Stepped-up production resulting from the in- 
creased defense program provides a vast poten- 
tial market. With the Cesco Line the dealer 
has every advantage—he can offer the latest 
in Record Keeping Equipment. Here are just 
a few outstanding items. 


VISIBLE RECORD BOOKS 
A range of Forms and Binders unap- 
proached by any manufacturer. Shift and 
Non-Shift Binders—Forms for all types 
of records. 











STRIP ACCOUNTING SYSTEMS 


A new method for gathering reports, 
data and figures intensely interesting to 
auditors. Peg Boards and Binder Equip- 
ment. 

















SOCIAL SECURITY RECORDS 
A series of stock forms that will fit all 
needs. Visible Systems, Strip Forms. A 
vast potential market of unlimited scope. 





FORMS AND BINDERS 
In addition to all the standard numbers, 
Cesco offers many exclusive items—all 
with unusual sale appeal. 











Send for Complete Catalog 


Acquaint yourself with the new Cesco Line— 
send for Catalog today. Exclusive agencies 
available to established dealers. Details on 
request. 
































The C-€- SHEPPARD CO. 


** 4407 2i:! Street, LONG ISLAND CITY, N.Y<« 
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| New Machines and Devices Section ] 
Continued from page 50 


Named the Cado fastener, the unit is manufactured 
of a flexible acetate material which can be used in 
connection with a complete line of popular articles 
such as leatherette brief covers, attachable binding 
devices for regular folders, and paper fasteners. The 
illustration accompanying shows how the Cado fas- 
tener is used as a temporary or permanent binder. 

Further particulars will be furnished by the Cush- 
man & Denison Manufacturing Company upon re- 
quest to the address given above. 


——-<-—- 


HILCO’S PLASTO-MATIC DUPLICATOR 
The Hilco Corporation, 429 West Superior street, 
Chicago, has announced a new, low-priced stencil 
duplicator which features a novel plastic frame con- 
struction. It is trade-named the Plasto-Matic and is 





THE PLASTO-MATIC DUPLICATOR 


made to quickly and efficiently turn out stencil re- 
productions on all standard sizes of impression paper 
and card stock. 

The plastic frame equipped with steel working parts 
houses a simplified mechanism which makes operation 
easier. It has a rapid drum feature for quick and 
easy color changes, all-in-one-piece paper guides, and 
hairline registration. Paper weight and stripper are 
also made in one piece. There is also a positive drum 
lock and the drum may be removed without the use of 
tools. The Plasto-Matic is completely noiseless. 

The use of plastic in forming a strong and long- 
wearing housing for the machine is the result of a 
series of experiments taken to assure the manufac- 
turer such material would give satisfactory service. 

At a slight extra charge the unit can be equipped 
with a built-in brush, automatic counting device and 
a roller brake. 

*—- 
NEOPRENE TO REPLACE RUBBER IN 
TYPEWRITER FEED ROLLS 

E. I. Du Pont de Nemours & Company, Wilmington, 
Del., has recently ended a long series of experiments 
with the announcement that a new product, trade- 
named Neoprene, has been perfected as a substitute for 
natural rubber in the manufacture of typewriter feed 
rolls. 

As part of the tests, feed rolls of Neoprene were 
placed in operation on one typewriter which was then 
used in regular service for twenty months. Following 
that, the machine was shifted to letter typing and 
used intermittently for another ten months. During 
both periods the typewriter produced “clean” copy 
without smudges or streaks, and at the end of the 
test period the Neoprene rolls were found to be in 
almost as good condition as when newly installed. 

Neoprene, it is explained, can resist oxidation and, 
in the form of feed rolls, maintain correct frictional 
contact with paper. The rolls, it is said, are of par- 
ticular benefit on machines where they are required 
to withstand oils and solvents. 


— 
MAY’S “INDESTRUCTO” TAG 


The J. L. May Company, 111 West Nineteenth street, 
New York, N. Y., has added a new number to its Maco 
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Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not in 
use. Indispensable for vertical filing or for attaching material 
to a permanent card. Uses DJ340 NEVA-CLOG Staples. 





For heavy duty and for fastening of tough materials, this ma- 
chine uses a broad flat staple. Fastens such materials as fibre, 
softwood baskets, veneer wood, leather and belting. Used for 
sealing heavy paper or cloth bags, packages of corrugated 
board, and similar difficult operations. 

Features: Powerful leverage, durable, fool-proof. Staples 
used: NEVA-CLOG B-%. 





This Deep Throat machine is mounted on a spring arm which 
allows stapling 12” from the edge of paper or cardboard. 
Staples used: DJ-340. 





The prices listed include Federal Excise Tax. 
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TEMPORARY PERMANENT 


FASTENING FASTENING 
> an a Cota 





A NEW 
NEVA-CLOG 
STAPLING PLIER 


NEVA-CLOG now offers a dependable Stapling Plier that will 
deliver either a temporary (spread), or a permanent (clinched) 
staple. 

The anvil is easily and quickly set at either desired position 
by slight pressure on a button in the base of the lower jaw. 
It is simple and fool proof, and remarkably efficient. 


This new NEVA-CLOG J-60 fills the demand in many offices 
for a temporary fastening device which is practical, efficient, 
portable and durable. It has all the exclusive features of the 
famous NEVA-CLOG J-30 Stapling Plier, plus the temporary 
anvil feature. 





A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Will fasten all materials that the staple will penetrate without ' 
bending. Particularly designed for production work and hard 
usage, but can be used for any stapling operation within its 


capacity. Delivers a strong sharpened staple and clinches 
it securely even in light material. Clog-proof so that it will 
give constant production. Easily and quickly loaded with 
NEVA-CLOG A-1000 or L-1000 Staples. 
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line under the trade name of the “Indestructo” tag. 
The new item is a “Supertuf” tag made of a specially 
treated material of great strength and durability and 
is available in a range of round and oblong sizes in 
white, russet, olive green and granite gray. 
.—-« - 
SERVICE INDUSTRIES’ NEW LAPBOARD 

Service Industries, Inc., 2025 South Calumet avenue, 
Chicago, Ill., has announced a new service lapboard 
made to sell at one dollar. It is of plastic fibre board, 





c ™ 
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THE SERVICE LAPBOARD 


durable and light in weight and measures 1734 by 
3534 by 1g inches 

The unit has many uses and can either be propped 
up on the user’s Knees or placed across the arms of 
a chair. Because it is smooth on both sides it can 
be utilized as a writing desk or drawing board. The 
lapboard is packed twelve to a carton, and is listed 
as the No. 105. 


°.—-« 





SUPERIOR’S TYPEWRITER STAND.—The Superior Table 
Company, 525 West Seventy-sixth street, Chicago, is fea- 
turing ‘his typewriter stand as the latest addition to the 
firm's lines. It offers extra space on rigidly supported ends 
and is equipped with hard rubber casters for easy rolling. 
The unit is so constructed as to give ample knee space. 


°—- ¢ 
LINKADEX, A NEW VISIBLE RECORD 

The Norwood Products Company, 75 East Wacker 
drive, Chicago, is introducing a new type of visible 
record under the trade-name of Linkadex which makes 
use of any standard filing cabinet or binder. “hrough 
its use a salesman may carry 500 slips in a standard 
one-inch ring binder. 

Each slip or card is independently hinged in over- 
lapping, visible form so that both sides may be used 
for posting or reference without removing it from the 
file. When necessary to add more names they can be 
inserted in their proper position rapidly, and inactive 
names can be removed and the record rearranged 
with equal facility. 

Each card is attached to a die cut interlocking 
strip in such a way as to form a hinge. The strips 
are then linked together to form a chain from which 
the cards hang in overlapping form with part of 
each exposed. 

If it is desirable to make present card indexes 
visible this can be done, and the index may be at 
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PUSH THE PRODUCTS 
that are EASY 10 GET 


In your worries over sales you can’t make because 
of supplies you can't get, don’t overlook the oppor- 
tunities for profits on products that are still easy to 
procure. Many live wire dealers are dulling the pain 
of scarcity with abnormal sales of the Speed Prod- 
ucts shown below. All are on tap for immediate 
shipment. 


TOT SPEED FASTENER AND TOT STAPLES 


Since you can't 
meet the ertire de- 
mand for standard 
staples, recom- 
mend TOT and 
TOT Staples. This 
combination will 
do most jobs re- 
quired by the 
standards. Both 
stapler and staples 
are still easy to 
get. 





Plenty on hand. 
Carry a set with 
you. They're easy > i. a, 
to sell these days, 23 23% Feet we 


®3s564"™ 
with defense-con- Qweriyr y Ultorps 
scious typists plug- 


ging for aids to \2 Kees Ty hor: 
faster output. Ame 





Tabs: regular celluloid-linen combina- 
tion; three exposures; eight colors. 


Indexes: Ring Book; Post Binder; A to 
Z. Available in all standard sizes. 


Definite aids to speedier reference in 
defense records. 





PARROT BINDER CLIPS 


Three sizes for bind- 

ing up to one and one 

quarter inches. A per- 

fect substitute for sta- 

ples where temporary fox 
fastening is desired ra ‘ 
Plenty in stock 





All-Out efforts are being made to maintain shipments of hard-to-get 
Speed Products. Meantime, hammer away at sales of on-hand 
products. 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd., Long Island City, N. Y. 
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~MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. it affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 

6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 

7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 

8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 

9. Its finish, while normally wrinkle 


green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 


point of use 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 











THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults In the World 


320 FIFTH AVE.. FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg 


Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 
Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 


Colombia, S. A.— Havana— Hawaii— Manilla— Panama— Puerto Rico 
Shanghai—Tokyo—Venezuela, S. A. 
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the top or bottom of the card as desired, it being 
unnecessary to reindex the record. 


—><-—— 


NEW FASTENER BY CONSOLIDATED 
The Consolidated Staple Company, Inc., 1810 Wilson 
avenue, Chicago, has introduced a new three-in-one 
fastener, made to retail for seventy-five cents and 
trade-named the Flash. 
The unit can staple, pin or tack, is precision built 
and is made in an attractive, streamlined design. It is 





THE FLASH FASTENER 


easy to load and to operate and permits reserve staples 
to be stored in the body of the machine. It has a 
specially constructed plunger top to fit the palm of 
the hand and is equipped with rubber feet for the 
protection of furniture. Finishes available are maroon, 
olive green and blue ripple colors. The Flash is fully 
guaranteed, and staples are packed 100 to a strip. 


—_>-  — 


MONTGOMERY FEATURED AT BOOK FAIR 


Honoring Richard D. Montgomery, secretary and 
treasurer of the J. K. Gill Company, pioneer stationery 
house of Portland, Ore., as the author of that new 
work “Young Northwest,” depicting pioneer days in 
Washington and Oregon, and five other leading Pa- 
cific Northwest authors of the day, a book fair and 
tea was staged for pre-Christmas book promotion at 
Rhodes Department Store of Seattle, Wash. 

Mr. Montgomery, a native of Portland, where he has 
long been a busy Gill executive and participant in 
Northwest stationery conventions, has been receiving 
widespread acclaim across the continent as the author 
of this new tome. 

—_- 


ZELLERS SEEKS RIDER TO “PRICE CEILING” BILL 


John A. Zellers, of Remington Rand, Inc., acting 
in his capacity of chairman of the committee on in- 
ternational trade of the Advertising Club of New York, 
last month requested United States Senator Robert F. 
Wagner to give favorable consideration to a provision 
in the pending price ceiling bill. 

The organization which Mr. Zellers represents asks 
that the senator, as chairman of the committee on 
bank and currency, give consideration to a provision 
exempting from the bill “all sales of merchandise for 
export from the United States.” 

The request was based on the assertion that putting 
a “ceiling” over prices or a “floor” under them would 
tend to so restrict the citizenry as to make it imprac- 
ticable to successfully compete for world markets 
against countries whose conditions make it “basically 
impossible” for American traders to enter into com- 
petition with the traders thereof. Mr. Zellers’ letter 
concludes: 

“We urge, therefore, a bill which will leave freedom 
of action and flexibility of administration in the hands 
of those Americans who are engaged in foreign trade 
and to whom we must look for its preservation from 
predatory or competitive world practices.” 





NEW YEAR’S GREETINGS 
FROM SHEAFFER'S 


With the Nation on a war footing, many 
consumer items will be harder to obtain. 


The Sheaffer organization is cooperat- 
ing—and is prepared to cooperate to a 
greater extent—in defense manufactur- 


ing. 


In so far as Is possible, Sheaffer will do 
everything within tts power to supply the 
trade during 1942 with the finest line of 
pen gift merchandise it is possible to 
manufacture. 


Your Sheaffer representative will call on 
you soon with a plan which, if you adopt 
it in your store, we are sure will contri- 
bute materially to the success of your 
pen department during the coming year. 


W. A. SHEAFFER PEN CO. 


FORT MADISON, IOWA 
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No. 162—60 by 32 inches 











4 WHO HAVE PROFITED 
grade will appreciate 


this NEW desk and its com- 
I. E H _ panion turned leg pattern 
No. 600 grade. 


Many thousands of Michigan Desks 


are in use helping in the National De- 





fence Program and we shall continue 
to do everything possible to assist our 


dealers throughout this good United The broadened Michigan Line 


. , merits your full investigation. 
States with merchandise to supply Ask ie aneren eng veiling 


their local defense needs. list and literature. 


MICHIGAN UESh LOUMPANY 


GRAND RAPIDS MICHIGAN 
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NATIONAL’S HOUSEWARMING 
(Continued from page 47) 
dation of customers in the middle west. It is the oper- 
ating center 


of the mid-western sales force of the 


AT THE NATIONAL BLANK BOOK CHICAGO HOUSEWARM- 
IN 


1. A conference in Miss Carroll's private office. Seated at the 
desk with Miss Carroll is R. E. Towne, assistant treasurer 
of the compauy. Standing: (L to R) Paul Darrow, jacob 
Kulp, Clare Marquiss and F. O. Tupper-White, building 
architect. 

2. Two smiling treasurers—R. E. Towne, National Blank Book 
Co., and Harry Horder, Horder’s, Inc., get together, greet 
each other and talk shop (maybe). 

3. Seated: E. E. Long, Marshall-Jackson Co.; Mrs. Ray Ham- 
mond; Mrs. Leonard Rose; Mrs. H. W. O’Brien and Phil 
Lloyd, Horder’s Inc. Standing: Al Johnson, J. K. Martin, 
K. E. Wallace and W. J. Whetham, ail of Globe Furniture 
& Staty. Co. 

4. Seated (L to R) Walter Snelling, Horder’s, Inc.; George 
Aigner, G. J. Aigner & Co.; Fred Jones, Horder’s, Inc.; W. D. 
Comstock, G. J. Aigner & Co., and Ed. Malacek, Marshall- 
Jackson Co. Standing: Joseph Bravi and Monroe Ioas, both 
of Monroe Office Supply Co.; Rudy Janovsky, Wilson-Jones 
Co.; Fred Cook, Just & Son; Eric Behmer, Marshall-Jackson 
Co.; William Schuster, Schuster & Ward. 


company. Salesmen for the city and suburban areas 
travel daily from the office and representatives from 
all the outlying sales territories visit Chicago periodi- 
cally. 

Located at the north east corner of Quincy and Jef- 
ferson streets, the building now housing the branch 
was remodeled at a cost of about $65,000. Formerly a 
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DEADENS 
NOISE! 





I ERE’S a sure way to increase your 

average sale: suggest a KIL- 
KLATTER Typewriter Pad to every 
buyer of office supplies. Your customers will welcome this 
low-priced pad that really deadens typewriter racket in 
today’s busier, noisier offices. And once they see how effec- 
tively it reduces sound . . . how its cushioning effect eases 
finger-tip fatigue they ll come back to buy KIL- 
KLATTER Typewriter Pads for every typewriter and for 
other office machines. ; 


, KIL-KLATTER is made of famous OIZITE ALL-HAIR 
FELT with treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. Size 11 x 13 in. 
fits all typewriters and many business machines, 


e KIL-KLATTER is 
attractively packed 
in individual cartons 
for eye-catching win- 













dow or counter dis- 
play and increased 
sales. 


1L-KIATI 


THE SCIENTIFIC TYPEWRITER PAD 


FREE DISPLAY CARDS: Wit 
lor a mor pa 
u FREE a f lisplay card ane 


a quantity t ( rt il encl ire 


dozen or 1! e pad ve ene 


imprinted with 


FREE SAMPLE PAD FOR DEALERS 
ONLY will be sent. if the « 
v is attached ti r letterhead 


ipon be 





AMERICAN HAIR & FELT COMPANY 
Dept. D1, Merchandise Mart, Chicago 


Send FREI f KIL-KLATTER Typewrite 


ibout price 
FIRM NAMI 
ADDRESS 


i CITY 





r pad and information 


STATE 
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postal station, the high ceilinged structure is admirably 
suited to the needs of the National Blank Book Com- 


pany and its only other occupant, Horder’s, Inc., who 
use the upper two floors. It is a modern, fireproof, brick 
building with a main entrance on Jefferson street. 


In the new location the company has more than 
twice as much space as formerly, the total being nearly 


Purchasing Agents 35,000 square feet. Being on the first floor and having 


DO NOT DISPOSE OF 
OR TRADE IN ANY 
OFFICE EQUIPMENT 
BEFORE WRITING US 
FOR QUOTATIONS 





In most cases we will pay more in cash 
than the manufacturers will allow in trade. 
A few of the machines on which we offer 


Big Premiums are as follows: 


Comptometer-Burroughs Calculators 








Sundstrand-Burroughs Adding Machines 
Monroe-Marchant Calculators 
Hand & Electrics 
Burroughs Bookkeeping Machines 





Dictaphone—Ediphone—Coin Changers tr ‘ 


TIME OUT FOR PICTURES AT NATIONAL BLANK BOOK 
PARTY.— 

1. Seated (L to R) Al Schiller, Schiller & Schmidt; William 

Dalton; F. D. Woolverton, Marshall-Jackson Co.; C. O. 


Envelope Openers—Sealers—Typewriters 





REMEMBER ° . ° We Buy All Morse and Arthur Olsen, both of Burras Staty. Co., Oak 
Park. Standng: Ed. Rybak: Tom Noesges, Miss M. Olson 
. ° and Ed. Wilmotte, all of Schiller & Schmidt. 
Makes and Models Office Devices 2. C.L. Barkley, C. L. Barkley & Co.; Merritt Ranstead, L. Lewis 
and John Kirk, all Crown Office Supply Co.; Charles Jones, 
: . C. L. Barkley & Co. 

You can deal with RELIABLE in the full confidence 3. Seated: (L to R) Frank Neeson, Gene Walsh, Helen Doherty, 
h ‘ - . : Larry Mayer and Bill Dempsey, all of Dandy Supply Co.., 
that every transaction Is supported with definite except Miss Doherty, who is with National Blank Book Co. 
. . Standing: Tom Chamberlain, Art Jones and Dick Cook, all 

guarantee of complete satisfaction. of Dandy Supply Co.; Len Rose, National Blank Book Co. 


4. (L to R) Mrs. G. H. Langhauser, Paul Darrow, G. H. Lang- 
hauser, Miss A. B. Carroll, and T. K. Nickerson. (Inset) 
Hy Marcus, Crown Office Supply Co. 


References— 
CHICAGO ASSOCIATION OF COMMERCE : ; J; 
a private loading and unloading platform, incoming 
CITY NATIONAL BANK AND TRUST CO. and outgoing shipments are expedited. When carload 


shipments arrive from the factory in Holyoke, Mass., 
cases can be sent up to the secord floor by rear of the 
building elevators where stock can be unpacked and 


a put on shelves with little delay. 
e id € T 4 Facilities of Office Well Integrated 

ypewrl er An entrance on South Jefferson street leads into an 
& Addi M hi C ti attractive reception room. After a receptionist inter- 
ing acnine orpora ion views callers they are directed to the proper person. 
: soe If a customer wants to look over merchandise, a sales- 
ee ene Se ee Clenge, iincle man from one of the city order desks takes him into 
Established 2] years an impressive showroom which opens off the reception 
room. In addition to being a place where all forms and 
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“Built Like a 
} Skyscraper” 














Largest Exclusive Makers of Office Furniture and Filing Equipment in the World 
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Another Victor 
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Sold only through 
Dealers 
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for attractive, free sample package of Victor 
Stencils and new Victor Duplicator Supply Catalog 
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WANT PROMPT SHIPMENTS? 


YOU CAN GET PLENTY 
OF HIGH QUALITY, 
DOUBLE-INSPECTED, 
TROUBLE-FREE 


VICTOR 
DUPLICATOR 


STENCILS 


AND 


INK 


WITHOUT DELAY. 


TURN TO THIS SALES- 
TESTED LINE FOR VOL- 
UME BUSINESS, REPEAT 
ORDER PROFITS. 


EFFECTIVE FREE HELPS, 
LITERATURE, SAMPLES, 
MAKE SELLING EASY 
FOR YOUR SALESMEN. 








THE VICTOR SAFE & EQUIPMENT CO., INC., North Tonawanda, New York 
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merchandise are displayed, the showroom is designed 
for use as a Sales conference chamber. It is entirely 
separated from the general office and has a long table 
for conference use. City salesmen have attractive 
quarters smartly furnished with easy access to the 
reception and showrooms. A large display window faces 
Jefferson street. 

The floor covering in the two rooms just described 
is particularly effective. In the reception room the 
color harmonizes with the peach colored walls. In the 
conference room, the floor is covered with a brown and 
green rubber tile arranged in the “Eye-Ease” ruling 
Similar to a loose leaf sheet. 

Miss Carroll’s private office is beautifully furnished, 
providing an appropriate setting for the chief execu- 
tive of the branch. All windows in the office are 
equipped with venetian blinds. 

In addition to the main entrance on Jefferson street, 
there is another on Quincy street, which permits cus- 
tomers to go directly to the city order pick-up counter. 
Immediately inside this entrance on the left is the 
receiving counter for all incoming packages. At the 
city pick-up counter there is a dumb waiter elevator 
connecting with the stockroom on the second floor. As 
all stock is located at the rear of the second floor, 
orders can be sent up and merchandise sent down with 
dispatch. In the stockroom, parcel post and express 
orders are laid out and sent downstairs on trucks 
equipped with shelves. Freight orders are laid out on 
skids and sent to the shipping room on the first floor. 
A private freight elevator runs between the basement 
and the third floor. School goods and raw materials 
are Stored in the basement. 

National’s first Chicago branch was officially opened 
on July 1, 1921, at 618 West Jackson boulevard. The 
space occupied was about 8000 square feet. In April, 
1932, quarters were taken at 328 South Jefferson street, 
with about twice as much space. Later, about 4000 
square feet of storage space was added at the same 
address. In the present location, there are some facili- 
ties for further expansion. 
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UNIQUE EXPERIMENT ON OLD TOWN’S “DAWN” CARBONS. 
—To demonstrate curlproof features of Dawn carbon papers, 
manufactured by Old Town Ribbon & Carbon Company, Inc., 
O. H. Davison thought up this heatlamp and ice stunt for Old 
Town's display at the recently held fourteenth annual Pacific 
Purchasing Agents’ Exposition. The unit was used to show 
that temperature extremes—exemplified by the heat of the 
lamp and the coldness of the tray atop a cake of ice—will not 
affect the Dawn brand of carbon paper. The carbons seen 

curled were described as other than “Dawns.” 

_— *—-<¢ - 

HAWES TAKES UEF ITHACA OFFICE 
W. F. Arnold, general sales manager of the Under- 
wood Elliott Fisher Company, last month announced 
the appointment of E. S. Hawes as manager of the 
firm’s Ithaca, N. Y., branch office. Mr. Hawes gradu- 
ated from the UEF sales training school last November. 


















MR. DEALER: 


Typists are interested in 
‘happy posture’’—they 
want to go home without 
feeling the weight of the 
day’s work—they want to type the easiest 
way! 

Executives are interested in maximum pro- 
duction—they do not want to have letters 
rewritten—they transcribing equip- 
ment that will assure typing speed with 


want 


accuracy! 

Yes, Mr. Dealer, typists and executives alike 
prefer ERROR-No because it promotes faster 
error-free transcribing. Show your customers 
ERROR-No results from your 


copyholder endeavors. 


and realize 









ERROR-No’s SUPREMACY — 
EASILY PROVEN! 


The new copyholder compari- 
son chart in our Prize Award 
folder backs up your every 
statement of ERROR-No’s 
superiority. Send for your 


copy today by writing 


THE DAWN MFG. CORP. -===== 
12 Champeney Ter., Rochester, N. Y. 
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OUTSTANDING 
Office Chair Ensemble! 


No. 837 


Birch—walnut or 
mahogany fin- 
ish. Width be- 
tween arms — 
20%”. Depth of 
seat - 171”. 
Height of bac 
181”. 



























m™-—— the finest simu- 
lated leather ob- 
m™ tainable covers the 
§ upholstery of these 
chairs. It is wash- 
able, waterproof and resistant to 
ageing, flex, cracking, abrasion, 
peeling and fading. 


SPECIFICATIONS: 
Northern Birch. 
Highest grade con- 
struction. Cabinet 
work and finish. 
These chairs are 
comparable with the 
higher priced. 


No. 836 


Birch—walnut 
inist Wi 






fi s 

Arms—2034”. Depth 
Seat—1719 Height of ‘ 
Back—1842” 


JASPER SEATING COMPANY 


JASPER, INDIANA 





L. H. Farber, 526 S. Wabash Ave. Phone WEBster 3217, Chicago 
Office Furniture Warehouse, 573 Broadway, New York 
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“PARADISE OF THE PACIFIC” 


Through the kindness of two old friends, Fred P. 
Alexander and W. G. Huston, president and assistant to 
the president of Alexander Bros., Ltd., Honolulu, re- 
spectively, we have received the holiday issue of 
“Paradise of the Pacific,” an illustrated monthly maga- 
zine published in Hawaii. 

The sorrow that is felt throughout the nation as 
a result of the Honolulu bombing is heightened when 
one turns the leaves of this 112-page book to view 
the beauty and serenity of the islands, much of which 
has been shattered by alien bombs in recent weeks. 
Every intricate operation of the graphic arts has 
been utilized to bring the Hawaiian Islands to the 
reader via color and the printed word. 

Many of the wonders of the islands are presented 
in color. Active volcanoes, sugar plantations, exquisite 
orchids, trees in full bloom, Hawaiian “land” shells, 
coconut palm fronds, Hawaiian boys and girls and 
fishermen and, Army and Navy squadrons in flight 
over the Pacific. These pictures are all there, most 
of them as full-page plates and nearly all of them a 
riot of color befitting the semi-tropical location of 
their making. 

The first reader page reviews the history of the 
islands under a heading of “Down Through the Years.” 
The writer deplores the fact that the tempo of the 
islands is changing and old landmarks are disappear- 
ing. The old leisurly manner—‘“no need to hurry hither 
and yon’—is gone and in its place are the so-called 
advantages of civilization—the hurrying pedestrian, 
speeding motor cars, seething business communities. 


Hawaii is the outpost, reads the article, written at 
a time when, it is obvious now, the beautiful islands, 
with their trees, blue waters, sunshine and balmy 
climate were already marked as victims of the first 
tragic blow to be struck. 

Highly interesting are the many articles which the 
magazine contains. Their nature is best described by 
the following titles picked at random: 

“Madame, Here’s Your Sugar,” “In Pineapple Land,” 
“Hawaiian Village in Army Post,” “Gardenias,” “God 
is Good,” “Hawaiian Land Shells,” “Iolani Oasis 
of Freedom,” “Adventure and Pleasure,” a story of 
the Pearl Harbor Yacht Club, “Heart of the Archipel- 
ago,” and “The Leis of Hawaii.” Still others deal with 
the occupations, theaters and customs of the islands. 

In addition to the pages of color and reading mat- 
ter, the holiday issue of “Paradise of the Pacific’”’ also 
carried an impressive amount of advertising. Almost 
every business and industry were represented while 
among those in the office equipment field who occu- 
pied space were Patton Company, Ltd., Business Ma- 
chines Company, Ltd., and the Honolulu’ Paper 
Company. 

ae 
BICKETT’S “OFFICE BOY” DOES PART FOR 
RED CROSS 


Among the many releases Jim Brown, who signs 
himself the office boy for the L. M. Bickett Company, 
Watertown, Wis., issues was one sent out in December 
in which Author Brown made a fervent appeal for the 
American Red Cross and told of doing his part in the 
following wordage: 

“IT red in the papers that the Red Cross wants to 
raise $50,000,000 for relief work for those suffering 
from the war and to help this cause I got LMB to let 
me send out this letter as cheap as I could and the 
money I save by sending it for 14 cents instead of 3 
cents I am going to give to the Red Cross as my dona- 
tion. The saving will only be 1% cents a letter but 
for about 1500 letters it will be over $22.00 so that 
will buy a lot of groceries or 5 or 6 pairs of shoes 
for somebodys. 

“Of course I am going to give more out of my pay 
checks right along and we have put up a donation 
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“Master Grade 


NDERWOOD 


World's Finest Remanufactured Typewriter 





Precision workmanship, the exclusive use of only genuine new Underwood replacement 
parts, skilled labor in high gear production have made ‘SMASTER GRADE” Underwood 
the business builder for the typewriter dealer. Thirty-five years’ specialized experience in 
remanufacturing the typewriter leader of the world—Underwood—is culminated in today’s 
“MASTER GRADE.” Now more than ever before look for quality and choose a depend- 


able source of supply. 
W rite or cable for latest quotation. 








THE WHOLESALE TYPEWRITER COMPANY 


155 Sixth Avenue Cable: SALETYPE New York, N. Y., U.S.A. 
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PARK BRAND 
MANILA 
and KRAFT FOLDERS 
o 
PRINTED and BLANK 
MANILA GUIDES 
7 
PRINTED and BLANK 
PRESSBOARD GUIDES 
= 
TRIANGULAR 
CELLULOID 
PRESSBOARD GUIDES 


BLANK CARD 
INDEX GUIDES 





FULL STEAM AHEAD! 








There’s plenty of work to 
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factory assembly line. 


















Filing supplies are VITAL 
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+ < : IMPERIAL filing supplies. 
INDEX CARDS Fi, IMPERIAL’S complete line 
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box in the factory where everybody can put in money. 
LMB has promised to put in every 50 cent piece he 
gets in change so every time I get enything for him 
I always ask for 2 or 3 59 cent coins in change which 
he has to put in the box. They say all is fair in love 
and war so in this case its both—love for our coun- 
try at war.” 





NEW HOME FOR SUPER SALES.—Because increasing busi- 
ness demanded more space the Super Sales Company, South 
Bend, Ind., recently purchased the above building and 
through extensive alterations converted it into a first-class 
office machine store located at 315 West Monroe street. The 
organization, which is headed by P. F. CoyKendall, is the 
local dealer for L. C. Smith and Corona typewriters and Allen 
Wales adding machines. A complete stock of rebuilts, rentals 
and supplies is also maintained. The Super Sales Company 

was formerly located at 423 South Lafayette boulevard. 

_ — ie — 
SENGBUSCH COMPANY SHARES IN BILL OF 
RIGHTS ANNIVERSARY OBSERVANCE 

In the December 15 issue of the Milwaukee Sentinel 
a group of forty-seven business concerns in Milwau- 
kee, including the Sengbusch Self-Closing Inkstand 
Company, cooperated in observance of the 150th anni- 
versary of the Bill of Rights by means of appropriate 
material occupying the center spread of that news- 
paper. It included, of course, the Bill of Rights, also 
the Declaration of Independence, the Preamble to the 
Constitution, Lincoln’s Gettysburg address, President 
Roosevelt’s proclamation of November 1941 referring 
to the Bill of Rights’ anniversary, and other material 
all of a patriotic nature. The different states were 
listed with their dates of entry, population and cap- 
itals. Other features included two verses of the Star 
Spangled Banner, a verse of America, the oath of 
allegiance, a picture of the Bell Tower of Independ- 
ence Hall, Philadelphia, a picture of the group in In- 
dependence Hall signing the Declaration of Inde- 
pendence, the pledge to the flag, and the American’s 
Creed written by William Tyler Page and accepted by 
the House of Representatives on behalf of the Amer- 
ican people April 3, 1918. The arrangement of the two 
pages was most effective. The sole purpose was one of 
patriotism and unity in the new situation in which 
the country finds itself. 

- ——_-. - 
HAWAIIAN DEALER ADOPTS “BUSINESS AS 
USUAL” SLOGAN 

Enemy bombers who count not upon the fact that 
Americans as well as British can take bombing and 
destruction in their stride when forced to do so should 
pay a call upon W. Tip Davis, office furniture and 
stationery dealer of Honolulu, Hawaii, and learn about 
fortitude from him. 

Mr. Davis recently told the whole office equipment 
industry that he had adopted the “Business as Usual” 
slogan by writing a letter to all of his manufacturers, 
one of whom is Van Dyke Industries, Chicago manu- 
facturers of fluorescent lamps. For the benefit of 
those who thought business was at a standstill on the 
islands and that Oahu (upon which Honolulu is lo- 
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DARNELL CASTERS 


AND NOISELESS GLIDES 


1 Complete Customer 
SATISFACTION 


2 Protect Business 
REPUTATION 


3 Every Guarantee of 
FUTURE PROFITS 


WRITE FOR DEALER PROPOSITION 


DARNELL CORP.,LTD., tonc seach, carr. 


36 N. CLINTON, CHICAGO ¢ 60 WALKER ST., NEW YORK 
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REA DY THIS NEW 


to mail to you AIGNER 


he 0 we PROFIT-MAKER! 
cs 


Increase Your 
Sales of Indexes With This 


AIGNER INDEXING GUIDE! 


You sell more indexing material 
when you show your customers 
how correct indexing saves 
them work, time and money. 
You have all this sales-building 
information on the use of in- 


dexing ... all the accumulated 
knowledge of Aigner indexing 
experts . . . a complete descrip- 


tion of indexes and index tab- 
bing for every purpose, in the 
new AIGNER Catalog, ‘Index- 
ing.” You will find “Indexing” 
helpful, profitable, easy to use. 
You'll find AIGNER Products 
and Service dependable and 
guaranteed. 

Get your copy of “Indexing.” 
Just fill in the coupon and mail 
it now! 


G. J. AIGNER CO. 

















' 
FILL OUT— i 506 jee AIGNER CO. { 
503 S. Jefferson S$ 
TEAR OouUT— ' os Fel IIlinois “ : 
and ' Send me that Free Copy of INDEXING ' 
MAIL he ! 
Firn 
TODAY! |)" 
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Aico-GRIP TABBING | 
LOOSE LEAF INDEXES 
DESK PADS and 

ACCESSORIES 
SHOP TICKET HOLDERS 


AtES-prooucts 


Manufactured and Guaranteed by 
503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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cated) was a shambles, we present excerpts from Mr. 
Davis’ letter: 

“We are still doing business as usual. ...Go ahead 
with my orders so they can be shipped as soon as 
facilities permit. . Delay is an inconvenience we 


must put up with for a time... . Conditions here are 
much as usual. ... Practically no damage was done 
to the city proper. ... My entire organization is intact 


and well.” 
So much for enemy bombing when it comes to 
squelching American spirit and pluck. 
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PREPARED FOR ANY EMERGENCY.—This large plant of 
the Automatic File & Index Company at Green Bay, Wis., 
is a good lesson in foresight and preparation for any event 
because its two top floors are packed with stock items 
ready for instant shipment, so that any order, almost regard- 
less of size, can be filled with the minimum of delay. 


ee a 
INDUSTRY MEMBERS GIVE ANNUAL CALENDARS 

As in previous years several manufacturers and deal- 
ers in the office equipment industry remembered their 
friends with 1942 calendars in various styles and sizes. 
Among these were the following: 

The Western Bank & Office Supply Company, Okla- 
homa City, Okla. This well-known firm’s gift to its 
friends consisted of a large wall calendar measuring 
twenty by thirty-four inches. It featured defense 
activities of the nation by presenting at the top a 
large picture, in a red, white and blue border, of 
Will Rogers Field, United States Army air base, with a 
squadron of bombers flying overhead. Superimposed 
in the center of the picture was a “V” for victory 
and beneath it the three-dots-and-dash Morse code 
symbol of the same letter. The calendar was also un- 
usual in that it began with the month of December, 
1941, instead of the opening month of the new year. 

The Advance Addressing & Mailing Company, Chi- 
cago, gave a medium-sized wall calendar printed on 
high-grade paper and with a top Section bearing a 
delightful picture of a baby and a puppy. The monthly 
sections were of the tear-off type and beneath them 
was a 1941 and 1943 calendar for ready reference. 





NEW DRESS FOR ACELINER STAPLER.—The Ace Fastener 
Corporation, Chicago, has recently adopted an attractive new 
packaging for its Aceliner stapling machine which is to take 
the place of a previous packaging which was utilized on a 
temporary basis. The new package is done in two colors, 
black and yellow, and tells the complete story of the Aceliner 
and staples it uses. Streamlined lettering helps stress the 
fine lines of the stapler itself as well as adding considerably 
to the handsome appearance of the box. 
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No. 2712 
27 DRAWERS 


“aa 
PRONTO UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, can- 
celled checks, catalogues, samples, tools and dies, letters. 
Olive green baked enamel finish. Plated card holders and 
handles. Adjustable steel drawer partitions available at slight 
additional cost. 


PRONTO FILE CORP., 349 Broadway, New York City 














PORTABLE DESK FILE 


This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 
handles 


SPECIFICS ON No. 458 No. 459 

' ICATIONS Letter Size Legal Size 
Height 30 inches 30 inches 
Upper compartment 12x10%x24 15x10%x24 


Lower compartment 12x1 1x24 15xttx24 
In Olive Green (smooth or crinkle) 


Grained walnut and grained mahogany finishes, 
$2.50 additional. 


COLE STEEL EQUIPMENT CORP. 


349 BROADWAY, NEW YORK, N. Y. 
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p he T CHECK SIZE 
No. 1941L 
PRONTO Files are made of 275 Ib. 
test corrugated board reinforced with Crane stroma 
steel. Thousands of concerns have used a 
them for many years—used them for all aninidiain 
fling and storing purposes. When C Pri MADE FOR 
PRONTO Files are used all records are arton Mrice 
readily available. In Grained walnut as CETTER SIZE 
well as olive green finishes they match Le 
5 ak ; . No. 1210L 
present office installations. And they can 
be interlocked into solid batteries. 
Sell PRONTO Fibre Board FILES. 
A Size for Every Record 
Freight Bills Sales Checks Claims 
Charge Slips 5 x 8 Cards Receipts 
Job Tickets 4 x 6 Cards Meter Stubs 
PRONTO FILE CORP $2.50 
° Carton Price 
349 BROADWAY, NEW YORK, N. Y. 
Prices in Denver and West of Rockies 20% Higher 
oe | 
al No. 458 
, $ 50 
“<2 17 
ea Hi Letter Size 
z Green 
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5 10ST Tyee WITH AMERICA’S FINEST 
~ i057 THiabey STOCK oF USED TYPEWRITERS 
AT YOUR DISPOSAL! 


If you've tried in vain to find certain makes of type- 
writers — if you've counted on present sources of 
supply to fill your used typewriter needs only to be 
disappointed—if you've hunted for a particular model 
and then lost the order because you couldn’t locate 
it—if that has been your experience lately, we urge 
you to establish your supply line at International 
Typewriter Exchange. Here you'll find thousands 
of guaranteed used typewriters at your disposal— 


all makes and countless models. 


For 30 years, we have mainiained a reputation 
of giving the trade machines when they needed 
them. Today. we're still living up to that 
claim. You'll find America’s finest selection of 
used typewriiers right here. Whatever your 
requirements may be, get in touch with us— 
we promise satisfaction. 





To maintain your used typewriter profits— 
maintain contact with International Typewnter 
Exchange. Write or Wire Your Requirements 


Today. 








INTERNATIONAL TYPEWRITER EXCHANGE 


W. F. (Bill) Clausing 
GENERAL OFFICE, WAREHOUSE AND FACTORY 
231 WEST MONROE ST. 


Southeast Corner Franklin & Monroe Sts. CHICAGO, U. S. A. 


* Reconditioned throughout by the same mechani« 
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ELLIOTT EMPLOYEES RECEIVE STOCK 


(Continued from page 54) 


Elliott is credited with making one of the shortest 
speeches on record when questioned concerning the 
proposed gift to company workers. Asked why he 
was preparing to turn the stock over to the employees, 
he said: 

“Because I can’t take it with me when I die!” 

It was in June, 1937, that Mr. Elliott made what 
was later described as “one of the most generous and 
unusual grants in the industry” when he announced 
the establishing of a $250,000 trust fund for the com- 
pany’s then 375 working men and women. At the 
same time he announced a pay raise aggregating more 
than $35,000 annually. 

That 1937 plan cost Mr. Elliott $25,000 in gift taxes 
assessed by the federal government but this factor 
was not mentioned by him when he made known the 
idea to Elliott workers at a mass meeting. But when 
the gathering ended those present learned that each 
worker who has been with the company ten or more 
years was eligible to benefit under the trust fund, 
that should the company ever close up or be sold out 
the principal of $250,000 would be divided among all 
employees, and that each year Mr. Elliott planned to 
put into the fund 2500 shares of Elliott second pre- 
ferred stock which would pay a seven per cent cumu- 
lative annual dividend so that every twelve months 
there would be $17,500 to distribute. 

Characteristic of the brevity of statements concern- 
ing his generous acts to his people Mr. Elliott, after 
expressing the hope that other employers would follow 
his example, dismissed the entire incident by saying: 

“Why not have the pleasure of handing our own 
money to those we feel should get it; not in our wills 
after our deaths, but while we are still active and 
healthy and we can have the satisfaction and pleasure 
of doing it?” 





KIL-KLATTER SALES PROMOTION MATERIAL.—The Ameri- 
can Hair & Felt Company, Merchandise Mart, Chicago, is mak- 
ing available to dealers the counter display card shown above 
as a means of increasing sales in the line of Kil-Klatter type- 
writer pads. The card explains fully how the pad absorbs 
and deadens the noise of office machines. Another promo- 
tional piece (shown at the bottom of illustration), is a two- 
color, four-page folder which is described elsewhere in this 
issue. 


eS 
BARKLEY WORKERS RECEIVE BONUS 
Employees of C. L. Barkley & Company, Chicago, 
received a Christmas bonus last year which varied in 
accordance with the individual’s length of service 
with the firm. Those with a full year were given ten 
per cent of their earnings from January 1 to Decem- 
ber 1, 1941; those with six months’ service received 
ten dollars and employees who began their service 
after December 1 were given two dollars each. 
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Chair 


Look Under the Seat 


for EXTRA SALES VALUE 


Above—Johnson 














Port Washington 
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CHAIR ACTION 


SYNCRO-TILT Chair Irons are the most important operating 
part—and the most powerful sales feature—on many popular- 
selling Posture Chairs. Once you see how the SYNCRO-TILT 
works you'll recognize why it’s one of the Industry’s greatest 
contributions to office working efficiency—and CHAIR SALES! 


5-Way Adjustment. . . Synchronized Action. 
TILT Chair Irons provide FIVE Adjustments—every possible 
adjustment to fit the chair to the occupant. And its SYNCHRON- 
IZED movement offers the last word in comfort-engineering— 
form-fitting body support in working position, and complete 
relaxation and freedom from fatigue. Prevents up-and-down 
rub of the back pad, and uncomfortable restriction of blood 
circulation at the knees. 


*% Dealers! % Manufacturers! 


Write now for BOLENS SYN- 
CRO-TILT Chair Iron Catalog. 
Put SYNCRO-TILT to work 
selling YOUR Chairs! 


Check this important Sales 
Feature on YOUR Chair Lines. 


BOLE PRODUGTS COMPANY 


Modern Chair Irons for all types of Office Chairs and Stools 


. SYNCRO- 


Wisconsin 
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Here is the most reliable source 
of supply for Duplicating Inks 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ley-V [eo] 9) 3 

MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 
pestsbetbed-VoitbtacMe) Melby eli lot-tetele whet <-) 
enables us to offer you the finest 
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Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
eles eM helio R tel-M oft ol-) om Wel-B eels lel Beel-Lol- 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 
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pW itel ccm ect-vettheLertthacte Mb tele (-s ai tel 2M ol -) e-1e)er-1| 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INh SPECIALTIES CO, INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 
‘SATISFACTION GUARANTEED OR YOUR MONEY BACK” 
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SAN ANTONIO NEWS NOTES 

As another year draws to a close the stationery and 
office appliance dealers of San Antonio, Tex., look 
back upon a year of unusual business. While the first 
nine months of the year showed a good business in- 
crease over 1940, the real boost in business came after 
the re-armament program was inaugurated. Since 
this city is an important military center, as well as the 
home of Randolph Field, the Army’s “West Point of 
the Air,” this increased activity has brought thousands 
of young men here for military training, which has 
resulted in a heavy demand for typewriters, office 
supplies and equipment, and associated merchandise, 
and local stationers and business equipment dealers 
have profited accordingly. ... Continued good business 
is anticipated during the first quarter of 1942. In 
order that all may be served, however, the stationers 
have entered into a rationing plan whereby a maxi- 
mum amount that can be purchased is placed on 
items where delivery of replacement merchandise is 
slow and uncertain... . 

The Maverick-Clarke Boosters’ Club held their an- 
nual dinner-dance at the Plaza hotel on the night of 
December 27, with approximately 200 employees, their 
families, and invited guests in attendance. Al Eise- 
mann, president of the club, and Miss Jennie Aird, 
vice-president, were in charge of the arrangements. 

.. Tom Tucker, city salesman for this firm, has re- 
turned from a trip to New York and Philadelphia, and 
a visit to his former home just outside Philadelphia. 

. And Marvin Warren, another city salesman for 
this firm, has returned after a brief illness from in- 
fluenza. ... Maverick-Clarke have completed repaint- 
ing and redecorating their building, and have installed 
fluorescent lighting in all departments. ... J. Andrew 
Smith of the J. Andrew Smith Company is doing his 
part in the present emergency by giving patriotic 
talks in the interest of defense bonds and stamps... . 
During San Antonio’s first blackout on the night of 
December 17, Mr. Smith, who is a first World War 
veteran, and a charter member of Post No. 366, Ameri- 
can Legion of San Antonio, donned his Legion cap 
and served with other Legionnaires in enforcing black- 
out regulations and curbing possible sabotage. ... His 
son, Jimmie, has completed his CAA training and 
holds a private pilot’s license, and plans to enter the 
Air Corps as an aviation cadet as soon as he has com- 
pleted the required two years of college at the Uni- 
versity of Texas, which will be in January. He also 
holds a license from the FCC as an amateur radio 
operator, and is a member of the Kappa Sigma fra- 
ternity. . . . The Clegg Company has completed a 
program of repainting and redecorating their store 
interior and display windows. A feature of their store 
is the arrangement along the side walls of 15 deer 
heads, symbols of the prowess of L. B. Clegg and Wil- 
liam C. Clegg as hunters.—BCR 
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AIGNER ADOPTS NEW PACKAGE DESIGN 

The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, has announced a new printed cello- 
phane package for its Aico Grip insertable index tabs 
that is designed to give more effective display to this 
sales unit, to make the package easier to open and 
use, and to tie-in with the Aico Grip box for better 
consumer identification. This new package will replace 
the unprinted glassine envelope previously used, but 
will contain the same one foot quantity of tabbing. 
No change has been made in the box, containing five 
individual packages (five feet), or the carton, con- 
taining five boxes (twenty-five feet). 

The attractive new package is a two by seven inch 
clear cellophane envelope, heat sealed at both ends. 
It is printed on one side in colorful blue and orange, 
and a third-color effect is obtained by the black 
serial number visible through a “window” at the 
bottom of the package. This color combination, and 
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E interrupt our regular monthly messages 
for a sincere chat with our FRIENDS... 


THROUGH MORE than a decade, our ever- 
growing circle of friends who retail office 
supplies have done a marvelous job in mak- 
ing “ACE” the best known and biggest 
selling line of Stapling Equipment in Amer- 
ica. And we say “Friends” sincerely, for we 
at Ace Fastener have a habit of thinking 
and talking about “our friends” instead of 
“our customers.” Your orders are seldom 
regarded as so many Stapling Machines or 
Staples or Staple Removers, but rather as a 
welcome opportunity to help you towards a 
larger and more profitable business . . . 
towards more and better satisfied customers. 


THAT'S WHY in the present emergency, 
it’s hard for us to say even to our oldest 
and best friends, “Sorry, we can’t give you 
prompt shipment of the stocks you need, 
because Uncle Sam and priorities and pref- 
erence ratings come first!” 


“TF WE COULD ONLY BUILD A MILLION’ 


CHANCES ARE many of the Ace Products 
you sell will be used for defense work in 
government or private industry. So, where- 
ever youcan, GET PREFERENCE RATING 
CERTIFICATES and send them to us with 
your orders! They give our steel mills the 
authority they need to release the mate- 
rials we requisition. Here’s the most effec- 
tive way to help us serve you better. 


WHERE YOUR SHIPMENTS are slow in ar- 
riving, when answers to your letters or 
wires are delayed, we ask your forgiveness, 
for our capable, enlarged organization is 
operating under extreme pressure. Demand 
still exceeds the greatest production in our 
history. Under normal conditions, greatly 
increased facilities would have been com- 
pleted with enough Ace Stapling Equip- 
ment for all. But until the job Uncle Sam 
has undertaken is brought to a successful 
conclusion we can only say. . 


“IF WE COULD ONLY BUILD A MILLION!“ 
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SYAPLING MACHINES FOR EVERY PURSE AND PURPOSE 


ACE FASTENER CORPORATION - 3415 NORTH ASHLAND AVENUE + CHICAGO 
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TRANSFILE 


TRADEMARK 


=> 


WE DO OUR PART 


Keeping men in the field, ships at sea, planes in the 
air requires real organization— 


BUT, organization functions through records— 


AND records are useless unless they are housed for 
instant reference. 

For many years housings of steel have done the job 
—-steel files particularly. But, today the nation is des- 
perately in need of steel. 

TRANSFILE FILES made of fibre board use the very 


minimum of steel and provide adequate housing for 
these vital organization records without loss of facility 


or safety. 
We can deliver TRANSFILE FILES now. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


THE FIREFOE 
TRANSFILE 





4 STYLES—13 SIZES—A TRANS- 
FILE FOR EVERY PURPOSE 














JANUARY , 1942 


the design of the Aico tab logo, is the same as used 
on the box. The package is printed with a listing of 
the three sizes and eight colors in the line of tabs in 
addition to identification of the contents. The reverse 
side is not printed, so the actual tabbing is clearly 
visible. This new package, like the old one, contains 
two six-inch strips of tabbing, index inserts printed 
A to Z, and a supply of blank inserts ready for typing. 
isan allel cincceck 
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NEW PACKAGING FOR HIGGINS’ ENGROSSING INK.—The 
Higgins Ink Company, Inc., Brooklyn, N. Y., has recently 
created this two-ounce cube bottle for its line of engrossing 
ink. Of a pleasing design, the bottle is equipped with a 
broad, flat cap and instructions for using the ink are printed 
in as few words as possible on both label and cap. 
————_?—= 
B. & P. OFFERS TO BACK ORDER SHORT ITEMS 

As a means of facilitating service to dealers, Boorum 
& Pease Company, New York, N. Y., has perfected a 
plan whereby the firm will back order all short items. 
A statement concerning this offer, which was mailed 
to the trade on December 11, reads in part. 

“In order to cooperate fully with you, and so that 
you will be in a position to get our merchandise that 
has been short, we have decided to back order all 
short items on orders received on and after Decem- 
ber 15 regardless of whatever expense it puts our 
company to. If you do not wish us to back order items, 
please make a notation to that effect on your order.” 

In addition, the statement said, the company will 
include in its dealer policy the following factors: 
(1) Orders will be checked to prevent any one dealer 
stocking up heavily at the expense of other dealers, 
(2) The company will not figure on large special orders 
whereby doing so would interfere with regular serv- 
ice to dealers, and (3) Prices will be raised only where 
the cost of labor and materials makes it absolutely 
necessary. 
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NEW HOME FOR HAIDA.—The Haida Engineering Company, 
makers of special machines such as carbon and ribbon test- 
ing and winding devices, moved recently from 145 West 
Twenty-fourth street, New York City, to its own plant at 
34-11 Vernon boulevard, Long Island City. The plant is 
completely equipped with modern machinery and is one of 
the largest factories in the country devoted entirely to the 
type of equipment manufactured by Haida. 
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TIS a pleasure for us 
to extend to all our friends 1n the 
trade our thanks for their patron- 
age over the years that have 
passed. Today, with war clouds 
gathered, the thoughts of every 
loyal American are for the Na- 
tion's needs. Insofar as national 
emergency restrictions will allow 
us, we Shall do everything in our 
power to care for your require- 
ments in the year to come. May 
all of you have a Happy, Prosper- 


OUS New Y ear. 


DAVID KAHN, Inc., 
North Bergen, N. J. 


Since 1896 the World's Finest Popular 


Priced Writing Instruments 
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510 PROFIT 
pris MAKERS 


Amazing Stapler, Staples, Staple Remover, and Personal 
Paper Punch, with New features—New Values 





instantly attract New and Old customers in Office, 
School, and Home markets 








PRESTO STAPLER 


c 
complete with 500 staples 59 
Fastest selling desk stapler in the world 
streamlined attractively fin- 
ished. Sturdily built for positive 


service. Every desk 
needs one. 


PRESTO er APES 


t perfectly ‘ sme 








FIRST QUALITY 


PSC suits 


PRECISION MADE 










METAL specutnies fut COMPANY 
(CAG, U.S.A 

1 , aes 
2 ‘000 ina tome "29c. 40) STRIPS OF 50s STAPLES 








PRESTO STAPLE 
REMOVER 25° 


Press the 

Handles 

Out Pops 
The Staple 


STAPLE 


REMOVER 







Quickly easily — removes 
all wire staples from checks, 
reports and other papers. 
No broken finger nails. No 
torn papers. Indispensable 
to all staple users. Made of 
colorful plastic and hard- 
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Punch : 





PERSONAL 


PAPER PUNC 


for Travelers 
 miaaliaal Punches ‘4° Hole Secretar 
V4" from Edge of Papert | cp ents and 
10 Writers 
Con be Carried im Mounted for 
wwww | Doce ahnng tod 
attractive « 


Write for prices and liberal discount schedule 




















METAL SPECIALTI ES 3200-08 CARROLL AVE 
MANUFACTU RING. CO. CHICAGO, ILL 
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PRIORITIES LAW EXPANDS REBUILT TYPEWRITER 
MARKET 

In the columns of a recent issue of the Philadelphia 

Commercial Museum appeared an article concerning 

the expansion of the rebuilt typewriter market as a 

result of wartime curtailment of new metals. The 

article also dealt at length with the manner in which 





| MASTERGRADE UNDERWOOD IN FINAL TEST.—The machine 


is subjected to a searching final test before leaving the factory. 


the Wholesale Typewriter Company of New York City 


| . . > . 
| is meeting the challenge to find new ways to main- 


| 


tain business without impairing or retarding defense. 

The article explains that while some manufacturing 
industries are experimenting with the development of 
substitutes of materials needed exclusively for national 
defense, others, such as the Wholesale Typewriter 
Company, are helping the good work along by making 
equipment last longer. Insofar as the typewriter is 
concerned, the article points out, there is a wide and 
important distinction between rebuilt and second- 
hand machines. As proof of this fact the story recites 
the many operations and inspections utilized at the 
Wholesale company’s plant while a used machine is 
undergoing the treatment by which it will later 
emerge a “rebuilt” or, as Wholesale tags them, ‘Mas- 
terGrade Underwood.” 

The activities of the company in question, the 
article declares, consist of “remanufacturing used 
machines into most up-to-date efficient writing ma- 
chines.” The story reads in part: 

“Old machines, upon arrival at the plant, are en- 
tirely dismantled, stripped to the base, and only the 
durable metal parts are retained. These are subjected 
to close scrutiny and defective parts are rejected. The 
rest are washed by automatic methods, a thorough 
cleaning to remove all corrosion and to lay the founda- 
tion for assurance that they will function smoothly 
when remanufactured into a ‘MasterGrade Under- 
wood’.”’ 

After giving a number of other impressive facts in 
connection with the handling of rebuilt machines, 
the article continues: 

“While much emphasis has been placed here on the 
successful procurement of metals, equally important 
are certain intangibles; good workmanship and care- 
ful inspections. The Wholesale Typewriter Company 
is able to combine the economies of mass production 
methods with the skill of experienced mechanics, 
some of whom have served the firm for more than 
twenty years. Work rooms are laid out to facilitate 
an assembly line of operations, but the system has 
been modified from the familiar automotive industry 
pattern to accord with the special demands of type- 
writer technology.” 

The elaborate details which form a major part of 
this particular type of manufacturing, the article con- 
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At last! A chair in which | DON’T 
SLIDE FORWARD ; . When I lean back! 





Krad I-Tilt chairs mark a spectacular advance in 


conquering discomfort and fatigue. 
The unusual and exclusive off-center pivoting of back support 
. combined with patented Sikes Fixed-Floating Seat .. . 
cradles the back in new-found comfort, prevents unnatural 
slouching and preserves the correct body angle at all times. A 
complete group of Kradl-Tilt Chairs, in both wood and leather 
seat and back combinations, is now in stock, including matching 
arm leg and armless leg chairs. 


Send for literature and sample chairs. Prompt deliveries. 


THE ») TKES COMPANY 


Just one 
of 15 
numbers 
in the 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N. Y. asia 
roup 





At sign? . . 2. 
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Help The Man Who Plans Today 
..» Lhe Production of Tomorrow 





ODAY’S plans ripen into the tanks, the guns, the 

munitions—all the defense goods of tomorrow. This 
all-out production which we need must be planned by 
management—and to do this properly and swiftly, man- 
agement must have the necessary equipment. 

A-S-E Files are built to give a lifetime of trouble- 
free use. Unusually attractive in appearance, they offer 
exceptional filing capacity. They—along with DS Files, 
Cabinets, and Blueprint Cabinets—are being used by 
management in the handling of administrative 


and clerical operations. Thus, they are playing 





an important part in this emergency. 


You can help speed all-out production by 
selling the equipment so necessary to the men 
who make the plans for the production of 
defense goods. You'll be helping defense and 


yourself, too. Write today for full information. 


ALL-STEEL-EQUIP COMPANY. INC. 


601 JOHN STREET AURORA, ILLINOIS 
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cludes, is aptly borne out by the fact that even though 
an assembly method of sorts can be used generally, 
there are still many special duties which fall to the 
individual worker and depend for successful doing 
upon his initiative and skill. Refurbished type bars 
are placed in the frame by hand and are separately 
tested. Adjusters and aligners must give their indi- 
vidual attention to each machine that is in process 
of being rebuilt. A factory inspection sheet calls for 
no less than 325 inspections, covering every working 
part. 
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OCKERS STORE MAKES PROVISIONS FOR TYPEWRITER 
TRYOUTS.—When the Ockers Company, Underwood Elliott 
Fisher dealers of Brockton, Mass., recently moved into new 
quarters a special section was designed for the use of cus- 
tomers wishing to try-out the various models of Underwood 
typewriters on display. Under modern lights and in newly- 
decorated surroundings, the machines were set in a row with 
chairs handy for those who desired to write a few lines on the 
typewriters. The upper picture shows the “try-out” depart- 
ment while (lower) is the new store’s entrance at 20 West 
Elm street. 
oe 
EDUCATOR FINDS POOR SPELLERS AIDED BY 
USING TYPEWRITER 

Angelo Patri, noted child psychologist and educator, 
recently used the columns of the Chicago Daily News 
to express an interesting theory that the use of type- 
writers in schools may be of considerable aid to pupils 
who have trouble with spelling and penmanship. 

In this connection Mr. Patri declares that failure in 
these two essentials may be entirely outside the control 
of a pupil. A child with poor co-ordination in the 
hands will find good penmanship almost impossible. 
The author says: 

“T never worry about those children who do bad 
penmanship because they cannot do better. If they can 
write their names legibly, and manage a few sentences 
so they can be read, they will do. The writing machines 
will help them out.” 

The author explains that spelling—an essential to all 
written communication—is extremely difficult for a 
child with a weak visual memory. Oral spelling is easy 
for such a pupil, he declares, because he most likely 
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BIG AGENCY 
OPPORTUNITY! 








“GRAND PRIZE" 


Carbon Paper and 
Typewriter Ribbons! 





The Profits Are RIGHT! 


Both from standpoint of each sale and from that of 
ever-increasing re-orders! 


The Products Are RIGHT! 


“Grand Prize’’ Carbon Paper and Typewriter Rib- 
bons are backed by 30 years experience. They de- 
liver 100% satisfaction to the customer . . . re-orders 


come in unsolicited! 


The Deal Is RIGHT! 


%& Only one “Grand Prize” dealer to a territory. No 
one else cuts in on your hard work or profits! 


% Wholehearted selling cooperation! We turn over all 


inquiries received from any source . . . wholesale or 


retail . . . to the dealer! 


% Complete line of explanatory sales-helps 
booklets, folders, coupon books imprinted with your 
name, and liberal supply of product-samples 
furnished free! 


% Unique Carbon-Paper Testing-Machine to help build 
sales furnished with initial order of $100.00 or more! 


% Dealer's list of prospects circularized at our expense! 


WRITE TODAY for 


details of this time-tested, money- 
making deal! 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
|. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 





































U. S. Patent 
No. 2,025,712 


the L. M. BICKETT COMPANY has specialized in the manufac- | 
ture of rubber goods for the office supply and stationery trade 
and products manufactured by this Company are being used in | 
numerous countries located around the world. 

During thirty-three years of association with the rubber industry | 
L. M. Bickett, President of the L. M. Bickett Company, has had an 
important part in the development and manufacture of products 
for inventors, industrial organizations and other customers who 
require special products made of rubber, and the extensive line 
of rubber products now manufactured is being added to con- | 
tinually to take care of the requirements of manufacturers filling 





war orders. 

Crude rubber is now controlled by the Rubber Reserve Company, 
a department of the United States Government, and the price has 
been fixed at 2242c per pound for Prime Ribbed Smoked Sheets. 
This plan provides for conservation and distribution of crude 
rubber and in addition eliminates speculation and higher costs. 


Rubber has become one of the most important materials in both 
peace and war, and now and continuing until victory and peace 
permit unlimited use of rubber for all requirements, the facilities 
of rubber manufacturing factories as well as the supply of crude 
rubber must be for the protection of our country and the defeat 
of the aggressor nations. 

Each year for a number of years our manufacturing facilities 
have been reported and checked over for war time use and, 
without doubt, if war continues for any length of time our plant 
will be operating exclusively on orders for rubber products used | 
in conduct of the war. Defense orders for the past nine months 
have equalled approximately 25% of production. 
At the present time no assurance or definite promise regarding 
delivery of any non-essential rubber products can be made; | 
however, orders received will be listed according to priority and 
delivery will be made when and as conditions permit. 








L. M. BICKETT COMPANY 


Watertown, Wisconsin, U. S. A. 


Manufacturers of Respirator Chair Cushions, Airvent Chair Cush- 
ions, Rufback Chair Mats, Full Front Desk Mats and Industrial 


Rubber Goods. 
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has a good “sound” memory, but fails when writing 
words due to the fact that he forgets how a word looks. 

“Give such children a typewriter, or a printing press, 
and they do much better. The motor memory that is 
set through the hands and the eyes by the use of the 
machine, strengthens their spelling weakness tremen- 
dously.” 

The author debunks a popular theory that allowing 
youngsters to use the typewriter in any fashion suited 
to themselves may spoil their chances of becoming an 
expert typist. 

“I do not think it matters,” the article continues. “I 
have no fear of the ‘hunt and peck’ method of typing. 
Searching for the letters helps the child to spell and 
in time the fingering will take care of itself if it is 
important.” 

The one drawback to typewriters in school, the 
author declares, is their cost. But nevertheless he 
believes the results obtained in educating children 
justifies even that. A typewriter, he says, would benefit 
all children by their liberal use while, to some children, 
use of the machine is “precious.’”’ He concludes: 

“The expense and trouble (of providing a child with 
a typewriter) are justified by the improvement the 
poor speller will make not only in spelling, but in his 
attitude toward school and family. 

“When a child fails in school he is unhappy. His 
unhappiness affects his behavior, his health, his growth 
and his work. When he succeeds sufficiently to get by 
with his group, he at once becomes a different sort of 


person. His whole being responds to stimulus of success. 
aonemsiualliieils 





MY! MY! THOSE MORRISETS CERTAINLY DO GET AROUND, 
DON’T THEY?—Bert M. Morris, maker of those Morriset pen- 
ink units, has made sales practically everywhere but his best 
salesman couldn't tell him where this one in the picture is 
sharing honors with the two stern soldiers in the immaculate 
clothing. But it’s only make-believe. The soldiers are Actors 
Frank McDonald and Donald McBride while the Morriset, the 
map, the field radio unit and tent are props in a new movie 
called “Trinidad.” 
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LEDWIDGE OPENS TYPEWRITER STORE 

Charles Ledwidge, a typewriter sales agent formerly 
located on Collinsville avenue, East St. Louis, Ill., last 
month opened a typewriter and office machine store at 
701 Missouri avenue, in the same city. The firm name is 
the Ledwidge Typewriter Company and it will be an 
agency for L. C. Smith & Corona typewriters. 

Mr. Ledwidge held formal opening of the new estab- 
lishment on Saturday, December 6, after the interior 
of the store had been completely remodeled and made 
into a combination display space and service depart- 
ment.—CG 

—- ee 
A. W. FABER CLOSES CHICAGO OFFICE 

Because of the international and domestic situation, 
A. W. Faber, Inc., closed its Chicago office and an- 
nounced that hereafter all communications are to be 
addressed to the home office in Newark, N. J. 
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Qxkord Pendaflex* installations are speeding the work of the Army, Navy, Marine 
and Air Corps, and helping industry everywhere in the production of vital defense 
needs. Few actions or decisions can be made without reference to “the papers in the 


case.’ Pendaflex, the modern filing method, produces papers faster and with less effort. 
*Reg. U.S. Pat. Off. 
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REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mgr. 


R. J. Freeman, (Eastern) 
383 Madison Ave., 

New York, N. Y. 

E. W. Thomas, (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


James S. Fowls, (Southern) 

P. O. Box 1118, 

St. Petersburg, Fla. 

W.H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 

S. H. MacDonald,(West) 

405 Orpheum Bldg. 

Seattle, Wash. 
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Comfortable office chairs are aids 
to clear thinking . . . recommend 


Jasper Chair Co. 


Leather Upholstered Chairs 





Every number attracts and interests. Every design befits the 
Classic interiors now in demand among executives and profes- 
sional men. Every series sets forth the strength and beauty of 
solid American walnut woods and fine leathers in various grades 
and colors for distinction and harmony. The range of seat and 
back dimensions combined with adjustable seat height, affords 


the right chair for individuals of all body proportion. 


Keep up your facts! The way to get most sales during present 
business conditions is to consider each prospective purchase 
with regard to factory schedules and possible change of specifica- 
tion in style or material. Sometimes these matters can be ar- 
ranged so as to result in earlier shipping dates, improved service 
and a happier situation all around. We are always interested 


in increasing your sales of ‘The Right Chair at the Right Price.” 


“7 CJ was wae 


JASPER INDIANA 
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PASSED AWAY. 


E. H. SELL 

Edwin H. Sell, office manager of Sell, Inc., a firm 
founded in 1892, and one of the leaders in N. S. A. 
circles, died December 10 following a heart attack. He 
was in his seventieth year and was in the Columbus, 
Ohio, courthouse where he had gone to call on a 
customer, when the end came. 

Born in Delaware, Ohio, on. October 19, 1870, Mr. 
Sell was educated at the Ohio Wesleyan University. 
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THE LATE E. H. SELL 


In 1891 he went to Columbus and opened a small 
bicycle repair shop which was a successful venture 
measured in the standards of that time. In 1889 he 
was given the local dealership for the Monarch type- 
writer and sold the first model of that machine in 
Columbus. Mr. Sell’s ability as a salesman was pro- 
nounced and in 1906 he was awarded a gold medal 
by Monarch for selling more typewriters than any 
other salesman in the country. 

During the years he gradually increased his business 
by adding new lines from time to time until in 1910 
he included office furniture, files and safes and could 
boast of a complete office supply store. The firm was 
then the E. H. Sell Company. 

Two years later he moved to a new location at 54 
East Gay street, but it was not until 1940 that the 
firm was reorganized and incorporated under the 
name of Sell, Inc., and John M. Sell, a son of the 
founder, became president. The company is now lo- 
cated at 37 East Gay street. 

In 1926 Mr. Sell was elected president of the Na- 
tional Stationers Association when that organization 
was known as the National Association of Stationers, 
Office Outfitters and Manufacturers. His value to the 
association before and during his presidency is aptly 
demonstrated by the following words which were 
written about him soon after the election and ap- 
peared in the November, 1925, issue of OFFICE APPLI- 
ANCES: 

“No man in the National Association is more worthy 
of the honor of leading the organization than Mr. Sell. 
For many years he has been a consistent association 
worker and has a thorough understanding of the or- 
ganization and an intimate insight into the problems 
of the stationery trade. In selecting him as president 
the organization has again shown its wisdom in the 
choice of an executive.” 

In addition to his son Mr. Sell is survived by his 
widow, Mrs. Carrie M. Sell; a daughter, Mrs. O. E. 
Earnshaw; a sister, Miss Alice Sell, a brother, O. P. 
Sell, and three grandchildren. 


ws he 
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FRANK MASHEK 
Frank Mashek, head since its founding of Frank 
Mashek & Company, Chicago manufacturers of leather 
specialties, died December 8 following a heart attack. 
He was well-known in the office equipment industry 
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PERMO-WELD 
MAKES SALES EASIER 


Permo-Weld panels are used for all Sloane office 
furniture, stock or custom-made. 

This amazing process of veneering produces sur- 
faces that are age-proof and weather-proof. They will 
not check or lift. They won't warp. They resist dents 
and scars. They are better able to stand hard office 
wear. Yet they are the same beautiful surfaces Sloane 
uses for home furniture. 

Permo-Weld, plus Sloane workmanship and de- 
sign, is a combination that can build sales for you! 


Wholesale Furniture Division 


Wad SLOANE 


575 FIFTH AVENUE « NEW YORK 
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“We are doing the best we can 
the best we know how and mean 


to keep on doing so until the end.” 


—_ A. Lincor N 


we value your 


business 


We are doing everything possible to 
keep you, our dealers and your 


customers supplied. 


Diversion of materials for “all out” 
defense makes this a real problem 
today. To cooperate we have “boiled 
our line of office furniture and 


down” 


supplies. 


Metals and paper products are becom- 
I 
. . M =. 
ing more limited. We ask you to join 
us in this economic cooperation with 


our government. 


We value your business and will fill 


all orders as promptly as possible. 


Browne Morse Company 


Steel Office Equipment and Filing Supplies 


MUSKEGON, MICHIGAN 
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and prominent throughout the entire Middle West. 

Born April 2, 1876, in Czechoslovakia, Mr. Mashek 
received a thorough education including attendance 
at a business college, and then served an apprentice- 
ship in the manufacture of leather goods. When he 
was in his nineteenth year he came to America and 





THE LATE FRANK MASHEK 


resumed his chosen profession ii: New York shops 
where his skill and ability echoed the thorough train- 
ing he had received abroad. 

About eighteen months later he decided to go into 
business for himself and began the manufacture of 
handbags in New York. For two years he engaged in 
that business and then gave in to a desire to travel 
and see other sections of the country. Closing his 
affairs in New York he started West but settled in 
Chicago where he again took up the business of manu- 
facturing ladies’ handbags and leather novelties. 

The business prospered from the first and within 
a short time gave way to the manufacture of leather 
specialties because, with keen insight, Mr. Mashek 
had foreseen a growing need for leather articles in 
the commercial and business world. As a result of 
this he made the first items which were to be the 
forerunners of the present line of Mashek brief cases, 
wallets, catalogue cases, zip ring binders and zip 
cases which the firm manufactures at 1914-1916 Mil- 
waukee avenue in Chicago. 

Mr. Mashek is survived by his widow, Mrs. Anna 
Vlaciha Mashek with whom he resided at 2600 North 
Kedzie avenue; a son, Frank Mashek, Jr.; a daughter, 
Mrs. Helen Fathauer; a brother, Karel, and a sister, 
Marie. 

Following funeral services at 5501 North Ashland 
avenue on December 10, interment was in the Bohem- 
ian National cemetary. 


- + + 
J. M. GREGORY 


John Milton Gregory, owner of a stationery and 
office equipment house under the name of Gregory 
Office Supplies and Equipment at Menominee, Mich., 
died December 5 after an illness of several weeks. 
He was in his forty-eighth year, and resided in 
Marinette. 

Born and educated in Menominee he attended the 
University of Michigan school of business administra- 
tion. He enlisted in the Army during World War I 
and later was commissioned a second lieutenant, being 
discharged in December, 1919. 

In 1922 Mr. Gregory and Harry E. Scott formed a 
partnership and opened a business under the name of 
the Office Supply Company. This operated until 
January 1, 1941, when the partnership was dissolved 
and Mr. Gregory continued the firm under the new 
designation. 

He was a member of the Pioneer Presbyterian 
church, a past master of Menominee lodge No. 269, 
F. and A. M., a member of Oscar Falk post of the Amer- 
ican Legion and Menominee chapter, Order of Eastern 
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H ERE’S an entirely new folder to help you sell Gunlocke’s 





Rock Maple Chairs—chairs with strength and beauty—with 
finishes to match any desk. 

It proves that Hard Rock Maple is splinter-proof—can take 
a terrific beating—reduces maintenance costs. 

It describes those Gunlocke quality features that mean extra 


value—trouble-free performance—longer life. 





No. 1340 
It contains the terms of Gunlocke’s 10-year guarantee. 
Available in quantities to —————————————- 


W. H. Gunvocke Cuatr Co. 
Wavland, New York 


- 
Gunlocke dealers. Write for | 
| Please send me a sample copy of the 
| 


details today. 
folder on Hard Rock Maple Chairs. 





Name 


Address 


he FAW. HH. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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QUIT WORRYING 
ABOUT PRIORITIES... 


You can still 
make a mighty 
handsome profit on 


Peerless Tuchtype Keyboard 









AMERICA IS AT WAR! Shrewd Dealers, non-grief specialty items as PEERLESS TUCH- 
realizing the folly of expecting "business as TYPE KEYBOARD. 

usual’ are turning their salesmen loose on such Rubber typewriter keys are universally ac- 
cepted. Rubber typewriter keys offer you a 
gold mine of untapped profits . . . . and the 
best known name in rubber keys is PEERLESS. 
Famous for quality, highly regarded for their 
liberal profit yield, PEERLESS rubber keys offer 
you now—today—a new source of income to 
replace products difficult to get because of 
Defense Priorities. Write for full details. 





Peerless-Imperial offers a Career to 
Dealers and Carbon Specialists! 


Ribbon and Carbon Dealers and Carbon Specialists are making a oN THE KEy 
"career" of selling PEERLESS-IMPERIAL Ribbons and Carbons. ch en 4 
Because our quality line is as comprehensive as any manufactured “" 

in America. Because we have a carbon sheet for every commercial “a 
purpose. And also because Dealers and Carbon Specialists’ can 
earn a very handsome income selling the PEERLESS-IMPERIAL line. 
Would you like to join forces with us? Write today. 















PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 
General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. AWashington Bivd. 828 S. Spring Street 








JANUARY, 1942 


Star. At the time of his passing Mr. Gregory was sec- 
retary of the Menominee Rotary club. 

He is survived by his widow, Mrs. Irma Porth Greg- 
ory; a son and daughter, John and Mary Gregory; 
and a sister, Mrs. Howard Sutliff, of Los Angeles, Calif. 

+ - 
MRS. F. V. DAVIS 

Mrs. Frank V. Davis, who assisted her husband in 
the operation of the Decatur Office Equipment Com- 
pany, Decatur, Ill., died November 23 at the family 
residence, 1425 North Main street. 

Mrs. Davis became connected with the company 
about six years ago. She was secretary of the firm 





THE LATE MRS. FRANK DAVIS 


and remained active in the business until failing 
health obliged her to give up all business about two 
years ago. 

Mrs. Davis was a noted collector of art objects and 
antiques and was keenly interested in sports, being a 
well-known tennis star before illness overtook her. She 
was a member of the Third Presbyterian church and, 
at one time, a member of the Junior League in Kansas 
City. 

Besides her husband Mrs. Davis leaves a mother, 
Mrs. Berenice Brannock, of Decatur. 


+ - & 
G. W. LEE 

George W. Lee, commercial check sales manager of 
The Todd Company, died November 28 at Rochester, 
N. Y. He was in his sixty-second year and was well- 
known in the office supplies industry. 

Born in Cleveland, Ohio, Mr. Lee went to Rochester 
in 1916 and became connected with The Todd Com- 
pany. In 1923 he resigned to take a position as sales 
manager of the Foamite Childs Company, but returned 
to his previous firm two years later. From 1931 to 
1938 he was manager of the Buffalo branch. 

+ 
R. D. PARRY 

Russell D. Parry, for many years connected with 
The Typewriter Shop, Allentown, Pa., died last month 
in the Naval hospital, Philadelphia. Although he 
had been ill since September, Mr. Par-.’ was only 
admitted to the hospital a few weeks ago. 

In his forty-ninth year, Mr. Parry bore an enviable 
World War record. He served as a dispatch runner 
with the 108th Machine Gun Company of the Twenty- 
eighth division. After the war he became secretary of 
the 108th Machine Gun Association and in this ca- 
pacity wrote an outstanding history of the company. 

Born in Olyphant, near Scranton, he was the son of 
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SM the Complete tne 


of ROCKWELL-BARNES 
OFFICE PAPERS—PAPER SPECIALTIES 


Wise dealers put 100% sales effort be- 
hind this complete line of office paper and 
paper specialties. 

Experience has proven that this policy 
pays dividends. 

Rockwell-Barnes fills every paper re- 
quirement in the office. Why not save val- 
uable time for selling by concentrating 
your buying on this old, established source 


of supply. 


Do You Sell All These Nationally Distributed 


Rockwell-Barnes Products? 
Easel Stenographers Notebooks 
(White and Eyetint) 
Spotseald Add Machine Paper 
“Boxwrapt” Mimeograph Papers 
“Boxwrapt” Duplicator Papers 
“Boxwrapt” Office Papers 
Dictatype Typewriter Papers 
Serv-wel “Hold-Rite” Clipboards 
Serv-wel Standard Clipboards 
Challenge and 
Serv-wel Scratch Pads 


Pou, tthe Stalioner) _ 
ROCKWELL-BARNES COMPANY. 


CHICAGO 





1511 WEST 38TH STREET - 
































FLUORESCENT 
DESK LIGHTING 
AT ITS BEST! 


1942 Series MIDCO the Perfectlite Fluorescent Desk Lamp. 
Available in a choice of finishes. 


AND HERE’S WHY! 


Each MIDCO unit is identical in mechanical design and 
specifications . . . insuring the same lighting efficiency 
regardless of price or finish. MIDCO the Perfectlite line has 
an exclusive light control design and ingenious application 
of DUAL reflectors that gives positive and efficient control 
of the light rays. The light is projected to the working sur- 
face which makes it easy on the eyes. This is the most 
efficient principle 
yet perfected. 


You can't af- 
ford to sell your 
customers less 
than the best in 
lighting units for 
proper seeing. If 
they want orna- 
mentation ae 
they'll still prefer 
the MIDCO line 
—it's the most 
beautiful and 
best appearing 
portable desk 
lamp line on the 
market. Compare 
them and see!! 


Prices range 
from $13.50 


Model 1006 Clamp-on 30” Horizontal extension, to $23.75 
vertical and horizontal adjustment, double arm, ies 
triple swing. 


Send for lighting chart, folder on complete 
line, prices and discounts. 


Midwest Naturlite Company 


440 N. Wells St. Chicago, Ill. 
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the late David and Margaret Parry and had been a 
resident of Allentown for a considerable time where 
he served his firm as sales manager. 

Mr. Parry is survived by his widow, Mrs. Minnie 
Parry; one son, David Parry, and a brother, W. D. 
Parry, of Olyphant. 

+ - + 


C. B. IRVING 
Clarence B. Irving, son of the founder of the Irving- 
Pitt Company, and a noted flyer during World War I, 
died November 24 following an illness which lasted 
for a period of several years. 
Mr. Irving was active in the Irving-Pitt Company 
and upon its consolidation with the Wilson-Jones 


ae 
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- 
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THE LATE C. B. IRVING 


Company, divided his time between the latter firm’s 
Kansas City and Chicago offices until failing health 
caused his retirement. 

Graduating from Harvard he joined the United 
States air force, later being transferred to the Royal 
Air Force in England to instruct flyers during the war. 
While in England he met and married Miss Gwendolyn 
Dutton, daughter of Mr. and Mrs. Stanley Dutton and, 
at the end of hostilities, the couple came to the United 
States and Mr. Irving became associated with a ship 
chartering company in New York. He joined the firm 
of his father, the late Junius B. Irving, in Kansas 
City in 1920. 

Mr. Irving is survived by a sister, Mrs. Helen Glea- 
son, Utica, N. Y., and his mother, who now lives in 
Massachusetts. His wife died in Chicago nearly three 


years ago. 
+; - + 
LOUIS SIEBERT 


Louis Siebert, for many years connected with the 
Hoosier Desk Company, Jasper, Ind., died November 
29 in the St. Mary’s hospital, Evansville, Ind., after 
an illness of several months. He was in his sixty-ninth 
year. 

Mr. Siebert joined the Jasper Manufacturing Com- 
pany on November 22, 1916 and served as manager 
until May, 1920. Two years later the firm name was 
changed to the Hoosier Desk Company and he became 
assistant to the general manager. Later he also 
served as shipping clerk and lumber inspector. 

In recent months his health began to fail and on 
June 1, 1941, he was obliged to resign, thus terminating 
his connection with the company. 

Mr. Siebert is survived by his widow, Mrs. Theresa 
Siebert; a son, Wilbur, a brother, George, of Indian- 
apolis; a sister, Mrs. Edward Goffinet, of Tell City, 
and three grandchildren. 

+ + 
WILLIAM PFARR 


Apparently overcome by exposure and cold when he 
became lost while visiting at a ranch near Santa Fe, 
N. M., William (Bill) Pfarr, for fifteen years manager 
for the Santa Fe Book & Stationery Company, Santa 
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A REPORT TO BATES DEALERS 





BATES QUALITY PRODUCTS 


gp YEAR, 1941, marked an all high 
record in the sale of Bates Products 
and we are particularly proud that a 
substantial proportion of our production 
was used by government and essential 
Defense industries. 

Looking into 1942, we see an ever 
growing need for speeding up business; 
and Bates Products will play their full part. 

We will do everything in our power 
to supply Bates Dealers. Their service, 
in distributing these office necessities, is 
vital to America’s all important, all out 
effort. There will be some delays and 
some shortages, but you can count on 
us to cooperate with you to the fullest, 
and we bespeak your full cooperation. 


The Bates Mfg. Co., Orange, N. J. 


New York Office, 30 Vesey St. 


Bates Numbering Machines, Bates Staplers, Bates MunKee Pads, 
Bates Perforators, Bates File Fasteners, Bates List Finders, etc. 
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That is why Liberty Permanent Storage Binders 
are so vitally essential to sound and safe business 
operation today. They provide the most eco- 
nomical and efficient way of preserving all loose 
leaf records for future reference. 


The partnership between business and govern- 
ment in our national defense effort make it im- 
perative for all business to keep all records for 
future reference. The ever increasing number of 
millions of loose leaf records, and the absolute 
necessity for preserving them provide you with 
an endless and lucrative market. 


BP Already Liberties are playing their part in the 
National Offensive by protecting the valuable records 
of our largest and most exacting manufacturers of 
war materials. Here are a few of the leaders who 
regularly use Liberty Permanent Storage Binders: 


E. I. du Pont de Nemours & Company 
Aluminum Company of America 
International Harvester Company 

U. S. Smelting, Refining & Mining Company 
General Tire & Rubber Company 
U. S. Department of Agriculture 
The Buda Company 
Philadelphia & Reading Coal & Iron Company 
Wallace Barnes Company 
John Deere Plow Company 
Porter Cable Machine Company 
Globe American Corporation 
John J. Felin & Company, Inc. 


Sold by Leading Stationers Everywhere 


BANKERS BOX COMPANY 


Specializing in Record Storage Filing Since 1918 
536 SOUTH CLARK STREET CHICAGO, ILLINOIS 
Originators, Patentees and Manufacturers of Liberty Record 
Storage Boxes, STAX ON STEEL Transfer Files, Liberty Permanent 
Storage Binders and Liberty String Tie Binders 
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Fe, was found dead by a searching party on December 
6, two days after he disappeared. 

Although searchers began the hunt for him a few 
hours after he left the home of a friend about ten 
miles out of Santa Fe for the ranch where he was a 
visitor, Mr. Pfarr’s body was not discovered until the 
following Saturday—two days later—within four miles 
of his destination. It is believed he suffered a fall and 
injured himself in such a manner that he failed to 
regain consciousness before the cold overcame him. 

Mr. Pfarr was well-known in the industry as a long- 
time employee of E. B. Healy, president of the Santa 
Fe Book & Stationery Company, and he was present 
last Spring when Mr. Healy, now president of the 
National Stationers Association, was host to the N. S. 
A. Troupers when they stopped off at Santa Fe on their 
way to the regional meeting at Albuquerque. 


+ + 


G. T. KOERNER 

George T. Koerner, father of Mrs. Charles P. Garvin, 
wife of the general manager of the National Stationers 
Association, died December 16 at his San Antonio home 
after a brief illness. Had he lived Mr. Koerner would 
have celebrated his ninetieth birthday on Christmas 
day. 

As soon as word of Mr. Koerner’s passing reached 
Washington, D. C., Mr. and Mrs. Garvin left for the 
Texas city where they attended the funeral on Decem- 
ber 18. 

Mr. Koerner was a pioneer of early Texan days and 
was a Storehouse of information, knowing the Lone 
Star state as few men of this day and age know it. 
At one time Mark Goodwin, of the Dallas Morning 
News, was seeking information on early Texas and con- 
tacted Mr. Koerner. Later Mr. Goodwin said he ob- 
tained more authentic information from Mr. Koerner 
than any other person in the state. 

In addition to Mrs. Garvin he is survived by his 
widow, two sons and another daughter—BCR. 


yy 


J. SWINDELLS 

John Swindells, for many years connected with the 
stationery and office equipment industry, died Novem- 
ber 9 in the Veterans’ Hospital, Hot Springs, Ark. 

Mr. Swindells had been connected with a number of 
stationery firms, including the Dorsey Company, Tulsa 
Stationery Company and the Steck Company. He also 
traveled a Mid-West territory for The Globe-Wernicke 
Co. 

He is survived by a widow, mother, two sisters and a 
brother, all living in Dallas, Tex. 


- - |] 
E. L. ASHTON 
Edward L. Ashton, for the past thirty-five years 
connected with Remington Rand Inc., in sales activ- 
ities and in other capacities, died last month at his 
home in Brookline, Mass. He is survived by his widow, 
Mrs. Sara Carhart Ashton; a daughter, Mrs. Thomas 


| F. Sherman, and a son, E. Carhart Ashton, and two 
| grandchildren. 


—<—_- — - 


WEBSTER PLANS BIG ADVERTISING 
CAMPAIGN FOR 1942 

A national advertising program of impressive scope 
has been arranged by the F. S. Webster Company, 
Cambridge, Mass., for 1942. In addition to featured 
advertising in several school and insurance publica- 
tions, the company will use space in the Saturday 
Evening Post, Newsweek, Time, Business Week and 
Purchasing, according to a statement last month by 
F. H. Caswell, Webster’s advertising manager. 

At the same time Mr. Caswell said the new program 
is a continuation and enlargement of the advertising 
policy which has been maintained by the company for 
thirty-two years. 
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RED CROSS SEEKS $50,000,000 WAR FUND 

Calling for the united support of the entire nation 
the American Red Cross has appealed for a special 
war fund of $50,000,000 to carry on and expand its work 
among Army and Navy personnel. The appeal was 
broadcast to the nation through major radio networks 
by Red Cross Chairman Norman H. Davis. 

In preparation for just such an emergency as the 
country now faces the Red Cross has been spending 
funds at the rate of more than $1,000,000 a month. 
However, with war in the Pacific now a reality the 
traditional Red Cross responsibilities to the nation 
and its armed forces have increased manifold and 
steps were taken immediately to meet these obligations, 
Chairman Davis said. 

“Millions of Americans today desire to demonstrate 
their will to victory,” the chairman said. “Not all can 
be in the armed forces, not all can volunteer their 
services for humanitarian work, but all can volunteer 
their dollars to arm the Red Cross to be their repre- 
sentative at the scene of battle and distress. 

“Today is the day to demonstrate our high morale, 
our unity, our determination to support our fighting 
men at the front, and to insure to the wounded and to 
our homeless and suffering fellow citizens in our 
Pacific Islands that we, as a nation, stand one hundred 
per cent ready to aid them through the Red Cross. 

“Let the Red Cross be the spokesman for every 
community in America. Thus, what we do and what 
we give will be the triumphant expression of our 
humanitarian spirit and our faith in victory.” 

In its months of preparations the various services 
which the Red Cross provides to the nation and its 
Army and Navy have been effectively strengthened. 
But under the new conditions activities all along the 
line, on the war front and on the home front, must 
be rapidly expanded. By tradition, custom and Con- 
gressional charter the Red Cross is the organization 
that maintains those human and family links between 
our fighting men and the people at home, links which 
mean so much to both military and civilian morale. 
Through its ministrations to the men on whose shoul- 
ders the safety of our country now rests the Red 
Cross must prove that they have the wholehearted 
support of every single American, it was stated. The 
people, united as always in an hour of peril, will pour 
from their hearts the means which their Red Cross 
needs to carry on its work. 

In announcing the war fund campaign officials 
pointed out that contributions would be used only in 
connection with the organization’s war work. Mem- 
bership dues collected during the November nation- 
wide roll call are needed to finance the normal, day- 
to-day services of the Red Cross in thousands of com- 
munities throughout the country. 


———— 9 9 


GOVERNMENT EXPLAINS DEFENSE 
SAVINGS PROGRAM 

The United States government, through the treas- 
ury department, has recently published a new adver- 
tising release as a means of explaining the details 
of the defense savings pay-roll allotment phase of 
the National Defense savings program. 

After a lengthy description of the plan to buy 
defense stamps and bonds, the literature explains that 
the allotment plan is workable in any business organ- 
ization, regardless of size, and will operate equally 
well for stores, schools, factories, banks, etc. In addi- 
tion, the department announces that it has set up 
local civilian committees in forty-eight states to 
give all required help to those desiring to take advan- 
tage of the allotment plan. 

Those wishing to obtain further particulars of the 
plan, without obligation, are urged to address their 
requests to the Treasury Department, Section A, 709 
Twelfth street, NW, Washington, D. C 


FREEDOM 


FROM RECORD 
STORAGE WORRIES 


“ 





War is here. We don’t know just what will be cut 
out for us to do in the future, but right now we 
have one duty—to do the job that we know best. 
That is to provide storage facilities for the vital 
records of war materials industries—industries 
such as: E. I. duPont deNemours & Company, 
Remington Arms Company, Inc., Westinghouse 
Electric and Manufacturing Company, Curtiss- 
Wright Corporation, Ingalls Shipbuilding Cor- 
poration, who are just a few of the regular users 
of Liberty Storage Boxes. 

You will be doing your part by moving Liberty 


Boxes into the hands of your armament industry 
customers without delay. 


Defense Orders Come First 
When sending us your orders give us 
all the “DEFENSE IDENTIFICA- 
TION” you can, such as: 1. Name and 
address of customer; 2. Preference 
rating; 3. Government contract num- 
ber. If impossible to furnish all this 
information, give what you can. 


If you are not handling this volume 
repeat item now, write for details. 


BANKERS BOX COMPANY 


Specializing in Record Storage Filing Sinee 1918 
536 SOUTH CLARK STREET CHICAGO, ILLINOIS 
Originators, Patentees and Manufacturers of Liberty Record 
Storage Boxes, STAX ON STEEL Transfer Files, Liberty Permanent 
Storage Binders and Liberty String Tie Binders 
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The Funest 
YELLOW RAILROAD 
Manila Second Sheets! 





Mohawk yellow second sheets are 
known for their superbly high 
quality. There is nothing finer on 
the market. Acquaint yourself with 


this rapid seller. 


e Full 500 count to each package. 

e Attractively packaged and labelled. 
e 7 pounds to the thousand. 

Packed 20 reams to the carton. 


Size 8 1/2 in. x 1] in. 


Ready for immediate delivery! 
Send for prices, samples and 
dealers discount today!! 


MOHAWK TABLET CO. 


4343 S. Ashland Ave., 
CHICAGO, ILL. 
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GUNN LINO FOOD FEEDS FLOOR COVERINGS AS 
WELL AS DESK TOPS 

Dealers in this industry are familiar with the use 

of Lino Food for the purpose of preserving the pristine 

qualities of linoleum desk tops. What may not be so 

well-known is the extensive use of the liquid for dress- 

ing linoleum floor coverings. Introduced several years 





ATTRACTIVE CONTAINER FOR “LINO FOOD” MANUFAC- 
TURED BY THE GUNN FURNITURE COMPANY. 


ago under a registered trade mark by the Gunn Furni- 
ture Company, Grand Rapids, Mich., and subsequently 
distributed through other agencies as well as direct 
from the Gunn factory, Lino Food has of late had ex- 
tensive distribution through retail stores handling floor 
coverings. Although floors are subject to more abuse 
than desk tops, the linoleum used for both purposes is 
similar and responds equally well to the permeative 
action of Lino Food, which is absorbed into the cells 
of the materials composing linoleum, maintaining soft- 
ness and resiliency without surface glare. 

The current shortage of steel desks, most of which 
are equipped with linoleum tops, has increased the de- 
mand for Lino Food. Necessity for maintaining ap- 
pearance and lengthening usefulness of desks because 
replacements are not readily obtainable, has opened 
the way for dealers to sell materials that will aid in the 
proper care of metal desks. Lino Food, according to 
report, is experiencing a substantial increase in sales 
volume because of the rising demand for desk top and 
floor preservatives. 

*—-> © - : 
HOLMES COMPLETES SOUTHERN TRIP 

A. B. Holmes, president of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, Long 
Island, N. Y., returned to the factory late last month 
after completing a journey through Virginia, North 
and South Carolina, Florida, Alabama, Tennessee 
and Louisiana. He visited the principal cities in these 
states and did a considerable amount of sales and 
liaison work with the Columbia sales force and dealers. 

oe 
HIGGINS LAUNCHES PRICE ADJUSTMENT PLAN 

The Higgins Ink Company, Inc., last month an- 
nounced a new price adjustment plan whereby the 
cost of its line of drawing inks in large-sized con- 
tainers will be lowered to the consumer and at the 
same time assure the dealer a greater profit. 

As part of the plan the company will stabilize prices 
by entering fair trade agreements on a national scale. 
Another factor of importance is the establishment of 
improved methods of production which were accom- 
plished without increased unit manufacturing costs 

At the same time the company announced an in- 
creased freight allowance on 100-pound shipments up 
to $2.60 per cwt. This allowance will ordinarily apply 
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A NEW QUALITY STANDARD 
IN CARBON PAPERS... . 


, 


OLD DUTCH proudly welcomes a distin- 
guished newcomer to The Line of Lowest 
Ultimate Cost. The development of "Gold 
Imprint’ stems from our many years of ex- 
perience in the manufacture of top-quality 
products. Here are carbon papers that will 
give your customers sharper, blacker, more 
permanent records, for a longer period of 
time. Significant as a trademark, ‘Gold 
Imprint" is truly a new quality standard in 
carbon papers! 







DEALERS! "GOLD IMPRINT" 
gives you new previously un- 
realized profit opportunities. 
Here's a line that will sell on 
sight and repeat on perform- 
ance! Each sheet is beautifully 
imprinted in gold, and bears 
the Old Dutch trademark. 


* a 
TAKE ADVANTAGE of our promotion and service policy! Our 


Dealers’ Agreement and centrally located warehouse stocks pro- 
tect your interests. Write today for samples and profit facts! 


WATERS ano WATERS BRANCH 


353 Pierce Bldg. 779 Mission Street 
ST. LOUIS, MO. SAN FRANCISCO, CALIF, 
Factory: BURLINGTON, N. J. 
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distributed determines the success of our entire National Defense Program. 


It is your job and ours, to see ‘hat the "Man behind the man 
behind the gun" is provided with the most efficient equipment 
to help him do his share. While the entire ASCO line of 
filing equipment is now doing its share towards that 
end, in the various defense plants throughout the 

Country, we especially draw your attention to 
some of our highly specialized items such 
as the Plan-file and Law-blank cabinets 


shown below. 







It is your job to see that your 
Defense customers are 

aware of the availabil- 
ity of this equip- 

ment, 


“KEEP THEM 
FLYING” 
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ART STEEL COMPANY 
INCORPORATED 





Plan Files 


Above—ASCO No. 4326 P.F. A sectional: cabinet for maps, 
plans, etc. 


Left—ASCO No. 224 Law Blank Cabinet can be had in standard 
and counter height. 


Right—Battery of No. 166 Law Blank Cabinets may be built up 
alone or in combination with card cabinets. 


ART EELS Ns ORO 





Law Blank Cabinets 


The Man Behind the Man Behind the Gun 


THE pen may, or may not, be “mightier than the sword''"—but from the drafting table 
come the blueprints and plans from which our National Armament is created. 
The efficiency and speed with which these drawings are handled, collated and 
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Sectional Cabinets 
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only on shipments made by the cheapest route, but 
for the duration of the national emergency it will 
also apply on rail shipments to the Pacific Coast and 
other points whenever steamer service is not read- 


ily available. 
<> 





BUSINESS SYSTEMS’ HOUSE-WARMING.—A large number 
of flowers, messages of congratulations and visitors were the 
highlights of the formal opening and house-warming of the 
new home of Business Systems, Inc., at 126 South Main street. 
South Bend, Ind. The establishment is beautifully decorated, 
with wide aisles illuminated by fluorescent lighting fixtures. 
An unusually large fountain pen and pen and pencil show- 
case is shown in the foreground. 


ev 

SHEAFFER EMPLOYEES RECEIVE XMAS BONUS 

More than 1600 employees of the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, were given an oppor- 
tunity to boost their Christmas shopping when on 
December 15 the company presented a Yuletide bonus 
consisting of 174% per cent of each person’s six months’ 
earnings prior to November 30. The firm likewise 
paid the same percentage in June for the six months 
ended May 31. 

C. R. Sheaffer, president of the company, told in- 
terviewers that employment in the plant had been 
considerably increased and that productivity per em- 
ployee had more than held its own. He said in part: 

“Our profit-sharing system reflects the profit posi- 
tion of the company. With much higher taxes, and 
with all costs rising, a letdown in productivity would 
seriously affect the profit picture. Productivity refers 
not only to individual output but to elimination of 
costly waste and error. In our opinion, when all em- 
ployees cooperate in this manner, a share of the sav- 
ings so effected is rightly theirs. Without profits 
there can be no dividends to stockholders, no profit- 
sharing payments to employees. 

—-- me - 
HORDER’S PAYS BONUS TO 400 WORKERS 

Four hundred employees of Horder’s, Inc., Chicago 
stationery and office supply house, were presented on 
December 19 with a Christmas bonus which totaled 
more than $10,000. The division was made as follows: 

One-half week’s salary to each employee who began 
service with the company after January 1 and before 
July 1, 1941. 

A similar amount to each employee who participated 
in the salesmen’s compensation plan during the 
past year. 

One week’s salary to every employee who began 
service with the company prior to January 1, 1941 
and who had not participated in the salesmen’s com- 
pensation plan. 

Regular employees who began service on or after 
July 1, received a cash gift of five dollars. 








Here is the man 


who makes your business—the 
desk worker—who uses the mer- 
chandise you sell. 


He is the man POLAR caters to— 
makes his working life easier and 
more pleasant—increases his out- 
put and gratifies his desire for fine 
surroundings—with a _ thousand 
and one handy, efficient and beau- 
tiful desk and office accessories. 


This POLAR Line will make money 
for you if you will give it an oppor- 
tunity. We have a display idea 
which works like a charm and we 
would like to give you all the de- 
tails. Take a minute to write. Now! 


POLAR MANUFACTURING CO. 
323 N. 13th STREET, PHILADELPHIA, PENNA. 









































Hair-line 
<— Over- 
Under 
Weight 


Indication 


"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by ™% 
eunces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
T i b 7 R 2714 W. 21st Street 
CHICAGO ILLINOIS 























STEADY FLOW OF Profits 


Waste, whether it’s operator's time or carbon 
paper, has been slashed to the bone by Nev- 
R-Kurl. Steady flow of repeat orders brings 
astonishing profits to dealers. 


NEV: ROKURL 
CARBON PAPER Wey 


\S + an 
A 





e Absolutely a non-curling Car- 
bon Paper. Lays flat when it's 
hot, humid or cold. 

e Never trees or wrinkles when 
inserted into machine. 
Smudgeless. 

e Actual experience and tests 
show 35°, to 50°/, more copies 
obtained from each sheet. 


e Universal because same sheet 
is efficient on standard or 
noiseless typewriters, billing 
or bookkeeping machines. 


ge AAILL STREEPF 


L APHILLIPS 
| Oe OM 8 


President 
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Other Lands Section 
Continued from Page 52 
anticipated being a guest of the association of which 


he was a past chairman. 
Mr. R. N. Ahern of Burroughs Adding Machine, Ltd., 


| recorded the fine work done by the chairman, sup- 
| ported by Mr. J. Adams Keene of the National Loose 


Leaf Co., Ltd. 

Towards the close of the meeting Mr. A. R. Jackson 
of Kardex put over a very fine speech in relation to 
stimulating the business public to a greater aware- 
ness of the needs for efficient methods in the office 
and the building up of an “after the war” goodwill for 
the industry, stating the case of the industry and its 
vital part as one of the key industries of the national 
effort and of its voluntary cooperation. It was no ques- 
tion of selling the O.A.T.A. but of selling the big idea 
of the industry, thus would its war time tasks be 
simplified and its peace time horizons widened. 

Mr. J. A. Cumming of Gestetner, Ltd., reminded his 
hearers that the importer manufacturer and British 
manufacturer were similarly limited in their markets 
and that the winning of the war came before all 
things. 


a * * 


The office appliance trade of Great Britain, which, 
under war-time conditions, covers a whole field of 
difficulties and troubles, has made rapid strides in its 
bid to rid the industry of the workings of bureaucratic 
minds and seemingly achieved its object of establish- 
ing its place in the scheme of war time economics and 
the vital part it plays in all industry and the war 
productive programme—with time always as the limit- 
ing factor. 

With new factories coming into production, short- 
age of labour becomes acute and time is of para- 
mount importance to the enemy as well as to us. 

The supplies of our trade being included in the 
list of necessities for winning the war, acquired under 
lease-lend, the industry’s position is thus firmly estab- 
lished. All reduction in operational time represents a 
direct contribution to victory. 

The Lease-Lend Act was such a complete novelty 
in the relationships between states that the full im- 
plications were not realised at once. Lease-lend was 
at first looked upon merely as a device for ensuring 
the continuance of American supplies after the dollars 
had given out. Its full import, however, is now fully 
appreciated. All the fantastic stories that suddenly 
appeared in relation to lease-lend materials and 
exports appear to have died down and the lesson not 
lost that lease-lend policy is one of the main pillars 
of the democratic cause. 

In the imaginary views of the Lease-Lend Act, as 
applied to the office appliance and stationery industry 
expressed in an earlier edition of this journal, it was 
suggested that it would need a committee of “super- 
men” to find the “superman” to act as arbiter to make 
lease-lend a success in regard to the awkward deci- 
sions that would need to be arrived at. 

Having waded through reports and statistics in rela- 
tion to the operation of lease-lend, as now being 
applied to this industry, one is impressed with the 
fact that a very good substitute for the superman 
and his committee of supermen are undoubtedly the 
coordinators of the trade. Only supermen would dare 
to ask for statistics on such domestic matters as are 
enumerated in the requests for essential information. 

All the negotiations are conducted on a strictly fair 
basis, no supplier scoring one over his competitor 
it’s all even in the game now being played. Burroughs, 
Sundstrand, Elliott Fisher, Royal, Underwood, Comp- 
tometer, National accounting machines, Remington, 
Dalton, all receive equal consideration, backed by the 
closest cooperation of the men in the industry, and 
when faced with some specially difficult problems, we 
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MONROES - 


for every type of business figuring 





Monroe 
Adding-Calculator 





Simplified 
Bookkeeper 





Monroe Adding- 
Listing Machine 


The Monroe line of machines covers the whole range of business 
figuring, and the Monroe service organization is as near as your 
telephone—wherever you are. 

To get the basic figures business depends on Monroe Adding- 
Calculators, on Monroe Adding-Listing Machines for proof and form 
work, while Monroe Bookkeepers speed and simplify the keeping of 
accounts and business controls. 

Call the nearest Monroe representative or write us for full 


information about the complete Monroe line. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 


MONROE 


MACHINES FOR CALCULATING, ADDING, BOOKKEEPING, CHECKWRITING 






































These two items in the Quality Park 
line continue to make new customers 


for dealers every day. 


Their marked superiority in every way 
makes them a natural for you to push 


and sell. 


Make the Quality Park Specialty Line 
your line for 1942 and assure yourself 
constant profit with the assurance that 
your customers will be and remain sat- 


isfied. 


Orders for stock items 
shipped same day as received! 


QUALITY PARK 


General Office & Factory 
Quality Park 
St. Paul, Minnesota 
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FILE POCKETS 


Made in letter and legal sizes with 134”, 312” and 514” 
expansion. Double thickness fronts and backs, glue welded 


throughout. 
Will last for years, and outwears any other kind many 


times over. 












































: | 


4 
— |} 


He Slide Fastener Wallets 


The Super Deluxe Model of all waliets. 
All latest improvements including a doubly reinforced 
flap. Adjustable to any expansion—firmly locks at any 


desired ‘point. 
if you show this wallet, your customer will buy it. 


AA eo] ft a ook 


Chicago Office and 
Warehouse 
11-116 Merchandise Mart 
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see men like Gilmore of Underwood, Ahern of Bur- OUTSTANDING 


roughs, Davidson of Comptometer, talking things over 






to find a possible solution of the difficulty, with the VALUE! 
trade association standing guardian in the back- : 
ground. 

An explanation of the Overseas Correspondence oe ra 


Circle sponsored by the Stationers Association after 
the visit to the states last year of Mr. Lancelot D. 
Spicer, was discussed at an interesting meeting of rep- 
resentatives of the following organizations: 

The British Federation of Master Printers, The 
National Association of Paper Merchants, The Paper 
Makers’ Association. The Office Appliance Trades As- 
sociation, The Associated Booksellers of Great Britain 
and Ireland, The Association of Publishers of Christ- 
mas and Other Greeting Cards and Calendars, The 
Diary Publishers Associations, Rotary International, 
together with the committee of the Stationers’ Asso- 
ciation Correspondence Circle, held at the Waldorf 
hotel on October 30. 

The purpose of the circle being to foster British- 
American friendship and thereby assist in the war 






English Modern 





effort, Mr. Spicer, outlining the object of the scheme, Club Chair No. 232 * 
stated here is a chance to make a friend, a man or 

woman doing a very similar job to the person with Custom built leather chairs and davenports for 

whom they are put in contact. His or her problems executive office-club-lounge. Centrally located 

may be totally dis-similar to yours, but they will enjoy factory and salesroom in the heart of Chicago. 
hearing about your problems and your life, and you Niemann quality is unsurpassed. Let us show * 
will be interested to know about their’s. you why. Write for brochure. 


The circle had proved so successful in the stationery 
trade that he appealed to the representatives of the 
various organisations to persuade their councils and 


committees to found a branch for their own trades. wa 

He suggested the whole future of the world is going Tb Yart a ) ) 
? ? sagem ee : #) a eee 

to stand or fall by people’s willingness to make friends 


and that the circle was created, to that end, to make | “WAlomaa| — tsuncoreorRateob 
for better understanding between the peoples of the | , 1848 ove ~ aa <, apy ee 
world. It is the personal contact that counts. D> 

Out of this, may perhaps, come much greater | — 
things. The exchange of information between the 
members of the same trade in different countries is 
bound to lead to greater keenness on both sides. It 
may lead to exchange of staffs, and the opportunity 
for travel with a job—a prospect that should appeal 
to all. 

It should be of immense value in building up rela- 
tions between the people of this country and those 
of North America. and eventually of the whole British 
commonwealth and other countries across the seas, 
who are longing to-day for fellowship that is denied 
to them. 





o——- ese) 
PARELKER CHALKS UP 25TH YEAR WITH UNDER- 
WOOD TYPEWRITERS 
A. S. Parelker, sales manager of the office equip- 
ment department of Latham Abercrombie & Company, 








THIS IS THE PREMIER CUTTING 


BOARD THaT "HAS THE EDGE"! The new one that 
is being sold everywhere. Outstanding features make it 
the best buv on the market. Even the U. S. Gov't. Bureaus 
are using it. Fully covered by U. S. Pat. No. 2,256,606. 


Write for complete details, 
sizes, prices and discounts 


PHOTO MATERIALS CO. 





EEE 1323 S. Michigan Ave., CHICAGO, ILL. 

A. S. PARELKER Representatives: 
- c. J. Shubert, Jr., 339 E. 3rd St.. John J. Schuida,. 1449 Boulevard, 
Ltd., Bombay, India, recently celebrated twenty-five bce Angee, Gin aE eae ee ee ee ee 
years of association with Underwood typewriters. fred Seem. G25 sie oe Ce 6 = — BL ine A ae 
Mr. Parelker joined the Warden Company, exclusive itt adinmew£: hae 








dealer for Underwood typewriters in Bombay Presi- 
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Case 


Year ‘round sales of National Brief Cases furnish stability 
and steady profits to specialty departments and stores. 





@ AMERICA LATINA e 


Son preferidos por hombres de ne- 
gocios y profesién en todas partes del 
mundo las carteras y portapliegos de 
la ‘“‘National’’ Brief Case. Estos 
articulos estan hechos de la mejor 
calidad de cuero y se venden a 
precios que no admiten competencia. 
Pidanos informes. 














NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
1709 W. 8th St., Los Angeles 


10 E. 34th St., New York 


Calendars Mean 
Nothing to Brief 


For all-season Specialties 
Stock the 


NATIONAL LINE 


Sales! 





High quality merchan- 
dise priced for quick 
turnover and large 
volume, the National 
Line gives the dealer 
assurance and confi- 
dence that he is more 
than meeting all com- 
petition. 
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WARSHAW LNDEX 


are still the same excellent "buy" 
for the money. Our full auto- 
matic machinery guarantees 
uniformity of ruling and mar- 
gins. Rotary cut, these cards 
are always clean cut without 
fuzzy edges. 


War demands make it difficult 
but we have been reasonably 
successful in keeping our cus- 
tomers supplied. Better order 
what you need now. 


THE WARSHAW MFG. CO., INC. 


BROOKLYN, NEW YORK 


1 MAIN STREET 





* 
ROLL LABELS 
GUIDES 
INDEX CARDS 


REINFORCED 
FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 


GUMMED 
INDEX TABS 
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dency, in September, 1916. He was given a steno- 
graphic job but within three years had been promoted 
to assistant manager. 

When the business was taken over by his present 
company Mr. Parelker continued in his managerial 
capacity. He reports that in spite of present world 
conditions his firm is still able to continue the pro- 
gressive business policy which during the past few 
years has permitted the company to branch out to the 
point where it now covers the whole of India. 

—-—-o———— 


BRITISH ASSOCIATION IN NEW QUARTERS 


The executive office of the Office Appliance Trades 
Association of Great Britain and Ireland has recently 
moved into new quarters at 4 St. Bride street, Lon- 
don, E. C. 4. The organization was last located at 
17 Farringdon street. 

Occupying the new premises is in the nature of a 
home-coming for the association in that the estab- 
lishment is next door to the organization’s old home, 
6 St. Bride street, a site which had to be abandoned 
during the months of bombing to which London and 
other major cities in England were subjected. 

- — <2 
CASTRO TAKES OVER SAPRISSA & CASTRO 
BUSINESS 


Announcement of the dissolving of the firm of 
Saprissa & Castro, San Salvador, El Salvador, C. A., 
was made last month by Luis Castro L., one of the 
partners in the company who has taken over the 
business under the new name of La Casa Castro and 
will operate at 4a Avenida Sur No. 3. The organiza- 
tion was formerly located at Calle Arce 30. Mr. 
Castro does an importing business and represents 
several firms in office equipment and other lines. 

—— —~<—=e = —— 

EDGAR SMITH WITH HALSEY & COMPANY 

Edgar Smith, whose appointment as acting hon- 
orary secretary of the Office Appliance Trades Asso- 
ciation of Great Britain and Ireland was reported in 
this journal a few months ago, has been selected as 
managing director of Halsey & Company, Ltd., British 
representative of The Todd Company, Rochester, N. Y. 
Mr. Smith was a director of Mail Equipment Com- 
pany, representative of The Bircher Company, Roches- 
ter, and other manufacturers. Later he became a 
director of Block & Anderson, Ltd., when the two 
companies were merged. In addition to fulfilling his 
obligations to the Office Appliance Trades Association 
and Halsey & Company, both of whom are located at 
4 St. Bride street, London, E. C. 4, he finds time to 
serve as staff captain of the Home Guard and zone liai- 
son officer. 





_ a 
AMES EMPLOYEES GET DOUBLE-BARRELLED 
BONUS 

Employees of the Ames Supply Company, Chicago, 
received a pleasant surprise last month when President 
Hazen R. Ames announced that in addition to receiving 
a Christmas bonus of two weeks’ salary, each worker 
would be given an insurance policy protecting them 
in case of death, accident or disability. 

Announcement was made in a printed statement in 
which Mr. Ames said in part: 

“In memory of our beloved founder, Arthur R. Ames, 
and his brother, Charles H. Ames, and in recognition 
of your splendid codperation and realization of the fact 
that a sense of security for the future makes for the 
greater happiness of each individual, I am pleased to 
announce that the company has adopted a plan of 
group life, accidental death, and dismemberment in- 
surance for the sole benefit of our employees who have 
been with us six months or longer. The company will 
pay the entire cost of this insurance.” 

The policy carries a clause whereby a beneficiary of 
any worker will receive $1000 in case of death of the 
insured from any cause. 
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DOING THINGS OVER 
SLOWS THINGS UP 





Check over any accounting routine and you'll find 


two facts: (A) much of it is a repetitive process 






—just copying the same things over—(B) that re- 









copying not only breeds human errors but uses 






—_S=>—4|_ valuable work-hours to no good end; actually 


BLANK FORMS | \\ retards the very thing you're trying to do, namely, 











tm | = f\| get totals and reports that guide management! 
= =ORDERS) = / Figures are no good unless they’re fresh and 
Se accurate. Ditto one-writing methods get fresh, 
. cor accurate answers! Ditto one-writing methods are 
ern = ae the natural response of business to the too- 
sae ene complex, repetitive systems in vogue. They are 
gt a revelation to executives who are charged with 
Bn a hl responsibility for payroll, billing, production, 





== == purchasing, inventory, accounting—they are a 





route to speed, accuracy and personal effective- 











ness. 
Pa . ~774 ‘ y " eo 

Send coupon for fascinating booklets, “The GELATIN AND LIQUID 

New Trend in Accounting,” and “Copies, Their MACHINES —Because 

‘ : a Ditto leads, Ditto offers most 

Place in Business’ —a profitable move for any advanced types of both gela- 


7," tin and liquid duplicators. 
executive. 
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DITTO, Inc. 
j 2225 W. Harrison St., Chicago 
! Gentlemen: Without obligation please send me: 
( ) Samples of Ditto work 
1 ( ) “Copies —Their Place in Business” 
BK t ot R E PA KR é D ‘ : ( ) “A New Trend in Accounting—Order-Billing” 
— ( ) Arrange a Ditto demonstration for me 
Be informed! Send for stud- 
ies, forms and manual of S MEMS 6 és ecividecedicetsxvtonoeusareriisksi eee 
methods in actual use, prov- COMPANY oo vcccrcccccccccccccccccesceccccsseesseeceseceeseces ‘ 
ing Ditto’s speed and econ- Sa. 
omy!... DITT( ), Inc., 2225 W. § AAATESS . cv cccesccccccccccccccecccecesccesecs cs cceseecessssess 
Harrison St.,Chicago, U.S.A. CHS sc icrocscvecnuds CHO eta idncnuen WMG innasecwes 
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Standard Mailing —| lachines Company 
Everett, Massachusetts 


4 i? : : 7 As 
Announces Qa Change in tts Corporate —Vame 


{ 
ae 


Standard 
Duplicating NV lac NUNES Corporation 


Which is More Truly Descriptive of 


> ) 
ts Present Groducts 


Pra Manu actute of Envelope Sealers will Le continued, Lut Our 
facilities até now devoted chiefly to the production of 


Standard Fluid (Process Duplicators 


* 


Sverett, = Vassachu setts 


January Dirst, Vineteen Hundred and Dorty- Two 
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OLD TOWN ANNOUNCES 1942 ADVERTISING 
PROGRAM 

Old Town Ribbon & Carbon Company, Inc., has 
released its national advertising schedule for 1942 with 
the announcement that it is believed to be the largest 
and most consistent advertising campaign ever put 
behind the promotion of ribbon and carbon paper 
sales. 

The schedule includes a total of eighty-four adver- 
tisements in consumer and purchasing agents’ publi- 
cations (exclusive of trade paper advertising). The 
list includes Saturday Evening Post, Time, Newsweek, 
Business Week, Purchasing, The Office and Office 
Equipment Digest, through which these ads will deliver 
a total of well over sixty-five million selling messages. 

The campaign will again feature Dawn, Old Town’s 
curlproof carbon paper. A new copy theme stresses 
the time-saving and mistake-saving importance of 
this carbon paper. The “Authorized Distributor” seal 
identifying Old Town's local distributors will be prom- 
inently featured in each ad, directing purchasers to 
dealers and tying the dealer in with the national 
advertising. Leads produced by a test-sample free 
offer will be turned over to the dealer in the territory 
from which each such lead originates. 

The scope and purpose of the campaign are signifi- 
cant, coming as it does in a period of general business 


uncertainty. In announcing the campaign Richard L. | 


Frey, sales promotion and advertising manager of the 
company said: 

“Heretofore only a few dealers realized how impor- 
tant their ribbon and carbon business could be. Within 
the past year, however, shortages in other goods have 
turned more and more dealers’ attention to the de- 
velopment of the big potentialities in ribbons and 
carbons. 

“The Old Town advertising campaign will give our 
dealers a big plus in their local selling efforts. Each 
individual dealer will be helped to take advantage of 
this advertising by two service factors. One is the 
forceful local assistance of Old Town’s national staff 
of factory representatives. The other is the function- 
ing of our advertising and sales promotion depart- 
ment. This department will soon announce to distrib- 
utors a complete localized plan for tying up to the 
national advertising program and getting the greatest 
benefit from it.” 

ecclesia inetd 
EATON CLOSES WEST COAST OFFICE 

The Eaton Paper Corporation, Pittsfield, Mass., has 
closed the combination office and warehouse which was 
jointly occupied by Eaton and Z. & W. M. Crane, Inc., 
at San Francisco. Its manager, Colonel George Norton 
returns to Pittsfield. 

Prior to the closing, which took place on December 
31, Pacific Coast retailers of Eaton papers were given 
assurance that complete arrangements have been made 
whereby every service and convenience will be ex- 
tended them from the home plant in Pittsfield. 

At the same time the company said four well-known 
stationery buyers on the Pacific Coast will stay on 
the job for Eaton exclusively. They are Harold G. 
Roehm, Harold E. Blood, Ralph J. Sheehan and Norman 
S. Lincoln, all of whom are possessors of silver anni- 
versary Eaton-service stripes. 

Colonel Norton, who left Massachusetts eleven years 
ago to manage the Pacific Coast branch, takes a key 
position at the home office. 

~ —-— 
STORY-WRIGHT EXPANDS STORE 

An expansion program which includes a new de- 
partment, a balcony, and a rearrangement of depart- 
ments so as to give an additional 250 square feet of 
floor space, has been completed by Story-Wright, 
stationers and printers of Tyler, Tex. 

The new section is the greeting card, social station- 
ery and party goods department and in addition to 
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SIGNALS FOR ACTION 


Graffco products are small, but in today’s all- 
out efforts they can perform a giant role. Alert 
concerns driving against time seek ideas for 
speeding production . smoothing system. 
To recommend Graffco devices is to aid indus- 
try and yourself. Now as in the past Graffco 
stands ready to cooperate with dealers to the 


utmost. 


GEORGE B. GRAFF COMPANY 


Makers of 


CELLUGRAF SIGNALS 
NU-VISE SIGNALS MAPTACKS 
NU-VIZ SIGNALS VISE CLIPS 


64 Washburn Avenue, Cambridge, Mass. 


Gusfpe 




















IN THIS 
EKMERGENCY 


—we earnestly solicit the continued 
friendly cooperation of our custom- 
ers in the handling and delivery of 
non-defense orders—as increasing 
demands on our production facili- 
ties are being made by National 


Defense. 


High Point Bending 
& Chair Company 


Siler City, North Carolina 





























TusuLAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 


work. 





Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 

















THE C. L. DOWNEY CO. HANNIBAL, MO. 





One of a line of 
folding chairs 
now ready for 
the market. 


Made bya man- 
agement long 
experienced in 
public seating. 


Outstanding 
features em- 
bodied in every 
detail. 





WRITE FOR FOLDER describing this new line along 
with prices and discounts. 


KRUEGER Metal Products Co. 
_Aturora, Wbenois 
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the lines mentioned it also features complete lines 
of Bibles, dictionaries, diaries, globes, guest, bride and 
baby books, photograph albums, scrapbooks, bridge 





STORY-WRIGHT’S NEW EXPANSION.—Shown here is the 
greeting card-social stationery-party goods department re- 
cently added to the Tyler, Tex., store of Story-Wright. 


tallies, playing cards, and other items of a similar 
nature. 

Another feature of this expansion and remodeling 
program is the elimination of display windows to the 
front of the store, to give passersby e2 clear view of 


the interior, as well as the merchandise carried.—BCR 
ale ee eee 


EARL WHITE AND FRANK MARSHALL ADDED TO 
AMES’ DIRECTORATE 

At the annual meeting of the board of directors of 

the Ames Supply Company, held in Chicago last month, 

Earl S. White, vice-president in charge of Ames’ west- 





EARL S. WHITE F. R. MARSHALL 


ern division, and Frank Marshall, sales manager, were 
made directors of the company. 

Mr. White joined the organization way back in 1910, 
under the late C. H. Ames. For the past Several years 
he has been on the west coast with headquarters in 
San Francisco. In December, 1939, he was elected to the 
office of vice-president. 

In point of service, Mr. Marshall antedates Mr. White 
by one year. He joined the office in 1909. His particular 
activities have been concerned with sales for a long 
time and during the past several years has functioned 
as Sales manager. 

*—- + — 
N.S.A. SETS “SAVE PAPER” EXAMPLE 

The Washington, D. C., headquarters of the National 
Stationers Association is setting a good example in the 
“conserve paper” drive by using both sides of the sheets 
which make up the regular issues of the Washington 
News Letter. Edited and written by Charles P. Garvin, 
general manager of NSA, the news letter has become a 
familiar object to everyone in the organization. 

ee ere 
BECK TO REPRESENT UEF AT SIOUX FALLS 

August J. Beck, 117 South Main street, Sioux Falls, 
S. D., last month was appointed sales agent for the 
Underwood Elliott Fisher Company, the appointment 
being announced by W. F. Arnold, general sales 


manager. 
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The Complete POST Line 
Offers High Profit .. . 


Quick Turnover Sales 


@ Blue Print Papers & 
Cloths 


@ Positive Print Papers 
@ Dry Developed 

@ Moist Developed 
Negative Paper 
Tracing Papers & Cloths 


Drawing Papers 


Sensitized Tracing 
Cloths 


T-squares 
Straight Edges 
Triangles 
Curves 

Drawing Inks 


Drafting Machines 


Scales—flat & trian- 
gular 


Drawing Boards 
Drafting Tables 


Pencils-Erasers 


Profile & Cross Section 
Papers & Cloths 


Federal Aid Sheets 
Field Books 
Level Rods 


Range Poles 


Tapes— Measuring 
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INSTRUMENTS © EQUIPMENT @ BLUE PRINT PAPERS @ KINDRED SENSITIZED PRODUCTS 
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FOR AMMONIA 
VAPOR PRINTS 


* « 
Immediate Delivery on New POST Money-Maker 
Your customers get results when you switch them to Vapo-paper ... and so do you. 
They get a tougher (rag content) paper stock treated with a new exclusive POST 
emulsion that shoots prints out with clean backgrounds and sharp fine lines. Two 
colors—red and blue. Two speeds—regular and fast. And here’s where you come in. 
Vapo-paper customers repeat . . . regularly. You make a good profit on every sale. 


You take advantage of POST’S widespread advertising to your customers when you 
sell Vapo-paper. And we are geared up to deliver to you right now. 


GET YOUR FREE TRIAL NOW 


At our expense let Vapo-paper prove itself to you. In RO 

requesting samples for yourself or your customers be o 

sure to include the following information: 

e Are you or your customer equipped to produce dry 
developed prints? 

@ Would you prefer regular or fast, blue line or red 
line Vapo-paper? 

For your free trial, please address your request to The 

Frederick Post Company, Box 803, Chicago. 
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FLOOR PROTECTION EQUIPMENT 



















RUBBER 
CUSHION GLIDES 





DIAMOND-ARROW CASTERS 





RUBBER 
DESK SHOES 





= NOMAR FURNITURE RESTS 





iF YOUR ORDER IS DELAYED 


PATIENT AS CAN BE 
A MUTUAL INTEREST 
“PRIORITY.” 







BE AS 
wE HAVE 
IN THE worRD 







ATLASITE CUPS 
























Curtailment of supply of essential raw materials 
for other than defense and war production 
requirements is making it increasingly difficult 
for us to fill your orders promptly. 

The future production of casters and floor pro- 
tection equipment for consumer requirements at 
this writing is uncertain, but we will continue 


to serve you to the best of our ability. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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PACIFIC NORTHWEST NOTES 


Qualifying for the convention trip by upping indi- 
vidual sales beyond quota, Seattle’s champion Monroe 
Calculating Machine Company salesmen took the 
air for the big Southwest convention last month. 
H. E. Dunlap, district manager at Seattle, was ac- 
companied by W. K. Clifford and W. F. Sheffield, 
members of the sales staff at Seattle, it being the 
seventh successful year for Mr. Dunlap to win such 
honors and make the trip. The trio took off from 
the Pacific Northwest metropolis via airplane, landed 
at Memphis, Tenn., and then took the “conven- 
tion special’ train with its jolly good fellows for 
the big annual meet held at Palm Beach, Fla... . 
Replete with hot dogs, pictures, prizes, dancing and 


displays, the University Book Store held its annual | 
jamboree on University Way, Seattle, recently, and | 


attracted 4000 students of the big “U” nearby. There 
were 1500 hot dogs and twenty-five pounds of choc- 
olates given to the throngs viewing the typewriter, 


stationery, books and other displays of the big uni- | 


versity district outlet for hosts of office and sta- 
tionery lines. Occupying Key positions in the book 
store’s management for this fourth annual 
house” celebration were students of Dr. H. A. Burd, 
members of the marketing class and majors in “Bus- 
iness Administration:” They had charge of the ad- 
ministration of the big stationery and school supply 
store for the event. ... 
many new stationery items, school supplies, pencils, 
pens and paper articles, Murray’s has opened a fine 
new variety store this winter at Railroad and Meeker 
streets, Kent, Wash. Fred Murray is owner and oper- 
ator of the popular store that features “self-service” 
in a number of stationery articles as well as other 
lines. . . . The University Mimeo & Typewriter Com- 
pany, along with The Lincoln Book Store, Washington 
Book Store, University Book Store, and other merchants 


of the college district of Seattle, joined together to | 


“up” pre-Christmas volume and attract trade from 
all parts of the city, offering a “ride home free,” 
giving gratis a tram ticket, or token for riding the 
bus. By means of this plan, defense was aided in 
getting folks and customers to use the buses after 
peak-load hours. Customers only had to purchase 
a dollar’s worth of merchandise in this pre-Christ- 
mas retailing, to secure their transportation home- 
wards via bus. . 
adding machines,” occupying the north side of their 
new store, the Prompt Printers and Stationers have 
taken new and streamlined quarters with splendid 
display of office supply material at 816 Second 
avenue, Seattle, Wash. Excellent arrays of sta- 
tionery stocks have been emphasized in the sparkling 
setup that occupies a fine position in the finan- 
cial and office district of the city, and represents 
an important move for these up and coming sSsta- 
tioners and printers of Seattle. An estate of 
$609,728 was left by John W. Graham, late presi- 
dent of the pioneer stationery house of that name, 
who died May 20 of a heart ailment well advanced 
in years. His widow and daughter are the principal 
beneficiaries of the estate, the valuation of which 
was revealed last month by the inventory filed at 
that time in the Superior Court of Spokane. Com- 
munity property totalled $595,218, which included the 
$13,050 home, miscellaneous stocks and John W. 
Graham & Company stock valued at $574,927. Mr. 
Graham was one of the city’s oldest pioneer busi- 
nessmen, going to Spokane before the days of the 
great fire from which business history started. 

Rush for black paper, thumb tacks, Scotch masking 
tape, and a host of other black and white stationery 
supplies has followed in the wake of the inauguration 
of blackouts for Seattle, hiding in nocturnal dark- 
ness with the dimming of all lights and windows of 
business houses and homes. Introduction of black- 


New and streamlined, with | 


“open | 
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IN THE FILES! 


These are days when minutes 
count. Information must be 
readily available. Flashing 
facts with Cook's File Signals 
saves valuable time and effort. 
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STAINLESS STEEL 
FILE SIGNALS 


14 BEAVER STREET, ANSONIA, CONN. 


2v 


These signals will not d:s- 
color. They are easy to 
attach, relocate and re- 
move; yet always stay 
put. Of thin gauge. they 
add practically no bulk. 
In 12 non-chip enamel col- 
ors—types for every mod- 
ern filing need. Card of 
samples on request. 


THE H. C. COOK CO., 


im “ONE HUNDRED PERCENT DEALER PROTECTION’ 


.. With K. R. Vest “typewriters and | 





No. 7017N. 





An EXTRA-LARGE -CAPACITY 
DOPPELT CASE 


POPULAR WITH BUSINESS 
AND PROFESSIONAL MEN 


Strongly lined, with ample pocket space and disappearing 
handles. Made of Top-Grain Cowhide, finished in Sun Tan. 
There is a Doppelt case for every purse and purpose. 

Send for illustrated catalog of complete line. 


CHARLES DOPPELT & CO. 


FINE LEATHER GOODS 
412 N. Orleans St. CHICAGO Opp. Merchandise Mart 
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TELL YOUR CUSTOMERS ABOUT 
y VERTICAL 
ACCOWAY enue EQUIPMENT 


for 
BLUEPRINTS 
TRACINGS 
MAPS 
CHARTS 
and Other 


Large Sheet 
Records 





Profitable new business is waiting for you. Write 
for circular matter and information NOW! 
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Accoway Division ACCO PRODUCTS, INC. 
39th Avenue and 24th Street Long Island City, N. Y. 


Still a Leader! 
Hotchkiss ModellA 
Stapler 











Because of its smooth, easy action and its heavy construction 
this Model is still in great demand. The illustration shows it 
in its former finish. It has now been modernized and both base 
and frame are finished in attractive black crackle lacquer. The 


knob is bright nickel. 


Holds 210 Standard Staples and makes permanent and tem- 
porary clinch. 


The Hotchkiss Guarantee protects you and your customers. 


HOTCHKISS *°*'oc ro 


“Pioneers in all that’s best in Stapling” 
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outs has lent a big impetus to sale of many lines of 
papetries and stationery items to darken glimmer from 
windows and hold black paper in place. Such black- 
outs were ordered not by the local police but by the 
Army command for the entire Pacific Northwest 
district on report of an enemy aircraft carrier loaded 
with planes somewhere in the upper Pacific—CML. 
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= fee summer 
movie 








COVER OF DAWN MFG. CO.’S FOLDER DESCRIBED ON 
PAGE 8 


o—= ee 
NEW SALES REPRESENTATIVES FOR KIL-KLATTER 

The American Hair & Felt Company, Chicago, has 
recently increased sales representation throughout 
the country on its line of Kil-Klatter typewriter and 
office machine pads. Among the newly-appointed rep- 
resentatives are the following: 

Seymour Conover Company, New York City, for the 
eastern states; A. M. Carrow, for the southern states; 
R. E. Horter, for Michigan, Indiana, Ohio and west- 
ern Pennsylvania. Carl Kaufman continues to repre- 
sent the company in the mid-western states. 

— >. —__- 
HANTSKE JOINS OLD TOWN 

I. H. Wilson, general sales manager of the Old Town 
Ribbon & Carbon Company, Inc., last month an- 
nounced the appointment of Eugene R. Hantske as 





E. R. HANTSKE 


factory representative. He joins his new company with 
a record of nineteen years of successful selling and 
administration and, under the new setup, his duties 
will be to assist dealers in carrying out the Old Town 
dealer development program in their local markets. 

- °—---« 


McNAUGHT NOW SALES MANAGER FOR 
AMERICAN WRITING PAPER CORP. 

John G. McNaught, for the past twelve years con- 
nected with the New York office of the Eagle A., last 
month was appointed sales manager of the American 
Writing Paper Corporation, Holyoke, Mass. He will 
maintain his office at the company headquarters. 

Mr. McNaught succeeds Waldo A. Lacrosse who will 
continue with the company as general travel rep- 


resentative. 
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FRIDEN 
SS a a Super-matic 
=e RS kato Tabulating 
€ Model “ST” 





ACCURATE FIGURES 1 c hurry 
Fridén Super-matic Tabulating Model “ST” 


So completely automatic...that all mental 
and physical effort is eliminated from its 
operation. See these amazing Full Automatic 
Calculators and try them on your own work. 

Fridén Automatic Calculators are Sold and Serviced by a 


Factory trained personnel in over 250 Company controlled a 
Sales Agencies throughout the United States and Canada. : 





CALCULATING MACHINE CO. INC. 


FACTORY. AND HOME OFFICE —- SAN LEANDRO, CALIF. 
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NEITHER BUSINESS NOR DEFENSE 
PRODUCTION CAN EXIST WITHOUT 
OFFICE EQUIPMENT AND RECORDS 


* Office equipment and systems are playing a major role 
in the national defense program and Globe-Wernicke 


is proud of the work we are doing to speed up 
business routine. 


* Practically every activity of government and business 
depends upon the facilities to make records and 
preserve them for ready reference. Without office 
work there would be very little production of any- 
thing needed to turn the wheels of industry and 
commerce. Airplanes, ships, guns, tanks and all war 
materials are first created in offices and their manu- 
facture in countless factories is controlled by up-to-date 


business methods. 


* The humble desk, chair, filing cabinet, bookcase 
and numerous accessories, as well as other office 
appliances are absolutely indispensable in this 
emergency. Globe-Wernicke will continue to do 
everything possible to provide these urgently needed 


“business helps.” 


She Globe “Ween icke Co. 


CINCINNATI. . , « PATS 
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HERKERT BUYS GREENMAN STORE IN BOULDER 

Harry Herkert, stationery and office supply dealer 
in Boulder, Colo., for the past twenty-one years, 
recently expanded his business when he purchased 
the Greenman Book & Stationery Store, incorporated 
it with his own business and moved into a new loca- 
tion at 1910 Broadway under the name of the Herkert 
Stationery & Office Supply Company. 

The Greenman organization had been in operation 
in the Colorado city for forty-five years when Mr. 
Herkert decided to purchase and during its lifetime 
had acquired a number of lines which were not sta- 
tionery or office equipment merchandise. These Mr. 
Herkert decided to eliminate which he did by the 
simple process of holding a twelve-day sale during 
which the people of Boulder came in to snap up many 
attractively-priced items such as drugs, cosmetics, 
perfumes, etc. Even the fixtures were sold before the 
sale ended. 

Within a few days Mr. Herkert moved both his own 
organization and the Greenman stock which he held 
back to the new store and is now actively doing 
business. 

<a © 
NEW STORE IN TERRE HAUTE, INDIANA 

The Allen Office Supply Company was established 
at 11 South Ninth street, Terre Haute, Ind., last month. 
The new store is in a new building and is under the 
management of Jim Allen, who is well-known to the 
trade in the middle west. 

—— oe 
ATLAS STENCIL FILES IN NEW HOME 

Formerly located in the National building, Cleve- 
land, Ohio, the Atlas Stencil Files, Inc., has moved 
its offices into new and larger quarters at 5200 Euclid 
avenue. The job of moving was completed last month. 








WEDDING S$ 





WATSON-CAWLEY 

The wedding of Miss Olive Field Cawley, of New 
York, and Thomas John Watson, Jr., son of the presi- 
dent of International Business Machines Corporation, 
was solemnized on December 15 in the post chapel of 
Fort McClellan, Ala., where Mr. Watson is serving as 
a lieutenant in the Army. The bride is the daughter 
of Mrs. John Wellington Bloodgood of New York and 
is a graduate of the Kimberly school in Montclair, 
N. J. Lieutenant Watson is attached to the 102nd 
Regiment Observation Squadron and is a graduate of 
the Hun school in Princeton and Brown University. 
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November 27 is the birthday selected by Deborah 
Wolowitz, 1942 model of the Wolowitz family, born in 
the city of Washington, D. C., at George Washington 
hospital. Carrying out the automobile analogy, Wil- 
liam Wolowitz, the father, reports a length of twenty- 
one inches, a weight of eight and one-third pounds. 
Mr. and Mrs. Wolowitz selected the 1934 convention 
of the National Typewriter & Office Machine Dealers 
Association in Los Angeles as the objective of their 
honeymoon trip. 


> 

M. Scott Hudson, of the Star Printery, Muskogee, 
Okla., on November 24 became the proud and happy 
father of a bouncing baby boy who tipped the hos- 
pital scales at eight pounds, four ounces. Mr. Hudson 
reports the young man has been named M. Scott Hud- 
son, Jr., but denied reports that the boy went down 
to the store to help sell fountain pens during the 
holiday rush period. 
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STEEL CHAIRS 





| No. 2425 

' (No. 2825 same 
~ i except has solid 
No. 2200 back) 


Just two of many popular, square tubular, steel chairs. 
Note streamlined base with shielded casters (patents pend- 
ing). Caster swivels within the base itself. Write for catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











Chippendale 3000 Grade 


JACKSON DESK 


No. F3066 





with the selling force of 
Pleasing Dignity 

Many Executives have found pleasure and satisfac- 
tion in the impressive appearance and the modern 
equipment and facilities of this fine desk. Genuine 
walnut quartered pencil striped veneers, cast brass 


antique drawer pulls and attractive dull rubbed fin- 


ish give quality and character to the effect. Interiors 
are finished to match exteriors of desks and are 
arranged for modern convenience in reference and 
filing. For full details, see the Jackson catalog. 


Jasper Uffice Furniture bo. 


JASPER, INDIANA 




















SPEED PRODUCTION 
WITH Soeediiner 
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* 
NO INK 
NO TYPE 
NO STENCIL 


NO GELATIN 
* 






From 5 to 250 
copies, easy to 
read, and easy to = \. 
produce. Ideal for : 4 
forms, bulletins, 
specifications, and 
letters. Fast and 
simple to demon- } 
strate. Streamlined 
beauty and stream- 
lined performance. 
Price $59.50 plus 


tax. 








Cabinet as 
shown above 
$22 additional 


Write for further information. 


KEEN MANUFACTURING CO.INC. ecco" 


+e ete ee + + ee 
+ + + + + + + + + Ht OH HH HO 











Increase Defense Output 
by Lessening Fatigue 


Facility 
POSTURE 
SEATING 


Defense plants and 





their offices are 
working hard to 
build up national 
production to the 
greatest possible 
output. FACILITY 
chairs are used ex 
tensively in the 
defense effort and 
this demand has 
interfered with 
normal trade re- 
quirements. Please 
bear with us if we 


are a little tardy 





No. 350-1 
in filling some of 


your orders 


THE FRITZ-CROSS COMPANY 


304 E. 4th Street St. Paul 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


Bob Brown, of Koch Brothers in Des Moines, age 
nineteen, enlisted in the U. S. Coast Guard to do his 
bit toward making life very uncomfortable for the 
sons of Nippon. . .. Kenny Armington of Koch 
Brothers is with the Quartermaster Corps, a private 
first class, and is located at Camp Claiborne, La... . 
Burdette “Buck” Snow, also a salesman at Koch 
Brothers for the past two or three years, is a sergeant 





SERGEANT AND MRS. BURDETTE SNOW. 


with the Quartermaster Corps at the same camp. 
Buck incidentally was married on June 7, 1941, while 
back in Des Moines on a furlough, the bride being 
the lovely Favetta Gott, who is employed in Koch 
Brothers office. . A temporary organization meet- 
ing was held at Napoleon’s cafe in St. Paul to talk 
over plans for the next regional district meeting. This 
meeting took place on December 19 and it was agreed 
that the Travelers Club would hold another meeting 
during the Christmas holidays to discuss several pro- 


| posals made at the December 19 meeting. Present 


were Governor Charley Regan, Past Governor Jerue, 


| Past Presidents of the Northwest Travelers Club, Fred 


Schaefer, Bob Valleau and Merrill Hasty, Second Vice- 
President Larry Ackert and the writer. . It is re- 


| ported that the Covered Wagon Club had several very 


interesting meetings during the holiday season with 
full quorums being present at most of the meetings. 
Roy Clarke reports a great deal of enthusiasm 
among the Wisconsin and upper Michigan dealers who 
were recently inducted into the seventh regional dis- 
trict. . . . Charley Coyle’s boy is an amateur boxer, 
and recently defeated the soldier lightweight cham- 
pion at Camp Dodge in Des Moines. This is a big 
feather in the cap of the younger Coyle boy, who 
had previously lost to the soldier. Billy Koch 
is a lieutenant in the Field Artillery Reserve and is 
expected to be called for service very soon, as is Bob 
Jerue of the St. Paul Jerues, who is also a reserve 
officer. . . . Curly Blair of Miller-Davis Company is 
expecting momentarily to be called back into the 
army, where he just recently completed a year’s en- 
listment. ... What a team of sharpshooters to pick 
off parachute troops in the event they might be needed 
Johnny Cole, Deadeye Talty, Scatter Gun Clarke, 
“Hit ’em on the run” Hansen, Two Gun Davies, and 
last but not least the fellow who shoots ’em for Ed, 
none other than Art Grayston, who says that Ed may 
be tops on a putting green, but has become a bit dim 
of eye on a hunting trip. ... Arthur Bergstrom, the 
Sioux City bowler, golfer and all around sportsman 
is now a member of that early-to-bed, early-to-rise 
club, so we have been informed by our official Sioux 
City checker-upper. Howard Schaub of Thomas 


and Grayston Company and Herb Olson of Japs- 
Olson Company were among the sponsors of the city 
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EADY-TO- 





READY-TO-BUY CUSTOMERS 


STANDARD FORM CARDS 
END SERVICE PROBLEMS 


1. Employee Income Tax Records 8. Insurance Records 

2. Sales Records 9. Savings Ledger Card 

3. Plant Asset Records 10. Credit and Collection Records 
4. Surgeons’ Operation Records ll. Real Estate Records 

5. Doctors’ Patient Records 12. Saleamen’s Call Records 

6. Dentists’ Records 13. Perpetual Inventory Records 
7. Card Ledger Records 14. Stock Records 


During the National Emergency, business firms cannot waste 
valuable time in drawing up and having special forms printed 
for their record keeping. Today’s records must be kept on 
standard stock form cards which are available without 
unreasonable delay. 

*Y and E” standard stock form cards have three outstand- 
ing advantages that will appeal to you as a dealer with his 
eye to the future. 

1. The completeness of the “Y and E” line offers you stock 

form cards for all types of record keeping. 

2. “Y and E” form cards are so well designed that in many 
cases they can be used to replace special forms without loss 

of efficiency or detail. 

3. Once your customers have used “Y and E™ stock form cards 
they will prefer them to the more expensive special printed 
forms. This will save you the time required to draw up special 
forms—insure you of quicker deliveries—help you to save 
money for your customers and give you a greater profit on 
the items invested in making the sale. 

The sales appeal of “Y and E” standard cards is but one 
more example of the value of the “Y and E” franchise— 
your best profit maker. 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET + ROCHESTER, N. Y. 
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DO YOUR SALESMEN USE THIS OPENER? 


\ pocketful of Standard form cards can help your 







salesmen open up even the most difficult call. It 






logically leads to more system and file business. 
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This startling innovation 
has real appeal! 


You're bound to have satisfied customers — and 


substantial repeat orders — when you sell them, 


ee a 


the new CADO Fastener (Pat. pend.) 


Indispensible in every office. It is the most prac- 


tical and the most economical device for temporary 


and for permanent binding. 


Inquire Today! Be First! 




















CUSHMAN & Denison Mec., Co. 
133-5-7 WEST 23rd STREET 
NEW YORK, N. Y. 


ACETATE FASTENER 





CADO STRIP 
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wide dinner given to the football teams of the Twin 
Cities high schools on December 16. 
-_——o-— 
STANDARD MAILING MAC HINES COMPANY 
CHANGES NAME 
Under a general heading of “Thirty-Two Years of 
Progress—And a New Name” a statement was issued 
to the trade announcing the change of name of the 
Standard Mailing Machines Company to that of the 
Standard Duplicating Machines Corporation. 
The statement was issued from the company’s 
Everett, Mass., headquarters and contained an int2r- 








F. W. STORCK 


esting history of the firm since its inception in 1910. 

It was in that year that the company was founded 
by E. C. Drouet, A. W. Emmons and F. W. Storck, the 
latter being the inventor of the first machine made 
and sold by the youthful organization which was then 
the Standard Stamp Affixer Company. It was located 
at Somerville, Mass. 

Although business was good from the first Mr. Storck 
declined to rest upon his laurels and in 1913 produced 
a hand-operated envelope sealer and, ten years later, 
a Postal Permit Printer, an unusually speedy electrical 
device for sealing envelopes and printing the postage 
indicia. It was about this time that the company 
became known as the Standard Envelope Sealer Com- 
pany, later to again change its designation to the 
Standard Mailing Machines Company, and by this 
time had added a fluid process duplicator to its lines. 

The change of name announcement read in part: 

“Service, of course, will be continued for all Stand- 
ard machines but sales activities are now confined to 
Envelope Sealers and Fluid Process duplicators. With 
Fluid duplicators comprising approximately ninety per 
cent of plant production, the reason for a new name 
becomes apparent. 

© 
LEGION LAUDS WALTER SNELLING 

Occasionally “The Adposter,” official organ of Ad- 
vertising Men’s Post, American Legion, Chicago, car- 
ries brief articles on prominent members under a 
heading of “Little Stories of Adposters,” and a recent 
issue presented a bunch of orchids to Walter L. Snell- 
ing, of Horder’s, Inc. Here it is: 

“Twenty-nine years ago a young fellow, born in Eng- 
land, began to deliver packages for Horder’s, Inc. 
From errand boy he progressed to the stockroom and 
from there in the course of time to every other de- 
partment in the firm. Today he is in charge of all pur- 
chases for the great firm with which he started. 

“The first World War found him lined up in the 
Motor Transport Corps. He was one of the last Yanks 
to leave France. In fact, as he puts it, he remained to 
sweep off the dock and put out the lights’.” 

Walter Snelling’s life has been a four-way happy 
balance between his business, his family, service to 
his Post and the Legion, and his hobbies. 

“Possessed of a fine voice Comrade Snelling has 


147 


ae 


No. 859 DISAPPEARING HANDLES 


New Years Greetings 
with deep appreciation 


The loyalty of dealers to Mashek Cases is again 
confirmed by a remarkable sales record during the 


past year 


We greatly appreciate this patronage and extend 
our sincere greetings for a happy and prosperous 
1942. And until the war is won, we shall endeavor 
to serve to the best of our ability, our dealers and 


FRANK HEK gco: 
CHICAGO 


New York Office—Harold Atwood, 280 Broadway 


Leather, MASHEK makes it Better” 








An important statement 


e Whenev lice ibles f good des ign, and 

yuality of workmanship are said to 

be manufactured by a modern, reliable com- 

n it i 1 important statement. For in 

imes like these it important to have the 

ight factory behind your merchandise. 

e Such a factory the St. Johns Table Company 

h 1iders of well designed, 
yuality made and finished office tables. 

e Be sure to feature St. Johns office tables and 

ire your customer loyalty for years to come 


Write for the new St. Johns catalog showing this and 
the other distinctive tables in the St. Johns line. 


No. 28 TABLE 


Description 





le 33 Draw Sizes: 
ane § 32 x 60 inches 
swers, 34 x 72 inches 


St. Jolin Table Company 
CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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New REX-0-graph 
“QUICK-CHANGE” Master Clamp 
Speeds Up 
Copymaking 







* 
REX-O-graph 
Model MF re 
FLUID TYPE DUPLICATOR 
When you need FAST production 
in systems work, where many Mas- * 


ters are used and relatively few 
copies from each—HERE'S the 
Duplicator that keeps ahead of the 
job . . . REX-O-graph Model MF 
with the ""QUICK-CHANGE" Mas- 
ter Clamp and all the other REX- 
O-graph economy and efficiency 
features. Agreat''Defense Worker’. 
REX-O-graph Fluid Type Duplicators 
are made in wide range of types and Just reverse handle, drop Master 


Exclusive New 
“QUICK-CHANGE” 
Master Clamp 


capacities, for paper sizes as large as in slot—and start turning. Fast, 
14” x 17',”. simple, efficient, a great time-saver. 
Write for Details on Model MF . and on the complete REX-O-graph Line of Fluid 


and Gelatin Type Duplicators and supplies. Handled by the best dealers everywhere 


REX-O-Graph, Inc., 3727 N. Palmer St., Milwaukee, Wis. 
% Offices in Principal Cities. 








NEW! PROFITS FOR YOU 
» “Storite” Storage Binder 





VARIABLE CAPACITY — UNLOCKS, RELOCKS — 
to Remove or Insert sheets 

Thousands of office and factory records transfer 
into storage in the next few months. Sell “Storite” 

extra sales and profits. Exclusive features— 
priced to meet competition! Easy to use—stack 
sheets on posts, press posts down (no threads) 
lock with coin—unlock to remove or insert sheets. 


FREE! Test this sales-maker with your contact 
man. Send for Sample Binder (Free) and com- 


plete information, no obligation, 


GRAND RAPIDS 
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sung for many years in choirs and choruses. His tal- 
ents have been at the call of Adpost on every occa- 
sion. At present he is much intrigued by color-pho- 
tography. Other hobbies are bowling and golf. 

“Last, but certainly not least, are the apples of his 
eye, four fine girls and the missus. He resides at 827 
Vine street, Park Ridge, Il.” 

- a © 

CANADA TO REGULATE OFFICE EQUIPMENT 

Office furniture and appliances are included in a 
wide range of metal articles which have been desig- 
nated “supplies” under the Dominion Munitions and 
Supplies Act, and it is intimated by the controller of 
supplies, Alan H. Williamson, that “regulation or 
elimination of their production will begin at once.” 
This action is being taken, Mr. Williamson said, “be- 
cause the steel and other metals used in the manu- 
facture of the articles affected by the order are essen- 
tial to Canada’s war effort.” He added that “in 
addition to releasing valuable war materials, labor 
badly wanted for war industries will become available.” 

The order lists all metal furniture, and also metal 
signs and metal and wire waste paper baskets, metal 
and wire letter trays, metal and wire desk trays, metal 
counters, metal display stands, metal lockers, metal 
radiator covers, metal partitions, and metal shelving 
and storage cabinets. 

The controller stated: The products affected by 
the order are only those in which metal is a chief 
component in volume or in value, and in no case 
includes articles made of precious metals.” He added: 
“Besides the items specifically listed, the order takes 
in hundreds of small metal articles.”—RC 

Oe 0 
BRITISH BAN ON XMAS CARDS STIRS 
NEWSPAPER’S SENSE OF HUMOR 

Commenting upon a recent edict of the British 
government banning Christmas cards because of a 
need of paper for war purposes, the Philadelphia 
Evening Bulletin issue of November 18 carried an 
amusing editorial concerning the exchanging of Yule- 
tide cards here. It follows: 

“Among the innocent victims of the war in England 
is the ubiquitous Christmas card. Need of paper for 
munitions and other essentials has led to imposition 
of an absolute ban. 

“Such a hardship is difficult to imagine here. First 
of all, it would rob the postoffice of a tremendous 
volume of revenue badly needed to permit continued 
handling of tons of franked mail. Then it would 
prevent us from hunting up the mislaid addresses of 
old and new friends, to say nothing of the casual 
acquaintances who sent us cards last year. 

Gone would be the last minute rush to the card 
counter, the standing in line to get stamps, the worry 
over losing the card from a relative who is coming 
for the holidays and will be sure to look for it in the 
basket with the others gone, the wonder what’s hap- 
pened to old Bill that he didn’t send a card this year, 
and gone the guilty conscience at having forgotten 
the next door neighbor. 

No it would be too much. We couldn’t stand it. 
Maybe the British can for they’ve demonstrated a 
limitless ability to take it. But for us, it would be one 
horror too many.” 








—- 


DORSEY’S COMPANY IN TENTH YEAR 

The tenth anniversary of the General Office Equip- 
ment Company, 81 South Fourth street, Columbus, 
Ohio, was celebrated last month by Jack Dorsey who 
founded the firm a decade ago with desk space in an 
office on the same street. The company now has a 
personnel of seventeen. 

Mr. Dorsey, as distributor of Allen Wales adding 
machines, has won national recognition for volume 
production for the past two years. He has a sales 
force of seven men covering central and southern 
Ohio.—AK 
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CHARGE AUTHORIZATION Qi 


4 












New system speeds up service on “take- 
withs”; reduces cost of credit authori- 
zation; releases clerk’s time for more 


selling, and builds customer good will. 


FLEXOLINE SYSTEM IMPROVES 
CUSTOMER SERVICE IN 
DEPARTMENT STORES! 


Many famous stores are very en- 
thusiastic in praising FLEXOLINE 
for Credit Authorization. They men- 
tion the fact that the system detects 
errors, cuts authorizing time to a 
fraction of former averages, and 
saves time for bookkeeping section. 


FLEXOLINE EQUIPMENT HAS MANY 
APPLICATIONS 


Originally developed for telephone company use, 
it has been adopted by business and government 
wherever compact, high-speed reference records 
are needed. A variety of sizes and styles makes 
it practical for small desk units containing a few 
hundred names to large installations involving 
hundreds of thousands of listings, in each case 
adding speed and accuracy to the reference work. 


Your customers need FLEXOLINE for quick 
reference to names, numbers, codes, schedules, 
prices, etc. Be in a position to offer this equip- 
ment. 


Acme Visible Reeords, Ine. 


122 Seuth Michigan Avenue 


Chicago, Il 


i 
Send for FLEXOLINE Catalog No. 47A and full, 
information about dealer franchise. | 

| 


Gentlemen 
Please send FLEXOLINE Catalog No. 47A. Tell us about the 


ACME VISIBLE RECORDS». 


Address 
122 SOUTH MICHIGAN AVENUE - CHICAGO, U.S.A. 


City State 
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of hundreds of dealers who have learned about the sale- 
ability of PRECISE Trimming Boards and how their patented 
features make them the best buy in Specialties? 














Precise Trimmers have sprung up nearly 
overnight as a dealers specialty—be sure 


you are getting your share of this business. 


Precise Boards have many patented and 
exclusive features that help you sell .. . 


there is a size for every user in this complete 





line of seven sizes from 6!2” to 2412”. 
Investigate Today ° No Obligation 


American Photo Laboratories, Inc. 
28 N. Loomis St., Chicago, Ill., U. S. A. 


Patent No. 2,185,985 




















FLASH 


lt STAPLES 
into in 7 FASTENER 


lt TACKS 


@ Smartly designed—fully streamlined. 








@ Precision built for long life. 

@ Rubber base protects furniture—minim- 
izes noise. 

@ Reserve staples can be stored in body 
of machine. 

@ Finished in beautiful maroon, olive 
green and blue ripple colors. 

@ Simple construction. Few working parts 
One piece body. 

@ Takes No. 50 FLASH Staples. 






FOR Office, 


WRITE FOR 
DETAILS! Shipping Room, 
CONSOLIDATED Home & School 


STAPLE CO., Inc. 


1810 Wilson Ave., 
Chicago, Ill., U.S.A. 


Eastern Office: 
299 Broadway, New York City 


TSS, 


TAX INCLUDED 






Actual size. 
U. S. Patent No. 2,269,744 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HE ability of the Americans, and more specifically 

the Californians, to snap out of it was seen with the 
return of near normal volume in retail sales on the 
Saturday following the Pearl Harbor attack. A large 
number of stationers and concerns selling the smaller 
office supplies were visited by this writer. The story is 
about the same in all. Monday, the day after the 
Pearl Harbor attack, was not too bad, for people ap- 
parently had already made their plans for Christmas 
shopping. Tuesday, Wednesday and Thursday, how- 
ever, were flops. Friday showed an uptrend and on 
Saturday the streets in downtown Los Angeles seemed 
as crowded as ever. All stores enjoyed good business 
that Saturday. The following week was not exactly 
what it might have been if there had been no trouble 
but several stores reported that their telephone order 
business more than doubled and that is still true at 
this writing. 

After all it is not so much the war as it is the possi- 
bility of blackouts that interferes the most. No stores 
are open during the evenings and there is a tendency 
for people to make sure of getting home before dark 

The story in typewriter sales is slightly different. 
There is such an obvious shortage of used and rebuili 
machines that firms doing business quite largely in 
these face uncertainties. The managers of branches 
for the major companies nearly all said Pearl] Harbor 
had not really hurt them yet but that there was a 
shortage of new machines which was proving to be 
the real obstacle. There will be further words on the 
subject here and there in the notes that follow. 

* > * 
E. Thornton, manager 
Exchange, 517 South 


Thornton Urges Rentals.—E. 
of the California Typewriter 
Spring street, a man who says he has been in the 
typewriter game so long that the memory of man 
runneth not to the contrary, reports that he is closing 
the biggest year both in sales and rentals in both 
typewriters and adding machines that his company 
has ever had. However, Mr. Thornton says, he thinks 
the dealer who concentrates on rentals and actually 
cuts sales to the minimum will be the wise man. That 
is the policy he has already begun to pursue. During 
the last month or so he has rented to the state of 
California more than 500 typewriters and more than 
200 R. C. Allen adding machines. “The thought for 
the new year,” Mr. Thornton says, “is keep your good 
stock intact. You are likely to need it and rentals 
rather than sales will keep the cash coming in.” 

* ~ ” 

Smith Glad of Experience.—Charley Smith, pro- 
prietor of the Associated Typewriter Company at 651 
Figueroa street, a man who has been in the type- 
writer business for forty-two years, says he is now 
happier because of the variety of experience he has 
had than he is of anything else. This experience led 
him to get in a very large stock of used and rebuilt 
typewriters and if worst comes to worst he believes he 
is fixed for two long years. He is glad also that he 
can do his own repair work and he is glad that his 
wife is a good bookkeeper. With this set-up and with 
rentals always as his chief source of income Charley 
feels he can make the grade in anybody’s war and 
in anybody’s depression 


Eighty at Party.—The party at the Underwood 
Elliott Fisher Company’s office on Christmas Eve drew 
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On 


FILBERT AT 10TH STREET 





FAVORITES — 


both sides of the counter! 
U. S. brands of carbon paper and inked ribbons 
for typewriter or business machines give complete 
Dependable, durable and 
appeal to cost-conscious pur- 
executives, That means repeat sales for 
dealers—mutually profitable buyer-seller relations. 
Specify the U. S. brand and be sure of honest-to- 


goodness value. 


customer satisfaction, 
economical, they 


chasing 


Write for free samples and 
No obligation of course. 


a 
price list. 


U.S. TYPEWRITER RIBBON 
WANUPACTURING COMPANY 


PHILADELPHIA, PA. 


Since 1895 













STAR HIT! 


A FOUR 





FEATURES — 


Movable form- 
fitting back. 
se 





oO... MOVABLE BACK 
UBULAR STEEL FRAME 


Heavy, oval- 


frame. ie ae 
° “The outstanding pene chair ever 
14-gauge steel offered to the egw seating mar 
leg bracings. A movable back conforms with every 
. body movement, assuring comfort 
White rubber and correct posture. Untippable—eas- 
mar-proof feet. ily eects Write for complete details. - 


ae 





GREEN BAY . WISCONSIN 


NORCOR MANUFACTURING CO. 
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STYLI TIPS ARE & 
CADMIUM-PLATED ° 


(7, Technygraph, TECHNY, ILLINOIS 


‘ Beautiful Rainbow Handles 


-29 Styli-for 
Every Need! 


Ball points, loop 
wheels, shading, etc. 


@ Technygraph - styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 


Our four-page broad- 
side shows Techny- 
graph Styli in actual 
size in their fast-sell- 
ing Rainbow hues; 
please write for your 


copy today! 








BRIGHT 









LEATHER 
OFFICE FURNITURE 





Rich, luxurious comfortable and durable furniture 
—furniture which enables an executive to give 


his business quarters that final touch expressive 


bers are kept within the 


of his own individuality. With it all, Bright num- 


reach of the buyer's purse. In the Bright catalog you 
They have the eye appeal will find a variety of 
that gets the sale. Check styles and designs to suit 


| up on the extra profit op- most of your trade. The 
| portunities for dealers prices will attract you as 
available in this quality well as your customers. 


line. 


BRIGHT CHAIR COMPANY 


INCORPORATED 


127-133 BLEECKER STREET, NEW YORK CITY 


| PWOVOOG PORN NNUNwwwL 
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the usual attendance of about eighty people. Presents 
were distributed and then everyone went about his 
own business for the rest of the afternoon. 

Agnew Now Well.—Jack Agnew, wholesale represent- 
ative for L. C. Smith & Corona Typewriters, Inc., who 
was ill for several months, but who got back to work 
two months ago, is now completely well and is able 
to handle his territory with the old pep. 

Portables in Demand.—W. E. Montgomery, manager 
of the Los Angeles branch of the American Writing 
Machine Company, says there is a keen demand for 
portables. When asked what he thought about the 
future he said that matter was in the lap of the gods 
for nobody knew. The best thing to do, he says, is to 
do your best. 


* * * 


Looks After Customers.—A. A. Lamereaux, Manager 
of the Wholesale Typewriter Company, 440 South 
Spring street, is out to protect his regular customers 
as much as possible, so for the time being has cut out 
additional rentals. Mr. Lamereaux, by the way, is hav- 
ing plenty of fun nowadays with a desert home he 
has been building in the Palm Springs area. He 
started with a garage, building it quite largely himself, 
and he keeps adding to that set-up as time goes along 
He likes the work, he says, and he enjoys life on the 


desert. 


am * * 


Blue Cellophane Goes Fast.—The Grimes-Stassforth 
Stationery Company, is pretty well out of blue cello- 
phane. When blackouts were first mentioned the word 
got out that automobile lights were O.K. if covered 
with blue cellophane. This store and every other one 
in town with this material on hand were literally 
swamped with orders for it and the telephones kept 
ringing for a few days. It has since developed that 
even blue lights are not permissible during a blackout 
so the big rush was all in vain but before that became 
clear the stores were pretty well depleted on this kind 


of stock. 


* * * 


Two Sons in Service——James Johnson, factory 
branch manager for the Underwood Elliott Fisher 
Company, now has two sons in the service of Uncle 
Sam. William, the younger son, recently joined the 
air service and is now at Kelly Field. The other son, 
James, Jr., has been at San Francisco for some time. 

* * * 

Hoppe Back with Royal.—Arthur E. Hoppe, formerly 
a typewriter salesman for the Royal Typewriter Com- 
pany, Los Angeles, is back with the company after 
having spent a year in camp at Fort Worden, Wash., 
where he was called among the first draftees. He is 
now handling a territory in the city of Los Angeles 
for Roytype ribbons. 

* x * 

Ralls to New York.—G. G. Ralls, district manager at 
the Los Angeles factory branch for the Royal Type- 
writer Company, is back from a trip to New York City 
and Chicago. He visited the home plant in the east 
and in Chicago he stopped to confer with A. W. Bar- 
low, western sales manager. 

* * a“ 

Flowers Visits Chicago.—John N. Flowers, manager 
of the Los Angeles branch for Comptometer, took a 
flying trip to and from Chicago where he attended a 
meeting of the Comptometer Quarter Century Club. 
The banquet which concluded the business sessions 
was held December 4. Mr. Flowers says a couple of 
hundred attended. This was Mr. Flowers’ first trans- 
continental, or mid-continental, flight He got a kick 
out of it and recommends that method of travel for 
men with limited time and enough money. 

* * « 

Aid Red Cross.—The money which the Los Angeles 

branch of the Royal Typewriter Company intended to 
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America is united in its determination for 
victory. 


Private business has given way to national 
business—it is an all-out program in which 
everyone participates. 


Columbia appreciates the unhesitating and 
whole-hearted support of its dealers, which 
makes it possible for us to do our bit in 
deciding the great issue of the day. 


COLUMBIA STEEL EQUIPMENT COMPANY 
LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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The AUTOMATIC Name Means — 
LEADERSHIP 
* * * 


‘*Greatest 


9 









The Broad AUTOMATIC Line 


, ; _— Capacity and 
of Steel Office Equipment ciuemamemenoes 














Convenience” 





BeEapEenBaeBaEeeEe 
TERE BES 


leads the field in Advanced and 










_—* ® Tabulating 


File 


that are in 





Features 





Exclusive 













Demand :— 
A rare opportunity 


exists for Dealers to 
profit from Auto- 














“Dual 

























@ Expansion- matic Pioneering 
. ae 4-Drawe and constant Improvement 

Compression File : a 
that “Insures” both present 






and future sales. Investi- 





gate Now! 


AUTOMATIC FILE & INDEX CO. 


Rnenative 629 W. Washington Blvd., Dept. A-91 Chicago, m. | 











For MORE 


Headquarters 
and BETTER Business 


for 
Readers of Office Appliances 
TYPEWRITERS have a constant source of 
(all makes) ‘ 
useful ideas. 


Rough—Rental—Re-conditioned—Rebuilt 
The journal contains thoughts 


OFFICE MACHINES that many identified with office 
(Rough and Rebuilt) equipment can use to advan- 
“SUPERFINE” Platens and Feedrolls tage. It is a common meeting 
place for the exchange of 

nie eee one worth-while information. 
TOOLS If you want more and better 
SUPPLIES business, you can profit by a 
PARTS subscription to Office Appli- 


ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 


SHIPMAN-WARD MF6. CO. * tiie aia 
"Ths Desks Qeatty Seely Bowe” THE OFFICE APPLIANCE CO. 
325 North Wells Street Chicago, Illinois 20 North Wacker Drive Chicago, U.S.A. 


100% Service 
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FLEx!-POSsT 


REG. U.S. PAT. OF F. 


THE ORIGINAL 
CHAIN POST BINDER 








* i 
TWO INCH FLEXIBLE 
WORKING SPACE SECTIONAL POSTS 
s 6 
MECHANISM DIRECT SCREW 
GUARANTEED COMPRESSION 
* a 
UNLIMITED DISAPPEARING 
CAPACITY POSTS 
* ® 


_- 
.. Another FAULTLEsg product. . 
STATIONERS LOOSE LEAF COMPANY 


524 NORTH BROADWAY, MILWAUKEE...NEW YORK, 237 LAFAYETTE STREET 








FOR YOU MR. DEALER: 


This advertisement will help You sell more Higgins American Drawing Inks. 


It is one of our 1942 series running iN: SCHOLASTIC, INDUSTRIAL ARTS, SCHOOL ARTS, 
AMERICAN ARTIST, PENCIL POINTS, PROFESSIONAL ART MAGAZINE and THE ARTIST. 

























Pen and ink drawing in Higgins Ink by JACK TINKER 


made for James Monroe Perkins, Artist's Representative 


HIGGINS—more power to your pen 


The versatility of Higgins is evident in this illustration 
where the careful carelessness of the technique demands 
delicacy of line and broadness of stroke. 


For more than 60 years, masters of art have relied on 
the smooth flowing, dense black- 





se hag ke if 

ness of Higgins American India Was 
Inks for their responsiveness to - 
S, 


all techniques. This and other 
illustrations appear in Higgins new 
“Techniques” pamphlet. One copy 
only free to art instructors writing 
onschoolstationery. All others 50c. 





AVAILABLE IN A COMPLETE COLOR RANGE 


H | F F HK HIGGINS INK CO INC 
271 NINTH ST., BROOKLYNW.,-¥. 1 
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sie J saat 
Leopold Junior Streamline Furniture made of walnut by Leopold Craftsmen of Burlington,lowa 


. of Seattle selected this Modern Efficient Styling —Installed by James D. Headley 





Glaser Beverages, Inc 


Hed all 
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BURNS COPYHOLDERS Have AIll Seven 
Important Features—Sell For Only ‘16°° 


NON-SLIP HOLDER ( C h h , none fous 
4 tt —t p 
ADJUSTABLE ount them e seven important features 
GUIDE BAR that make the Burns Copyholder unsur- 
te passed in quality and performance. Only 


in price does the Burns Copyholder differ 








STURDY STEEL 














CONSTRUCTION materially from expensive copyholders. 
— BLACK SATIN 
FINISH 
te It’s easy to see why these copyholders are 
| SINGLE, DOUBLE, making cash register music for dealers 
OR TRIPLE SPACING throughout the land. Top quality and 
| 3 FINGERTIP moderate prices are an unbeatable combi- 
LINE-GUIDE nation. 
FIRM, NON-SKID CONTROL 
BASE < 
Other Burns models sell for as little as 








$3.30. Order from your wholesaler. 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 





TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 
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spend for the annual Christmas party this year was 
turned over to the American Red Cross instead and 
the party, held anyway, was financed by the boys out 
of their own pockets. 

Remington in Fine New Quarters.—Remington Rand 
Inc. offices which have been located at 905 South Hill 
street, Los Angeles, for some years, have been moved 
to the building at the intersection of Seventh and 
Olive streets. Most of the lower floor is occupied by 
the Parmlee-Dohrmann Company’s household appli- 
ance store. Remington Rand has secured the side 
entrance to the elevator lobby (which used to be a 
part of the store) for displays and in addition occu- 
pies the third and fourth floors. On the fourth floor 
they have set up a very elaborate display of office 
appliances. The space occupied is much more con- 
venient and more concentrated than the space in the 
former location. 

Crouch in Los Angeles.—George Crouch, former man- 
ager for the Underwood Elliott Fisher Company in 
New York City, and said to be the first salesman for 
Underwood, now retired, accompanied by his wife, 
spent several days in Los Angeles during the last 
month. 

Grubbs Visits Los Angeles.—A. C. Grubbs, auditor 
for the Royal Typewriter Company, whose home is in 
St. Louis and whose work is quite largely in the Dallas 
area, has returned to Dallas after having spent a 
couple of months in the Los Angeles area. Mrs. 
Grubbs was with her husband during his stay in 
Southern California. 


* * * 


Bandoli in West.—M. S. Bandoli, Chicago, general 
sales manager for the Victor Adding Machine Com- 
pany, spent three days in Los Angeles late in No- 
vember discussing the problems of national defense 
business with members of the local force. Before leav- 
ing for his home in Chicago he entertained the local 
men at a supper in the Clark hotel. Mr. Bandoli is 
connected with the office machine group handling 
priorities in Washington. Victor’s annual Christmas 
party for the fifteen employees in the Los Angeles city 
set-up was held at noon, December 24. A comic gift 
and a real gift were placed under the tree for each 
one and this party was followed by a luncheon at a 
cafe. J. A. Proven, western regional manager, has 
been busy lately riding Pullmans thither and yon 
throughout the west looking after national defense 
business accruing to his company. 


oa * * 


Rose Tournament Cancellation is Loss.—The Crown 
City Typewriter Company in Pasadena has lost some 
business because of the cancellation of the Tourna- 
ment of Roses and the Santa Anita races, particularly 
rental business, the managers and owners state, but 
in spite of that business is good and the year as a 
whole has been successful. Additional information on 
the origin and development of noiseless typewriters 
supplied by Orrice ApPLIANcEsS to C. B. Kelly, one of 
the owners of this company, has helped along with a 
book Mr. Kelly is preparing, he states, and now he 
wishes to know just how many stenographers there 
are in America and furthermore just how many people 
directly and indirectly get their living from type- 
writers. Let’s not all speak up at once, please. 

Anderson Sees Big Things Ahead.—C. Elmer Ander- 
son, proprietor of the Anderson Typewriter Company, 
Pasadena, is a true optimist. After this war is over, 
he says, he fully expects Americans to have the largest 
volume of business in all lines on their hands they 
ever have had. We shall then be the pivotal nation 
of the world, Mr. Anderson says, and replacement will 
be a big problem. Supplying foreign markets will be 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 

















MANUFACTURED BY 
MEYER & WENTHE, Inc. 


Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 








.... Attention Dealers 


SATIN FINISH 
EXECUTIVE rivoons 


Meet the maximum expectations of users of silk ribbons. 

SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oA offe ITTLE. | 


MANUFACTURERS 


1888 Factory, Rochester, N. Y. 194] 
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/ DICTATING CYLINDERS 
nevealed inthis INTERESTING 


BOOKLET 


reporting 

the results 

of a series 
Ac) MB techeretatte? 
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Delve into this fascinating booklet it takes you 
behind the scenes of one of the World's largest 
laboratories in the midst of a series of scientific tests 
Te that las t bits many notions about 

ating Cylinder ells ou how to select your 


Send for your copy NOW 
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% Cylinders 


RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y. 





BENTSON ‘casiners” 
CABINETS 

Guardian of the Starting Line 

in National Defense Production 







Manufacture 
of GUNS 
PLANES 
TANKS 


begins here 
















A Smooth 
drawer opera- 
tion on four 
rollers. 












A Weight 
flaps and hood 
protectors in 
every drawer. 







A Nine stand- 
ard sizes. 






A Choice of 
drawer com- 
binations and 
compartments. 









A Special sizes 
and combina- 
tions to meet 
any require- 
ment. 










The BENTSON 1800 LINE offers a size and combination of 
drawers suitable to the requirements of every one of your 
customers and prospects 

Write for the BENTSON Catalog, 


Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
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another source of big business. It may take a year 
or two years to deliver the final knockout to Japan 
but when that is achieved, he says, we can look for 
good business volume throughout America. The year 
just closed has been one of the best in the history of 


this company. 
Only Three Slack Days.—Business was slack for only 
three days in the week following the Pearl Harbor at- 
tack, in the Brown Shop, Pasadena. Monday was good, 
Tuesday, Wednesday and Thursday were bad, and 
Friday showed fine signs of revival. Saturday was 
practically back to normal. Ed M. Suderman, who has 
charge of the typewriter and adding machine de- 
partment, says that applies to his department also. 


x * * 


Eleven Over the Top.—Eleven men went over their 
quotas in the local Underwood Elliott Fisher Company 
staff for the year 1941, some of them as early as De- 
cember 10. The sales board represents an army organ- 
ization, the men theoretically receiving higher rankings 
as they pass certain sales volumes. Thus they ad- 
vanced from corporal on up to lieutenant, captain, 
major, colonel, and finally to full fledged general. 
This type of sales contest proved both interesting and 
inspiring 

Club Cancels Meeting.—The Golden State Travelers’ 
Club called off its regular December party and ex- 
pects to call off those scheduled for succeeding months 
unless the war situation improves, according to Blake 
Lockard, secretary. Tom Lockard, twenty-five year 
old son of Blake Lockard, has gone into the armed 
service of his country. In addition to fighting, Tom 
also will be playing his French horn in the army band, 
his father states. Miss Georgia Arcularius, who has 
been secretary to Mr. Lockard in the office of the 
Stationers’ Association of Southern California, was 
married recently. This makes the fourth secretary, 
Mr. Lockard states, that he has lost by the matri- 
monial route. 

*—- © - 
WAR CAUSES RUN ON MAP MARKET 

When Sherman coined his famous phrase anent wal 
he may or may not have had map makers in mind. 
But be that as it may, the world-wide battlefield and 
the geography-juggling expeditions of several nations 
have caused a rush that completely used up in three 
days a supply of maps which would ordinarily last for 
twenty years. 

This report came last month from H. H. Woodworth 

sales promotion manager for Rand McNally & Com- 
pany, Chicago, who said the present rush is the 
greatest in the company’s sixty-eight years of exist- 
ence. 
By the first of the year, Mr. Woodworth said, his 
company will be completely out of maps, atlases and 
globes and, although emergency production was al- 
ready well under way, it was going to be a hard job 
to keep pace with demands. 

“We had expected a rush and thought we were pre- 
pared for it,”’” Mr. Woodworth said, “but in our wildest 
imagination we never anticipated anything like the 
avalanche that hit us. However we are making every 
conceivable effort to produce these products and fill 
orders as rapidly as possible.” 

—_— >= >-e___—_ 
LUNDSTROM JOINS STANDARD FURNITURE 

C. B. Lundstrom, whose father founded the Lund- 
strom Manufacturing Company, Little Falls, N. Y., last 
month was appointed factory manager in charge of 
production of the Standard Furniture Company, Herk- 
imer, N. Y. 

Mr. Lundstrom has been connected with the Little 
Falls company for more than fifteen years and is an 
authority on furniture manufacturing. 
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Outstanding paper mill chemists and paper makers have 


collaborated for months fo develop Speed-O-Print 
Mimeo Bord as the outstanding stencil duplicating 
Ay paper. Manufactured from the finest types of virgin 


i pulps, every step from raw materials to finished 
paper is under laboratory control, guaranteeing 
uniform and unexcelled quality. 


ite TODAY for quantity prices, 
special Dealer Catalogue, 
and samples. 
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I 
WRITE FOR SAMPLES, PRICES AND FULL DETAILS 
SPEED-O-PRINT CORPORATION CHICAGO, U. S. A. 









THE NEW IDEA IN DUPLICATING PAPERS 
B32 2 ee oo aa 


White and Colors 


Heather Quality is ideal 
for putting new beauty aa 
and variety into adver- Z SPEEQ-2. 
- tising and bulletin forms. ~~ 9-0-PRINT 
S MIMEO 


Because of special finish, 
Heather Quality can be 
used on both sides with- 
out slip-sheeting and with 
absolutely no offsetting. 








WRITE FOR SAMPLES, PRICES AND FULL DETAILS 
SPEED-O-PRINT CORPORATION CHICAGO, U. S. A. 
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CRAIN BUYS PERMANENT HOME 
Purchase by the Crain Office Supply of Abilene, 
Tex., of the building it occupies not only gives this 
firm a permanent home, but through an abundance 


CRAIN’S NEW HOME.—(Top) Section of the new store showing 

knotty pine finish and shelving. (Lower) Exterior of the estab- 

Ishment which is twenty-five by 125 feet with ample space in 
the rear for future expansion. 


of space to the rear, provides ample room for ex- 
pansion. 

Five years ago this firm started out with a capital 
of only $500 and, during the intervening years, through 
hard work and a close attention to business, has 
grown until it is now equal to any in the community. 

Completion of a remodeling program inside, finishing 
with knotty pine, gives the store a modern, attractive 
home of which they may well be proud. 

In addition to stationery, office supplies and equip- 
ment, the company has a complete lithograph shop, 
and all supplies and equipment for commercial 
printing. 

Nicholas J. Crain is head of the business——BCR 

———+ = 
SMITH & BUTTERFIELD HAS NEW 
EVANSVILLE ADDRESS 

Because a large quantity of their mail and freight 
is being considerably delayed by being addressed to 
a former location, Smith & Butterfield, commercial 
stationery and office supply firm, wishes to notify 
suppliers that its address is now 305-307 Main street. 
The firm has been in the new store for the past six 
months. 
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quick assembly. 95% 





1728-1736 Burnet Avenue 


“WKELEARN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 


of filing cabinet drawer slides in 


United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


Syracuse, New York 




















Glass size 18 x 


GEO. E. 


Office Specialty 








ROSCO STYLE 
GLASS 
DESK PADS 


Now made by Geo. E. Fox Co.! 





Here is your new source of supply for the ever popular FRAME 
Glass Desk Pad that has been made for years. 
This pad has rigid outer frame to hold glass. 


Available in two sizes: 
Frame size 1934 x 2534” Frame size 2134 x 3534” 
4” ® 


Glass size 20 x 34 


Send for circular describing this complete line now! 


FOX 





& CO. 


Manufacturers Since 1911 


412-420 ORLEANS ST., CHICAGO, ILL. 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


February 15 to 18. National School Supply Associa- 
tion convention, Palmer House, Chicago. (Executive 
secretary) L. E. Parmenter, 307 Shop Section, Palmer 
House, Chicago. 


« » 


February 16 to 19. Fourth annual Luggage and 
Leather Goods Exposition, Palmer House, Chicago. 
(General chairman) E. R. Manning, C/o Stein Bros. 
Manufacturing Company, Inc., 231 South Green street, 
Chicago. 

« » 


April 20 to 23. National Association of College Stores 
annual convention and buying conference, Palmer 
House, Chicago. (Secretary) J. Oliver Lott, 18 East 
Forty-first street, New York, N. Y. 


« » 


April 30 and May 1. Illinois Booksellers & Station- 
ers Association convention, Abraham Lincoln hotel, 
Springfield, Ill. (President) Homer S. Jacquin, Jac- 
quin & Company, 321 Main street, Peoria, Il. 


« » 


May. Wholesale Stationers Association of America 
annual convention, Royal York hotel, Toronto, Canada. 
(General manager) H. C. Whittemore, 250 Fifth avenue, 
New York, N. Y. Actual date not yet decided upon. 


*—>¢ — 
ATLANTA NEWS JOTTINGS 


First effect of the war declaration here has been a 
slackening off of business in the office equipment 
and stationery field. Coupled with the announce- 
ment that more taxes will be necessary, it has 
made business cautious about making needed ex- 
pansions and improvements. Dealers, however, be- 
lieve that after the shock has worn off there will 
be a gradual return to normalcy. ... Following a 
series of rains in the section the OPM lifted its 
“blackout” on electric signs and display windows on 
Saturday, December 6, nine days ahead of the sche- 
duled time, which was Monday, December 15, giving 
more “display time” before Christmas. The power 
pool is to be continued, however, until water level in 
the reservoirs is closer to normal... . Simplex Time 
Recorder Company has purchased a lot at 78-80 
Third street, N. W., where it will construct a suit- 
able building to house district and local offices and 
warehouse. . . . Walter Ward, of the Walter Ward 
Travel Service, 1212 Citizens & Southern Bank build- 
ing, has been appointed manager of the new Atlanta 
branch office of the National Postal Meter Company. 
Associated with Mr. Ward will be Wiley Marr, who 
will handle the service department of the new branch. 
In the past, the National Postal Meter Company has 
had an agency in Atlanta but, under the new ar- 
rangement, factory service will also be provided... . 
Rody R. Clemmons, Roy E. Fleming and Roland F. 
Bauerle, of the sales force of the International Busi- 
ness Machine Corporation’s Atlanta office, have all 
qualified for membership in the corporation’s famous 
One Hundred Per Cent Club. It is the third consecu- 
tive year that Mr. Clemmons has earned a member- 
ship in the club, which is composed of executives and 
sales leaders of the company—JHR 
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A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 





CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARONER, MASSAGCH US & TTS. Va. SA 



















No. 417—60” Full Quartered Oak 
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STATIONERS: 


Your discounts on 
Roberts Machines 
permit you to earn 
definite profit on 
each sale. They are 
high enough to give 
you an incentive to 
distribute these fast- 
moving, quality prod- 
ucts. 





We will appreciate 
your inquiry for de- 
tails. 





MODEL 9 


The Quality Machine 
for general office use 


—5 automatic dial 
All steel 


set actions. 
construction. 


694-710 JAMAICA AVE. 
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MODEL 37 
A Hand Lever Ma- 
chine for irregular 
numbering. Each de- 
pression of lever ad- 
vances the proper 

wheels. 


Western Distributor Louis Melind Company 


You also offer 
your the 
largest line of ““Large 
Figure” Automatic 
Machines and other 
“Specials.” 


can 
customers 


Your customers will 
enjoy using these 
machines because of 
their easy action and 
clear 


neat, impres- 


sions. 


price field—3, 4 or 


. 


Roberts Numbering Machine Co. 
BROOKLYN, N. Y. 


362 W. 


Chicago Ave., Chicago, III. 
593 Market St., San Francisco, Calif. 





MODEL 49 


4 Leader in the low 


> automatic actions. 











H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
extend to their many friends in the trade 


Best Wishes for the New Year 
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We'v 
That office folks like the finer appearance 
and longer wear of CLEANGRIP carbon 
paper. Best of all they like its resistance 
to curl. Dealers say that CLEANGRIP car- 
bon paper builds their profits and holds cus- 
tomers. Do you stock CLEANGRIP? Send 
for Dealers’ 


H. M. STORMS COMPANY 


GRAND AVE., 


AAA AA AAA DDR AAAS VV TY VYY YY Y wvyvy 


e been told . 


Samples and Prices. 


BROOKLY 
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NEW TRADE LITERATURE 
(Continued from page 8) 


series of transparent stencil shading plates which is a recent addition 
to the Heyer line. 

llustrated cat 
1 to the trade by 
es, x. 3 Modern 
ed on enameled 


The Higgins Ink Company, Inc.-A new 
alogue containing several unusual features has 
the Higgins Ink Company, Inc., 271 Ninth street 
1youts, supplemented by fine half-tone 





INK COL INC. 
-_ 3 


CATALOG 
OCTOBER-194! 


WRITING INKS 
ADHESIVES 


SEALING WAX 





COVER OF NEW HIGGINS’ CATALOGUE 


stock while one of the special features is a color wheel on the inside front 
cover which is made from actual swatches of Higgins drawing inks applied 
on white paper An easy-to-read code enables the dealer to order by 
number the desired colors and sizes rhere are also demonstration inserts 
with strong selling points rhe catalogue is printed in red and black and 


the cover is varnished for durability 


Imperial Desk reg ee Replete with a number of unusual features and 
done in a beautiful color combination a new catalogue, listed as the No 
42, has been issued to the trade by the Imperial Desk Company, Evansville, 
Ind 4 color scheme of yellow and various shades of brown is used 
throughout the sixty-four pages and, instead of the usual presentation 
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IMPERIAL DESK COMPANY’S CATALOGUE.—Here is one of 

the pages to illustrate the unique and unusually attractive 

method of make up with a color scheme of yellow and two 

dark shades of brown en light brown. On almost every page 

the furniture shown was caused to bleed off as in the page 
here presented. 


Ar f ti llust ire a] t g eed off ti 
top f tl page. Each i trati g t ‘ letail f 
anufactu gral and Tf ya ¢ ir dditior 
to desks, sh ws a number of other pieces ir ling chair table book 
ases, telephone stand waste baskets al t I St ther picture 
how offices ¢ pletely juipy vit Imy letails of 
onstr ictior The first inside page equippe with I e index which 
onsists of a number of rectangles in dark br each of which contains 
2 series number in a lighter shade Each one é position with a 
similar number on the proper page so that tl s a thumb 
n the index number indicated and fans throug! intil a similar 


lumber appears in the same positior The catalogue is bound on red 
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j * No type-cleaning * No cut-outs 


* No roller-swelling 


Savings on time, labor, materials! That's why 
Tempo Film Stencils are preferred. Unequalled 
performance in a world that demands peak 
efficiency. Remember, TEMPO is the only Film 
Stencil protected by patent. Prompt deliveries 
from Pittsburgh or Los Angeles. 


* The film protects the stencil, eliminates type 
filling. Film Stencils stand up te 
harder wear, are better for filing. 

ar i Find out for yourself with Tempo's Trial Order 
\ Plan. No obligation—just clip this ad, attach 
your letterhead and mail. 


Milo Harding Company 


436 West Pico Bivd., Los Angeles 
617 Commonwealth Annex, Pittsburgh 














Sek m STENCIL 








2-IN-1 “CONVERTO” ZIP CASE 
YOU PAY FOR ONE CASE. .YOU ACTUALLY GET TWO 


Patent No. 2,226,387 


Ring Metal 


IN 


A Loose Leaf 
Notebook 


@ Popular Prices Ring Metal 
@ Various Styles Including OUT 
Disappearing Handles A PORTFOLIO 


@ 1”, 12” and 2-Ring Metals 
are Interchangeable 


REUBEN COMPANY *” “ssie2e,""”° 
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A New LOWER PRICED 


ELECTRIC ENVELOPE 
SEALER 






MODEL SL—SEALS 200 ENVELOPES A MINUTE 


MULTIPOST ENVELOPE SEALERS 
2 Hand Operated—2 Electric. 


MULTIPOST LETTER OPENERS 
2 Hand Operated—2 Electric. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


4 Models—with & without counter. 


There are over 200,000 in use giving good service. 
30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 


ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center Px. Rochester, N. Y. 











e 

Write for fully 
illustrated 

catalog 


Ehrlich Upholstery has that excep- ¢ 


tionally high factor "built-in" sales 






value in every piece—Flexibility— 






strength — eye value — a specially 





built high grade upholstery job— 






“all the way through." 





EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N. Y. 
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plastic binding and is enclosed in a dark green simulated leather cover 
upon which is the wording ‘Imperial! Desks’’ in heavy gold print 

Office Equipment Company. The Christmas issue of “Tips and Topics,” a 
modern publication issued by the Office Equipment Company, Louisville and 
Lexington, Ky., came off the presses resplendent in a holiday dress the pre 
dominating color of which was silver. The ten-page folder contained pictures 
of appropriate merchandise for holiday gift sales and on one page carried 
photographs of Owner William P. Kelly and his staff of thirty-six men. 
Silver was used for a decorative theme with black type to make contrast and 
form an unusually attractive combination 


Trussell Manufacturing Company.—A new price list, designated as the 
No. PL24-B, has been issued to the trade by the Trussell Manufacturing 
Company, Poughkeepsie, N. Y. An introductory notice reads as follows: 
The following pages contain current list prices on the more important 
items in the Trussell line and supersede all previous prices. Effective 
November 15, 1941. All billing will be made from this price list.’’ It is 
ilso explained that list prices in catalogue No, 24 apply on items not in 
cluded in the new list. The booklet, which is loose leaf bound and enclosed 
in an attractive blue cover, also contains prices on several new numbers 
including Cal covers, Rodeo covers, Mult-O ring books, Nega Print photo 
ilbums, True-Vu files and Tru-Vu envelopes. 


Underwood Elliott Fisher Company._.A handy booklet containing helpful 
facts and hints for typists and secretaries and entitled “‘The Patty Perfect 
\dviser’’ has been published and distributed by the Underwood Elliott Fisher 
Company, New York, N. Y. The booklet is based on a character—Patty 
Perfect—-created by a young lady who was judged a winner in a nation 
vide contest on the subject of ‘“‘What are the qualifications of a good 
secretary’ staged by UEF. Contained within the twenty-four pages ar 
such useful and informative matters as “Salutations and complimentary 
’ “List of oft misspelled words,”’ “List of abbreviations,”’ ‘‘Rules 


closings, 
terms,” “Oft used foreign language 


f punctuation,” “List of business 
vords and phrases” and others. 


The F. S. Webster Company.—A new catalogue, containing charts and 
illustrations of the firm’s lines of ribbons and carbons, has been made 
ready for distribution by the F. S. Webster Company, Cambridge, Mass 
It is up-to-date in every respect and consists of thirty-two pages. Offi 
ials of the company announce that all Webster salesmen will have 
of the catalogue or dealers may acquire them by writing to the 


nearest Webster office. 





COVER OF NEW DOPPELT CATALOGUE DESCRIBED ON 
PAGE 8. 











MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 





Illinois College of Commerce, 3260 West Madison street, Chicago 
Model F. Comptometer, No. 124884 This machine was reported stolen 
from the school's office and a reward of five dollars is offered for its 
return 


> 
ROYAL STATIONERY OPENS NEW STORE 

Robert A. Fredrickson and Donald P. Stolz, owners 
of the Royal Stationery Company, Lewisburg, Pa., last 
month opened a new store at 229 Market street, in 
the Pennsylvania city. 

The store handles a complete line of accounting 
and bookkeeping equipment as well as office supplies 
and stationery, while its owners are completing plans 
to increase their stocks of trade books, greeting cards 
and similar items. 

Messrs. Fredrickson and Stolz, who are president 
and treasurer respectively of the company, have car- 
ried on a wholesale business in the territory for the 
past two years. They also operate a college book store 
on the Bucknell University campus and another or- 
ganization known as the F. & S. Book Company. 
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CELLULOSE 


DUPLICATOR STENCILS 


AVAILABLE FOR SHIPMENT TO REACH YOU ON OR BEFORE MARCH 1, 1942 







e Made by Europe’s Finest Stencil Expert of more than 25 years’ experience. 
e In our modern air controlled factory built for stencil manufacture. 

e With the latest in mechanical equipment both for coating and assembling. 
e To produce a Top Grade Stencil of perfect uniformity at all times. 

e Now working 24 hours a day to meet American and foreign demands. 


N TE , Essential materials are becoming increasingly hard to obtain; however, we believe 
» we can fill your orders promptly. Write for SAMPLES and exclusive territory. 


FIBROIN STENCIL CO. 


84 UNIVERSITY PLACE NEW YORK, N. Y. 


Proud to S. ay / | 
Important to Know! 


© 20%, Increase in business over previous year. 

© 98%, of Fall Orders shipped in spite of 
unprecedented difficulties. 

© 60%, of total Production on War Needs for 
Government. | 


© 80% of Line Intact and available for the 
S T E N first phe of 1942. f 


| B R O S © 100% Ready at all times to cooperate with | 


our dealers. | 







































MFG. CO., Inc. + 231 S. Green St., Chicago, MW. 


























No 
Quality Materials, Painstaking Construc- 


tion. 








1414: 66x36" —Smart Design, 


Write for catalog. 








OFFICE APPLIANCES 


.. . From every angle!!! 





Every INDIANA DESK is 
well turned out. Viewed 
from any angle, they meet 
the exacting requirements of 
discriminating desk buyers. 
Sell INDIANA DESKS — 
Enjoy the dealer prestige 
that comes with the sale of 
this line. 





INDIANA DESK COMPANY 


JASPER 


INDIANA 











NEW INDIANA 
CHAIR CO. 


Bank of 
England 
No. 551 









GENUINE 


walnut 


BIRCH 


walnut 


BIRCH 
mahogany 





This popular office chair with 
No. 451 the square leg design, 
has a long standing reputation 
for service. Together with other chairs of this series—pedesta! 
chairs without arms and leg chairs with or without arms, the 
design is represented in general use over wide territory and 
now the demand is greater than ever 
Full details of description and delivery on request 


NEW INDIANA CHAIR COMPANY 


JASPER, INDIANA 











must pass a ‘physical’, too! 


Students of motion study delight 
in the way FAIR'S COSTUMERS 
are scientifically built, 
finished and precision-inspected. 
All to bring costs and prices down 
\ and to improve the quality. 


IMMEDIATE DELIVERY 


In spite of shortages, FAIR delivers the 
goods promptly. 
Write today for descriptive catalogue and 


, al dealer price list 

















Soir | —Susniture Ea. 


Costumers — Chair Cushions — Typewriter Tables 


NEWARK, N. J. U. S. A. 





lacquer 
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GOVERNMENT WANTS OFFICE APPLIANCE 
REPAIR MEN 

The United States Civil Service Commission has an- 
nounced an office repairman examination to fill posi- 
tions in Washington, D. C., and vicinity at $1,680 a 
year. Employees will perform such work as cleaning, 
overhauling, repairing and adjusting modern office 
appliances and machines. 

Applications must be on file with the commission 
not later than January 8. The proper forms may be 
obtained from the secretary, Board of U. S. Civil 
Service Commissioners, at any first or second-class post 
office or from the Civil Service Commission. 


E. D. DORSEY PASSES AWAY 

As this issue goes to press word is received of the 
passing of E. D. Dorsey of the Office Device Company, 
Philadelphia, on December 20. Funeral services were 
held December 23. Mr. Dorsey, who leaves a widow, 
two sons and a daughter, was a pioneer office equip- 
ment man in Philadelphia and had been active in the 
field for forty years. His passing will not affect the 
operation of his company, which will carry on under 
the direction of Mrs. C. J. Morehouse, who has been a 
partner in the firm for many years. 

—--—. — 
BBC BROADCASTS PROGRAM FOR 
CORRESPONDENCE CIRCLE 

A series of broadcasts has been inaugurated by the 
British Broadcasting Company and dedicated to Amer- 
ican stationers in recognition of their efforts in the 
now famous Overseas Correspondence Circle. 

The initial program was put on the air on November 
24 and was heard on 9.58 and 6.11 megacycles. The 
event included a stirring talk by Lancelot Spicer, pres- 
ident of the Stationers Association of Great Britain 
and Ireland. 

Future programs will be broadcast every Monday and 
Friday at 7 p. m., eastern standard time and on the 
same wavebands as given above. 








ST ATIOOGO RE R F 


Cleveland, Ohio._-The Wagner-Henzy-Fisher Company, 1552-54 Euclid ave 
nue, has completely modernized and redecorated its store. The company 
features Doten Dunton desks, Standard desks, B. L. Marble chairs, Berge 
steel files, stationery and supplies.—AK 





Little Rock, Ark.—Henry Cravens, who has been a staff sergeant with 
the 154th Observation Squadron at Fort Sill, Okla., is expected to re 
turn to his job with the Democrat Printing & Lithographing Company, 
114 East Second street. He was recently given an honorable discharge 
from the service ADR 


Little Rock, Ark.—F. W. Allsopp, president of Allsopp & Chapple, 307 


Main street, has been named chairman of the board of trustees of the 
Little Rock Museum of Natural History and Antiquities —ADR 

Little Rock, Ark...The Democrat Printing & Lithographing Company has 
been awarded a contract to furnish approximately 20,000 automobile license 
stickers for the city on a low bid of $19.50 per tl uusand ADR 

Toledo, Ohio...Raymond J. Delaney, formerly of New York City, has 
become local representative of the Miller-Bryant Pierce Company with 
flices at 414 Richardson building AK 

Sioux Falls, §. D.. The Midwest Pr Sup] ( | Wilson Ter 
minal building, Eighth and Reid streets, held its formal opening last month 
when officers of the firm were hosts to at ber visitor I company 
which is headed by President G. E. Carlson, opened for business in August 





TYPEWRITERS 





Columbus, Ohio.—Ernest Barton, sales agent in the local offic f th 
International Business Machines Corporation, and Lewis H. Bargar, Wi 
liam H. Booth, Hugh N. MacLaren and Robert N. MacLaren, of the 
Cleveland branch, have all qualified for membership in tl mipany’s 104 
Hundred Per Cent Club of sales leaders AK 

Little Rock, Ark.—.The Dictaphone Corporation and the Faucett Printing 
Company have been listed among those firms which contributed 100 per cent 
to the recently held Community Chest fund drive Walter C. Guy, president 
of the Arkansas Printing & Lithographing Compar served as general chair 
man of the campaign ADR 

Toledo, Ohio—R. M. Westcott has joined the local branch of the Under 
wood Elliott Fisher Company, 311 Erie street, after graduating from the 
UEF school in Hartford, Conr The Tolee fice is under the manage 


ment of E. A. Norman.—AK 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 


and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
OgPrT. = 
11-13-15 Vandewater St., 
New York, N. Y. 























master 
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rrectly styled. 
SAMSON tables experienced craitsme 
fully one emeatic hard woods: — 

aed tables indicate a oer 

h and sincerity bt 
ho use them and 











MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 














RELI on RELIABLE 


for BARGAINS in 


Kough pa Kibuilt 


| TYPEWRITERS 
|  Adding—Billing— 
| Bookkeeping— 
Calculating 
MACHINES 
CHECK WRITERS 
| MIMEOGRAPHS 
| EDIPHONES 
MULTIGRAPHS 
DICTAPHONES 


Write for latest price lists 


RELIABLE Typewriter 
& Adding Machine Corp. 


303 W. Monroe St. . Chicago, Ill. 

















DEN DE LAST TING | REMEMBERS ‘SOMEONE SEZ: 
MORE PEOPLE BUY SUSTRITE 
MARKING DEVICES THAN ANY 
OTHER BRAND." 


THE LOUIS MELIND CO. CHICAGO .. . NEW YORK CITY . . . SANFRANCISCO 





ee nn, 








OFFICE APPLIANCES 
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M AND YOU'VE GOT THE SALE! 


Every shopper becomes a buyer when 

é you stock Esterbrook’s 31 Renew- 

Points! For there’s a Renew - Point 

number to suit every hand and every writing need. What’s 

more, you save on inventory! Instead of tying-up big 

money in a variety of complete pens, you make a modest, 

economical investment in a few f sterbrook pen-barrels... 

and an assortment of inexpensive Renew-Points. And 

youll find that Esterbrook’s popular prices and national 
advertising keep your stock steadily turning over! 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. | 


_ bsterbrouk 
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AID TO BRITAIN 


BUY BRITISH GOODS 


* 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ers merchandise. We shall be pleased to mail you a copy 


post free each quarter if you will complete the form below. 





BRITAIN DELIVERS THE GOODS _ 
SEND US THIS COUPON 














I 
i 
, = 


To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER, 
34, Bridge Street, HEREFORD, ENGLAND (Late of Grand Build- | 


ing. Trafalgar) 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 





Date 











JANUARY, 1942 


Remember! 


They Correct Mistakes in Any Language 


Wealden Rootes Enanour 


THE World’s Quality Standard 


Customer 
satisfaction 
brings profitable 
repeat sales. 


WELDON ROBERTS RUBBER CO 









Put A SENTRY 
SAFE on Duty 


and you'll be providing dependable, 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15° x 12” x 122” 

WEIGHT: 245 Lbs. 1-Hour Protection 
o 

DEALERS: You can make quick profits on this lower 


priced safe. Many exclusive territories open. Write 


88 STYLES 
for all 
fotelsh) haat —is 


needs. 


NEWARK. NEw JERSEY, U.S. A. 

















BRUSH PUNNETT wwe 


545 WEST AVE. + ROCHESTER, N. Y. 














Dealers Wanted 


(One in a territory) 


For a Spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 





Write for our interesting 
proposition. 


Speed Key Mfg. Co. 228.cotwbes Pisce 








Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and holds in place the assembled papers 





while being inserted in typewriter. Produces a greater number of 
legible carbon copies at one writing 
$B THIS 
«= 4 
“a To insure clean, strong copie 







“CARBON 
GRIPPER” 


List Price 25¢ Codo ee 
- held wm ploce the caer hed 
Carbon Gripper” Gries ont > 


@ Insures clean, popers while being 


strong copies. 


@ Assures per- 
fect alignment 


@ Saves wear on 


ribbons 


@ Saves wear on 
platen 





One “Carbon-Grip- 
per” in every box 
of Super-Kote and 
Keen-Rite Carbon 
Papers Without 


LIST PRICE 25 EACH 


Made only by 
j coar. 
NUFACTURING 
CODO MANS. wun 


Charge. Write for ee « 178 totem 
details. } ome ® — 
ROA, POA 
q —— 


Codo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 











Your QUESTIONS 
ANSWERED free | 


Subscribers t Ofhce Appliances lave free access t 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
| ment 
| A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


The Office Appliance Company: 20 North 








| Wacker Drive, Chicago, U. S. A.::::::: 











“A , U f of St (” 
STEEL FPIESs 


Map Cases... 
. Wardrobe Cabinets 


Typewriter Tables . 


Storage Cabinets. . 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 














SIMPLIFIED Simple 
PAY-ROLL AND INCOME TAX Compact 
RECORDS Complete 


EZYKEPT 


Pay-Roll and Income Tax 
Books for Small Business 


New tax laws require every business to keep a complete set 
of records. EZYKEPT books provide for all essential information 
in compact form and are reasonably priced. Sold by hundreds 
of stationers. Investigate unusual profit possibilities. 


THE EZYKEPT COMPANY 


Box 475 Champaign, Illinois 

















Write for Free Tube 
& Profit Story 







‘be special 


adhesive holds with a 
sinewy grip —yet Grippit 


it Strips 





can never wrinkle paper . . 






off like adhesive tape . it is so Clean 





that any excess rubs off, leaving work 






and fingers unsoiled 













Harriman-Welts Products Co., 200 Summer St., Boston 





ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in « variety of heights 
and forms. 
DEALERS—Don't overlook | 
sales opportunities in Roll- } 
ing and Library Ladders. 
Write for literature and 
prices. 

Manufactured by 


1. D. COTTERMAN 


155 N. Union Ave., Chicago 














ANSON ,, (reo 
POSTAL SCALE <@™ 
@ Faster than a beam type scale—no time 
lost jiggling weights. Here is a Postal 
Scale that gives foreign and domestic 


postage at a glance without figuring. 
Hair line accuracy. Built to last a lifetime. 










Your customers wil] like this 
modern, business like scale 


Ask your jobber for Bulletin No. 5 
Hanson Scale Co., 525 N. Ada St., Chicago 


4 
TV UTie) Bly cae 


BATHROOM © KITCHEN © NURSERY «DIET « POSTAL 








OFFICE APPLIANCES 


for CONSTANT REPEAT PROFITS! 











VEIT MANUFACTURING CO. 1945 E.Kirby DETROIT, MICH. 


FOLDERS GUIDES FILE POCKETS SYSTEMS INDEXES 








CRAMER 


The Complete Line of 
Pos ture Seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 











ALLEN W WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 








the ACME 


MIDGET 


A light weight, handy 
desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 


See our Silverstreak folder 

ACME STAPLE COMPANY 

1648 Haddon Ave. e Camden, N. J. 
ALSO MFR. ACME NO. I—NO. 2—SURESHOT—SiMPLEX 














nee 
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CUSTOMER APPEAL! 


o SCIENTIFIC FIRE PROOF CONSTRUCTION 
o BEAUTIFUL EXTERIOR INTERIOR FINISH 


LIGHT, DURABLE, AND EASY TO HANDLE 


$622 


LIST PRICE § 


Wal 


MANUFACTURING 
COMPANY 
<LI WRITE FOR FULL DETAILS 
GP 531 NORTH ELMWOOD AVE 
4 OAK PARK, FLLENOIS 












MAPTACKS 


They’re Photogenic! 









All sizes, shapes and styles. 
Choice of 21 colors—plain, 
numbered or lettered. Sell 
Moore Maptacks—the most 
complete line available. 
Your jobber can supply you. 


MOORE PUSH-PIN COMPANY 
113-25 Berkley St., Phila., Pa. 
Makers of famous Moore Push-Pins — Push-less Hangers @ Since 1900 




















FOR PERFECT REPRODUCTIONS 


ECHO 


1S THE ANSWER 


ro ALL TYPEWRITER RIBBON 


AND 


CARBON PAPER 
Place a trial order NOW 


and you'll benefit by the 
1942 ''2 for |"' Sales Plan. 


ALLIED 


CARBON € RI RIBBON MAFG CORP 


REQUIREMENTS 





165 DUANE ST 
NEW YORK, N. Y 














Dod Vine 
SYNONYMS 


That guarantee you and 
your customers satisfac- 
tion from thinner leads. 
Only the _ genuine 
Threadiine excels in 
quality. 


Me $TRENGTH 
Me SMOOTHNESS 


Order from thelJ}/g (ag a4) 
Originators CHICAGO, ILLINOIS 














ARY OF THE OSEPH DIXON CRUCIBLE CO 


SUBSID 
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INCREASE YOUR 
OFFICE EFFICIENCY! 


WITH Superior 
ALL PURPOSE 
TYPEWRITER TABLES 


<< 








Superior Typewriter 
are . ‘ted f 


erior A; ee s before 







tiv iter 
~y m st if moderate 





"hee 
TABLE COMPANY 
525 W. 7éth St., Chicago 













WAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 


prices ut 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. 


On request. 


Chicago 














MARKILO 
GELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; Ls 
holders; bill-fold envelopes; stamp containe 

Made of acetate (flame resistant) transparen a 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U.S. A. 









NUMBERING MACHINES 


Model GQ) 3 Movement 


Model QD) Lever 
Movement 


Model €J) 9 Movement 


WRITE FOR DISCOUNTS 










AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 












THE NAME IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 


CLEANS Type-REMOVES Spots 


SPEED-MO No. 400 TYPE BRUSH and CLEANER 


No daubing; no dirt. Fin- 





ger tip control saves fluid, 
prevents evaporation. In- 
terchangeable brush for 
removing spots from 
clothing, gloves, ete. 
Nothing else like it. 


Write us. 
RIVET-O MFG. CO. 


99 Jason St. 
ORANGE, MASS. 











OFFICE APPLIANCES 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull No 
keys to punch. No tedi- 
ous figuring. No errors 
Jus‘ copy the answers 
tabulated in convenient 
form. Sold on 10 day 
tree trial basis. Nation- 
ally advertised| Write 
lor details nowl 






Simply tip 
the card 
and copy 


3168 N. Clark St. 


Meilicke. ystems, any Chicago, Ill. 























auce SALESMEN 


. eE are the shock troops in the army of 
business. Their equipment must be 
the best. Sell them 

BEACH’S 


“Common Sense’ 
Expense Books and Sheets 


Order your stock from the 


Beach Publishing Co. 
7338 Woodward Ave. Detroit, Mich. 































PREFERRED BY 
STENOGRAPHERS 


More than 4500 dealers will tell you 
that Clarotype is the one type 
cleaner which repeats consistently 
and makes worth while profits. 








The Clarotype Company, Inc. 
16-A Hudson St., New York, N. Y. 


CLAR-O-TYPE 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


SERVICE LAPBOARD 


GENUINE PLASTIC 
FIBRE BOARD ‘ BS 





TT 


Ee 
x ~ 
bate 
SRE J 
For Reading, Drawing, Writing, Games. First time at these prices. 


Smooth on both sides. Lightweight—Durable—Size 1734 x 3534 x 18. 
$1.00 List. 12 boards to shipping carton. Weight 46 Ibs. 














SERVICE INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 











Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. T he 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 






Stanley R. Bristow , 
24 soma —— Or range. N, I 











W The MODERN Hectograph! 


R Consider the of WRITO! 


Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—quaranteed on 

} against deterioration. Will not crack, dry or spoi 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—WRITO weighs less, 

T so you get more per pound. 
PURE—can be melte and 
reused. 


Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 


Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition 
ROSS LABORATORIES, Inc 
4021 N. Hermitage Ave., Chicago, Ill. 


advantages 

















scanners 
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AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationers merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 





------=-= SEND US THIS COUPON =====—=—1 


To F. W. BRIDGES LTD., 


13 
SD, y 
I) Y) 
© Mm? 


=BE y= 


DAYTON STENCIL 
WORKS CO. *oiic™ 








High Grade, Sturdily Built 


INDUSTRIAL STOOLS 


Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 


Order a dozen for a starter. 


METALSTAND CO. 


1615-1625 Melon St. 
PHILADELPHIA, PENNA. 











HELP YOUR CUSTOMERS 
SAVE VALUABLE TIME! 


suggest that each office be supplied 
with a MITE one pound Postal Scale. 


RETAIL ONLY $1.95 


Immediate delivery. Satisfaction 


guaranteed. 
Note—No MITE one pound postal scale 
has ever been returned to the factory 
because of inaccuracy. Order direct, or 
from your jobber. 


MASCO CORP. 


277 E. Erie St., Milwaukee, Wis. 








Size 234” x 4” x 4!/,” 











Proprietors THE BRITISH STATIONERY EXPORTER, 
34, Bridge Street. i 
HEREFORD, ENGLAND (Late of Grand Building, Trafalgar) i 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name : swede : 
(Please attach your business card or letter-head) 


Address 








Date r 











BUILT 
v pL q 


good-will and insure re orders with the preferred 
Daco line. Write today for catalog A, available to all deal 


ers, with complete price 
@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms @ Bank and Insurance Forms 


yoNS 
DACO 


Manufacturing Specialists for a 
Quarter of a Century 


THE DACO CARD s INDEX C0. 


BOSTON,MASS 






9 FEDERAL COURT 
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176 


Steelcase Equipment Assures Top Efficiency! 














The Great Steelcase Line Is On The | 
Winning Side For Every Alert Dealer 


Today, as never before, Steelcase Business Equipment is in 
demand by buyers who know quality, craftsmanship and 
efficient design. This fact is not without significance how- 
“th ever — for Steelcase has for years consistently pioneered in | 
&. . the development of better and more useful designs—in fact 
has contributed directly to many advancements responsible 
for increased utility and office efficiency. 


The superior line of Steelcase desks, chairs, files, counters, 
cabinets and related products is helping the offices of 
America carry ‘‘their peak load’’ at maxi- 
mum efficiency. It can become one of the 
most valuable assets obtainable for you. 
Write today for complete details. 
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“e/STEELCASE 


Susiness Equipmen., 








METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 














UPLICAT 


SIMPLIFIED 
MODERN 


EASY TO 
OPERATE 














/ 
















Typewriting, 


writing, creates impres- 
Sions that are good or 
bad depending upon the 
general appearance of the 
letter and the quality of 


the typewritten work. 






like hand- 









sorgood 
gerwoo" 





of Frederic W. Goudy by Oliver Calvert Underhill, hollywo 


On the Underwood every type character is clean-cut, uniform in impression, evenly spaced und perfectly aligned — even the capitals which in so many letters 


“Why the Underwood Types Better Letters... 


ADVERTISER’S NOTE: Frederic W. Goudy 
honored on two continents as the designer of 
more than a hundred famous type faces, is Type 
Consultant on the Underwood Engineering 
Staff. His long useful life has been lived in a 
world in which clean-cut type impressions on 
fine whit paper are the highest expressions of 
beauty and art. Goudy probably is the world’s 
greatest living exponent of fine type design an 1 


his influence has added the final note of perfe 


tion to the writing qualities of the Underwood 
yoeu 

This pa has been s Goudy Old Srvie as 
saiute to the genius of Frederic W’. Goudy 


HAVE seen Underwoods pertorm at 
| speeds that placed words on paper at 
the rate of almost three a second. I have 
watched Underwood type bars moving so 
fast that they merged into a flashing blur of 


steel Deftore My eyes 


show a tendency to jump above the line 


BY FREDERIC W. GO 


But the performance that amazed me most 
of all was not the Underwood's terrifi 
speed. In this age we take spe ed tor granted 
It was the Underwood's ability to plac« 
clean-cut and uniform type-impressions OF 


1 
} 


paper with each character evenly spaced 
and all characters in perfect alignment! 

“Why,” Iam often asked, “is the quality 
of the Underwood's finished work so far 
out in front?” The answer is a long one and 
I never know 1ust W here to be mn 


I think of the great Underwood Research 





| | 
Laboratories and the men of science who 


have ushered in pract every major 


P ; } the” 
typewriter development ft ¢t - ist Nalt 


century 


I think of those original Underwood fe 
tures that exert such rigid control over 
spacing and alignment { marvelous 
Underwood development that even con 
pensates for a typist’s peculiarities in strok 
ing the keys and so helrs insut nitormity 
ot type impressions. 
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[ think also about the all-important fact 
that Underwood makes its own typewriter 
ribbons and thus assumes responsibility for 
the complete typing job. 

But to me the fundamental reason for the 
ne quality of the Underwood's finished 
work is that long ago Underwood recog- 
nized the fact that the first essential of a 
typewriter is that it type right, and all 
through the years a finer and still finer 
quality of typewriting has been the prime 
bjective of Underwood engineering 


The Underwood definitely types better 
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